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VAUGHAN 


Chwd bod, making for 10 1 > 24 


Years of tool making “know-how” 

constant endless research in metals aid 
woods, in production ingenuity, in actual 
field tests . . . and the “pride of product” 
—all combine to reward dealers and crafts- 
men with the finest in tools, designed and 
manufactured by Vaughan. 


VAUGHAN & BUSHNELL 
SManufact L ung Company 


Sales Office: 135 S. LaSalle St. 
CHICAGO 3. ILLINOIS i 
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| painters, taking pride in their work, in- 
variably buy the brush that does the job best. They want 
one that saves time, makes work lighter and spreads bet- 
ter. In short—they like quality. To them, brushes carrying 
the WOOSTER brand mean proven top quality .. . To 
you, the name WOOSTER BRUSHES is your best assur- 
ance of Brush Satisfaction. 


WOOSTER f°3>:54| BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE !1851 — THRU 4 WARS P ,UGUS 
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The name YALE New ad on “One- 
on the new red Arm” Springlatch 
box recalls to the creates demand 
customer an un- among millions 
surpassed repu- of SATURDAY 
tation for de- EVENING 
pendability. POST readers. 
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The name Yale helfrs make the sate YA L Ee 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD - CONNECTICUT - U.S. A. 
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PUSH and 
PULL BARS 


D ESIGNED ORIGINALLY for use with tem- 


pered glass doors, the sheer rugged 
beauty of these modern door accessories 
makes them ideal for producing striking ef- 
fects on wood or metal doors. 


Bars are crystal-clear plastic; brackets of 
cast brass or bronze are available in polished 
or dull chrome and polished or dull bronze 
finishes. Some fittings have jet black inlays. 


Take advantage of the sales opportunities 
for widespread use of these practical and 
ornamental bars. Display them. Catalog 
describing the full line will be sent upon 
request. Russell & Erwin Division, The 
American Hardware Corp., New Britain, 
Connecticut. 


SINCE 1839 


UsswiN dealers always have the edge 


DISTINCTIVE HARDWARE 
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Master gives you 


the right combination | for 



















bigger padlock sales 





ON A SAFE 














e \ Handsome, rugged, dependable, here is a true Champ .. . the stand-out leader 
e od | among combination padlocks! Its husky double-wall case offers the armored 
-\ os os * strength of hard wrought metals — brass over heavy steel. The three-tumbler 
anet precision mechanism is smooth-working and trouble-free, without delicate 
“naow Ba parts to wear and fail. The strong steel shackle is automatically locked by a 
Giant Win son Lot patented double-acting locking lever. The free-turning black dial with large 
inal ae white numerals and knurled brass knob give smooth operation and utmest 
ott \or: readability. Master's Champ No. 1500 is the right combination for extra 

ceesoe® \\ oa ng value — extra security — extra profits! Ask your jobber! 


Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 





Master Jock Company, Milwaukee. Wis. © Worlds Leading Padlech Manufacturers 
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NS, waxes 
porisHes. 


TERMS: 


2% 


SANI-WAX: 
SPECIAL INTRODUCTORY OFFER! 


THE PLAN GIVES YOU: 


. $5.00 for opening ad, plus 10% cooperative advertising 
allowance on all invoices. 

. Self-demonstration display. 

. Point-of-Sale folders. 

4. Samples for all store personnel. 

. Coupons to put out with statements. FREE SAMPLES to 
redeem coupons. 

. 10% CASH BONUS for clerks. 


YOU INVEST IN: 


120 Pints of Sani-Wax . . . . . @ $ -79 Retail 
36 Quarts of Sani-Wax. . . . . @ 139 =” 
6 14 Gallons of Sani-Wax . . . @ 2.39 ” 
4 Gallons of Sani-Wax . . . . @ — | 
$174.98 Retail 


LESS 40% _ 


_ 


$104.99 Net 





*You can turn $104.99 investment 12 times per year for an annual profit of $848.88! 





10 DAYS E—. O. M. FREIGHT PREPAID 


WRITE Ni © W For DETAILS ‘ON THIS PLAN! 


THE 


ve F 3 


SANI-WAX COMPANY 


PAGTT TS EVEURE = SOUACRSES © TERAS 


You'll make an annual profit of $84g*° from 
an original investment of $104.99* when you 
stock fast moving, nationally advertised 
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"Time yaa did gome brushing ap, cham! 


“That's the third time today a customer's question has Yes, customers want full information today before they buy. 


stumped you. In fact, if she hadn’t seen the Manning- When demonstrating the M-B Iron-That-Wags-Its-Tail, for 
Bowman name, you might have lost the sale!” instance, be sure to point out all these features... 


A Tell customer: “It’s lightweight, Demonstrate cord: “‘Long-life 4 Show how point and beveled edge 
/ . automatic. Thumb-tip temperature A, swivel-action cord follows every S iron around buttons, pleats, seams. 
dial gives choice of heats from “* stroke. Insulated bakelite handle \ention chrome finish, perfect bal 
RAYON to LINEN, plus OFF?’ fits right- or left-handers? ance, even heat, and M-B quality! 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co, (Canada) Ltd., Oakville, Ont. 
Makers of M-B quality Toasters, Percolators, Broilers, Irons, Automatic Grills, and Waffle Bakers. 


THE LINE THAT'S ALWAYS IN DEMAND 
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WORCESTER, MASS, 
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THE 
DOORWAYS 
OF THE WORLD 


SWING ON ACE mR 
HINGES 


C. HAGER & SONS HINGE MFG. CO. 


ST. LOUIS 4, MISSOURI 





R, MASS, 
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First stage of manufacture 
takes place in the forging 
department. Here an oper- 
ator is shown forging 
Crescent Snips. 















Forgings, such as this, are the beginning of Crescent Tools. / 
















has tutored these men in the technique so necessary 
for quality production. Steel must be at exactly the 
right heat for perfection in forging. If it is too hot 
...or not hot enough. ..imperfections result. 


@ It takes a lot of experience and “know-how” to 
maintain product leadership in the face of keen 
competition. Crescent Tools, made by men who 
specialize in quality, are famous for their durability 
and performance. Maintenance of such distinction 


‘ : é Before subsequent manufacturing processes are 
is a matter of pride to Crescent workers. 


performed, the forgings are subjected to annealing, 
a heat-treating method which removes any trace of 
brittleness. This permits accurate machining and 
facilitates viens and finishing of the tools. 


In the forging department, operators of the drop- 
e certain that the first ~~ of manu- 
ixperience 


hammers ma 
facture fulfills the Crescent tradition. 















% “CRESCENT” is our trade mark registered in the United States and foreign countries for wrenches 
and other tools. ‘‘Crescent’’ tools are made only by Crescent Tool Company of Jamestown, N. Y., 
and are sold by leading distributors everywhere. 
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The New Westinghouse 


FLEXARC FARM WELDER 


Here’s an opportunity for real profits . . . a product that’s 
“a natural” for a market that’s ready to buy ... AND IT’S 
AVAILABLE IN VOLUME. 
The Market's Right...a recent survey shows that one out of 
six electrified farms want welders. Why? Because welders 
save time and money making on-the-spot repairs to ma- 
chinery and by building special equipment to cut down 
“muscle work” and time on many farm jobs. It’s one of 
those unusual “pay-for-itself” sales opportunities. 
The Product's Right...a simple welding demonstration and a 
thorough examination of its sturdy construction convinces 
farmers that the Flexarc has been designed for them. It has 
traditional Westinghouse quality throughout—you can sell 
it with confidence. It comes complete with all accessories 
in 130, 160 and 180-ampere sizes to handle all farm jobs. 
And the price fits the farmer’s pocketbook. A low-cost, 
two-way payment plan makes it easy to stock—easy to sell. 
The Flexarc is one of the leaders in a complete line of 
Westinghouse products for the farmer. Others now avail- 
able are shown below. More are on the way. Mail the 
coupon for complete dealer information. J-91714 


OTHER WESTINGHOUSE FARM PRODUCTS 


AVAILABLE NOW! 


MILK COOLERS 


? 
FARM LIGHTING FIXTURES LAMPS ny LU 


WATER HEATERS 


Westinghouse 


PLANTS IN 25 CITIES... OFFICES EVERYWHERE 


AUGUST 28, 1947 
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Westinghouse Electric Corporation 
Farm Products Section 
P. O. Box 868 
Pittsburgh 30, Pa. 
I am interested in dealer information on the following 
Westinghouse Farm Products. 
[_] Milk Cooler 
[_] Water Heaters 


(_] Farm Welder (|_| Lamps 


(_] Farm Lighting Devices 
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big Business! 


A BETTER LINE...A BIGGER LINE 


WATIONALLY AQERTISED 


IN LEADING MAGAZINES 


eae, 
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1—The Quality Line . . . Assures resistance to soap, cleansers, grease, scalding 
water, heat and wear. 


2—The Home Engineered Line . . . Each Rubbermaid item is designed to do a 
specific household chore—better. 





3—The Plus Profit Line . . . Replaces nothing in your present stock. 


4—The Only Complete Line .. . A diversity of items -hence the line with the 
greatest potential dollar volume . . . a product for every use, a size for every need, 
a color for every taste. 


5—The Line You Can Safely Build On. . . Rubbermaid Housewares offer maxi- 
mum service, convenience, beauty, value... every sale makes a satisfied customer 
—a purchaser of additional items. 


Write for complete story. 


@ FREE DEALER HELPS: 1. Full color Counter or Window cards. 2. Four-color 
Window or Wall Streamer. 3. Thirty-four newspaper mats to choose from. 4. Counter 
Folder showing all Rubbermaid products (invites additional sales). 


WOOSTER RUBBER COMPANY 1201 £. Bowmen 5:., Wooster, Ohic 
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IDEAL for satisfaction 
and economy when 
controlled by 


“DETROIT” 


Experience of thousands of users testifies to 
the ideal satisfaction and economy of the oil 
fired water heater controlled by the “Detroit” 
CRC-239-W Float Valve. Ample supplies of hot 


water are available at all times at low cost. 


“Detroit” Float Valves automatically compen- 
sate for fuel flow variations due to oil tem- 


perature changes—may be adjusted for use of 
different grades of fuel. 


The power element automatically regulates 
the burner to keep water hot. It is of “fail 
safe” type—in case of damaged element, the 
burner goes to low fire. An easily operated 
adjustment enables the user to regulate water 
temperature. 


“GLAMP-ON" 
BULB 
ee @ “Detroit” valves are simple, have few 
E Tewrenarunt parts, are easy to clean and service. 
* ADs 


1S @ Water heaters equipped with them are 
f \ 


/ an excellent sales proposition. 
TY & 
Reset LEVERS 
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Offices: 5900 TRUMBULL AVENUE 


DETROIT | UBRICATOR Company alanis DETROIT 8, MICHIGAN 
‘4 Division of AMERICAN Runuaror & Standard Sanitary conroration 


, TORONTO, WINNIPEG 
tatives — RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, 
Canadian Representatives ~~ 


Cem 
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is © Safety Float Valves and Oil Burner 


“Detroit” Heating and Refrigeratton Controls © Engine Safety Control Stationery and Locomotive 
‘Detro 3 


“Detroit Expansion Valves and Refrigeration Accessories ¢ 


_ Accessories © Lubricators 
Ld 
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Dealers say it’s a perfect running mate for the famous NE SCO Roaster 


The new 
fast-heating, fast-selling 


NESCO 


Two-way 
Electric Heater 


rp 


hhorbarer 


H™® at last, is a heater backed by sound engineering and ex- 

perience long recognized in the electrical field! A heater de- 
signed not only to sell quickly and profitably, but built to create 
complete customer-satisfaction for years to come! 

Any way you look at it, this far-advanced Nesco Heater “dates” 
practically all other small-room heaters. Its two-way action, com- 
bining penetrating radiant rays from the front with high-speed 
circulating heat from the top, produces effective, cheerful warmth 
in just 90 seconds! It cuts current cost because no power is wasted, 
and it virtually eliminates repair bills because of superior construc- 
tion and absence of moving parts. 

With all its advantages, the Nesco Two-Way Electric Heater 

y nN retails at just $12.95 (slightly higher on the west coast). Write 
eis » today for the name of your Nesco distributor! 


NATIONAL ENAMELING AND STAMPING CO. 


EXECUTIVE OFFICES: 270 N. 12th ST., MILWAUKEE 1, WISCONSIN 
SALES OFFICES: MERCHANDISE MART, CHICAGO «¢ CANDIER BUILDING, ATLANTA 
200 FIFTH AVENUE BUILDING, NEW YORK . AMBASSADOR BUILDING, ST LOUIS 

WESTERN MERCHANDISE MART, SAN FRANCISCO 


BACK STAYS / 
cooL 


mannan, & 


Only NESCO has all these outstanding, long-awaited features 


ECONOMICAL SAFE BEAUTIFULLY STYLED 


LIGHTWEIGHT RUSTPROOF COOL HANDLE 


INNIPEG 


1 Burner 
omotive 
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RAZOR AND BLADE) V 


When You Put These Gillette Co 








Others Are Making Money Hand 
& R - = Over Fist... And You Will, Too! 





Se tests in more than 6,000 stores of 
all types conclusively prove that Gillette’s hand- 


with the purchase 


CESS RR 






of fast-m ovin g some “counter salesmen” send sales soaring! Gains of 
60% to 100% are commonplace. Far larger increases 

Gillette Razors are reported by scores of outlets. One dealer attests to 
the phenomenal jump of 390% in razor and blade volume 

d Bi d after putting Gillette’s counter salesmen to work! Easy 

an aaes to service...a cinch to sell from... these cases put 





razors and blades where men see ’em and buy ’em, day in 
««. day out. Order yours today and get set to earn plenty 


of extra dollars. 
Gillette Safety Razor Company, Boston 6, Mass. 









HARDWARE AGE 







land 
Too! 


ores of 
s hand- 
ains of 
creases 
tests to 
volume 
k! Easy 
ses put 
, day in 
| plenty 





SS Sk Oa 


oe Fin 


SERRE 


stein ae tae 


VOLUME SKYROCKETS 


Counter Salesmen To Work! 
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eS 


HANDY SIZES 


Gillette's attractive ‘counter sales- 
men" come in two convenient 
sizes. Both are made of metal 
with brilliant chromium trim. 
Smaller size, featuring blades 
alone, measures 14 x 12% x 114 
and has a glass top. Larger size, 
containing both razors and blades, 
measures 21 x 14% x 114. It has 
a top of clear Lucite, which 
is virtually unbreakable. 

















Large Size Counter Salesman 
Combination No. GV35 


Price Retail Your 
to you Price Profit 

















Ye-carton Gillette Gold Tech Razors 


(six 98c sets) $ 3.25 $ 5.88 $ 263 

I-carton Gillette Tech Razors 
(ten 49¢ sets) 3.68 490 1.22 

2 cartons Gillette Blue Blades 
(20 pkgs. of 5's per carton) @ $3.68 7.36 10.00 2.64 

2 cartons Gillette Blue Blades 
(10 pkgs. of 10’s per carton) @ $3.68 7.36 9.80 2.44 

2 cartons Thin Gillette Blades 
(50 pkgs. of 4’s per carton) @ $3.68 7.36 10.00 2.64 
Ye-tarton Valet Blades (10 pkgs. of 5’s) 1.84 2.50 66 





$43.08 


HERE’S WHAT 
YOU GET—AND LOOK AT 
YOUR PROFITS 







Small Size Counter Salesman 
Combination No. GV34 


Price Retail Your 
to You Price Profit 


2 “an soy pet Biedes , wk re 
$2.88 $7.36 $10.00 $264 FIVE FEATURES YOU'LL LIKE! 





2 cartons Gillette Blue Blades ; 
(10 liga of 10's por carton) om ew -_ @ Pilfer-proof @ Easy-opening top 
2 cartons Thin Gillette Blades : , @ Occupies minimum @ Lies flat on 







(50 pkgs. of 4's per carton) 7.36 10.00 2.64 
% Valet Blades counter space counter 
(10 pkgs. of 5’s) 1.84 2.50 66 @ Comes packed with mer- 





$23.92 $3230 $ 838 chandise, ready for counter 
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More than 3.7 MILLION men with alert minds and busy hands— 
big buyers of tools and hardware—are steady readers of Popular 
Mechanics. In every issue we're using a full-page color ad like this 
to remind them that BRANDED tools and hardware—bought at 
the HARDWARE store—are BEST. 


Popular Mechanics Magazine 


HARDWARE AGE —) ,4ucgus 





ysy hands— 
rs of Popular 
r ad like this 

—bought at 
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J es 4 put Cyclone “Red Tag” Catch-All Baskets out in front 
where customers can see them—and see how fast people 
“crab” these sturdy Rubbish Receptacles and safe Trash 
Burners—the best Basket Value on the markét. 

Your customers will discover quickly how strong and rigid 
this ena ee thanks to its wall pesh (1I5" and welded con- 
struction; how closely its small mesh (1/4” square) confines 
LAWN FENCE burning fragments; what extra-long service its sturdy con- 
t struction assures. 

Order your Cyclone Catch-All Baskets now and be re ady for 
peak business during Fall Clean-Up. Most of our jobbers are 
maintaining adequate stock—so let us know immediately if 
your jobber does not have them on hand. We can furnish his 
requirements. Work closely with your jobber—and keep order 

laced to cover your reasonable needs on all U-S-‘S Cyclone 
stints Products. 


i\| 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 


' HARDWARE CLOTH AND 
WIRE SCREEN CLOTH 


U-S-S CYCLONE “Re?7a9" HARDWARE PRODUCT 
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Sleeping dollars 
earn no profit... 























PROT 





Week eh 


wake ’em up with HUDSON Basic Inventory PLAN 





Especially in these days NO dealer can afford “lazy dollars”— dollars that go 
to sleep on shelves and counters— dollars invested in slow-moving merchan- 
dise too few people want. What you need are “busy dollars’’—dollars you 
invest in merchandise that SELLS—dollars that get back to work again 
FAST—making more profits for you. 

Today you can keep your dollars busy ONLY by building your inven- 
tories on standard merchandise of high quality, of the right type, in the right 
quantities, at the right time. 

That’s exactly what the Hudson Basic Inventory Plan helps you do. With 
this plan you stock only proved fast sellers. You have no investment in 
slow-movers, you keep “rip van winkles” off your shelves, and avoid losses 
on season-end close-outs. 

Stock fewer patterns, and always be ready to meet 9 out of 10 customers’ 
immediate needs. 

Get full details of the profit-making Hudson Basic Inventory Plan from 
your jobber, or write to: 


H. D. HUDSON MANUFACTURING COMPANY, 589 E. ILLINOIS STREET, CHICAGO 11, ILLINOIS 
Branches in Principal Cities of the United States 


HUDSON 


ooeee eS _ Tested and Proved 
@SPRAYERS AND DUSTERS 

@ HAY TOOLS AND BARN EQUIPMENT 
@LIVESTOCK EQUIPMENT 

@ FARM VENTILATION EQUIPMENT 
@POULTRY EQUIPMENT 
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HIGH SIGN 
TO PROFITS 









© 1947 « D. H. MFG. CO 
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Your customers WANT the Premier 
P-20 Portable Electric Water Heater 
...We are getting inquiries every day, 


We KNOW that YOUR customers 
will buy it from you — we'll prove 
this to you AT NO COST OR 
OBLIGATION ON YOUR PART! 


SIMPLY DO THIS TODAY — 
Sendvus a list of 10 or more names 
of your farm customers who have 
electric service — we will acquaint 
them with the advantages in using 
this high-quality portable heater. And 
without sales expense to you, we will 
bring the prospective buyer into your 
store to see its practical demonstration. 
Equip yourself to properly demon- 
strate and sell Premier P-20 Heaters. 
Order one Demonstration Package, 
consisting of: 

1 P-20 Premier Water Heater 

1 Display Stand — 

and other merchandising helps 

at a total cost to you of only $14.05, 
Be ready when these customers come 
in for further information. 


The Premier P-20 is an immersion- 
type heater. Underwriters’ Labora- 
tories Approved. It’s portable. Weighs 
6 lbs. Used wherever there’s an elec- 
trical outlet. Retails at $16.50. Your 
cost — $11.55, 


* WE PAY THE EXCISE TAX. 
THE NATIONAL IDEAL COMPANY 
TOLEDO 4, OHIO 


DISTRIBUTORS PROTECTED. WE WELCOME 
DISTRIBUTORS’ INQUIRIES, 


; 


BER ER SERRE REE eee 


THE NATIONAL IDEAL COMPANY 


DEPT. HA82, TOLEDO 4, OHIO 


List here ten or more of 
your customers with elec- 
trically equipped farms. 
Send list to us. We'll do 


the selling FREE — no 
obligation on your part. 





° 
Dealer’s Name oad 


Address 
State 


i 2 j 
iQ } 


ADVERTISED IN 45 PUBLICATIONS 
TO OVER 12 MILLION PROSPECTS! 
The P-20 portable unit is being advertised in 


If these customers receive mail through other towns, list mames and addresses on separate sheet, 


pes 4 

a DISPLAY STAND MAKES SALES 
This display stand will help you sell P-20's. It is 
sturdy, attractive. Permits actual demonstration of 
the heater. Shipped ready for effective display. 


ll 
: 
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leading farm, dairy, sports and general publi- 
cations from coast to coast. Sales promotional 
kit furnished every dealer with first order, Sales 
aids of every type to help you tie in with the 


national advertising campaign. 
+ iecillcaaittie. 
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~ our Customers Need These 
























No. 1 VG Victor "Stop Loss’ 
Trap—tThe choice of thousands 
of professional muskrat trappers. 
It is equipped with the "Stop 
Loss” guard which foils attempts 





No. 1JG Oneida Jump "Stop 
Loss” Trap—For trappers who 
prefer a Jump trap Combines 
the efficiency of the “Stop Loss” 
principle with the compactness of 
the underspring Jump design. 


Two Trigger Trap — Another 
trapper’s favorite. Holds the 
animal in a powerful leg and 
body grip...prevents him from 
breaking free by making all 
movement from foot to shoulder 
impossible. 


9 lap a 








by the muskrat to escape. 











..-And a buyword to dealers, too. 
Victors are the best known line of traps 


HE muskrat is one of the most plentiful 
and widely distributed of fur bearers, 


fe 
= 
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Soon, men and boys in your territory will and the easiest to sell. F 
again be after his pelt. They'll be in the Muskrat trappers will soon be asking for bi 

m raf 
market for traps that are sure to get the fur these Victor traps. Order yours from your p 


jobber now. 
ANIMAL TRAP COMPANY OF AMERICA « LITITZ, PA. i 


to market. The name of these traps is 
VICTOR—a by-word to trappers. 


It pays to sell 
the TRAP that trappers know 
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GLOBE JUVENILE 
SPORTS EQUIPMENT 


pruced to Youugrter trafic 
can “grow-up’ with you! 
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GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 








Empire State Building, 350 Fifth Ave., New York 1, N. Y.—Public Ledger Building, Independence Square, Philadelphia 6, Pa. 


* _ 
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SAVE TIME ANI 
B ORDERING FERRY CA 


You can save time, effort and cost by ordering Shinyheads and 
iHi-Carbs by name. No need to write up the order the long way 
giving unnecessary details. The Ferry Cap trade’name, as.indicated 
below, is its own specification and your guarantee. 


Simply specify— Shinyheads NC Shinyheads NF 


\Shinyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished—bright, shiny heads—NC or NF thread. 


Simply specify— Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 


These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. 
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The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD, DEPT. A23-2 CLEVELAND 13, OHIO 


CAP AND SET SCREWS © CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 


ee ee a ee 
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@ To stock and sell 
Corbin Cabinet locks for 
chest, cupboard and 
drawer identifies the 
dealer as having an 
appreciation of security 
as well as merchandise 
of known brand and 
outstanding quality. 





NO. 02067 





CORBIN CABINET LOCK DIVISION 


THE AMERICAN HARDWARE CORPORATION NEW BRITAIN, CONNECTICUT 
“SAFETY FIRST... AND LAST...» WHEN CORBINLOCKED”’ 





onte S <<» 
OLTS + SPECIAL : 
ED ACORN NUTS 
piled eieeeenenneatlllicelll 


VARE AGE eS AUGUST 28, 1947 





KITCHEN TOOLS 


AND 


FOOD STRAINERS 


8000 LINE—NICKEL FINISH—ENAMELED HARD WOOD HANDLES 


These items have an established reputation for the following illustrated page for checking. They 
eye appeal, durability and fast turnover. Use are available for prompt shipment. 


PS ae 


STRAINERS—NOT SHOWN —CHECK FROM FOLLOWING INFORMATION 


No. 8698 
No. 8602 
No. 8922 
No. 8901 


Tea Strainer —2%”—Extra fine mesh—Flat Bottom. No. 8801 Tea Strainer—2%%”—Medium Mesh. 
Orange Juice Strainer—3'/%" — extra coarse. : 5 
Bowl Strainer —6”—Coarse Mesh— Reinforced. No. 8706 Bowl Strainer—5"—Coarse Mesh. 


Bowl Strainer—6”—Medium Mesh—Reinforced. No. 8716 Bowl Strainer—5”—Medium Mesh. 








ANDROCK THE WASHBURN COMPANY 


CRCTORIES: WORCESTER, MASS. © ROCKFORD, tit; ¢ 
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ing in food; 
moval of so 
ade of fine 
ailable in 

olds away w 
all and may 





AKG presents a new metho 
: <— of ope ning cans! 


— 


MODEL 400 
$350 


2" 
MODEL 410 
$750 


ID OR METAL SHAVINGS 
CAN’T DROP IN FOOD! 


earing lid from can directly under rim gives GENIE more sales-making advantages than 
Mny con opener on the market today: positively prevents lid or metal shavings from drop- 
ing in food; opens any size or shape can, leaves straight, clean edge; permits easy 
moval of solid foods; no blades, no levers, no adjustments—no cleaning or sharpening. 





ade of finest grade steel, heavily chromium plated, GENIE’s streamlined beauty is 
ailable in two models. Model 400 may be fastened inside cupboard, on wall or shelf, 
olds away when not in use; sells for $3.50. GENIE 410 Built-In Model fits flush with the 
all and may be easily installed in any wall finishing in new or old homes. Sells for $7.50. 


© GENIE BUILT-IN MODEL may be per- 
manently installed in wall or in cupboard. 


Beautiful New Display 


(with or without Built-In Model) 


DEAL NO. 425) 5 Genie —o Openers 


1 Genie 410 Can 
i ie» — Retail List 


, a} 
(io OF wt jul Your Cost 


BPs flan Fateg & 
“ee YOUR PROFIT $ 8.33 
Pius a valuable counter 
display FREE (mounted 
with one 400 and one 
410 Can Opener) ..9? 
inches of counter space . . 
that will produce record = FOLD-AWAY. Genie 400 Model © CLEAN, SANITARY. Genie © FEATHER TOUCH. Genie’s av- 
4 folds away in cupboard out of shears lid from any shape can, tomatic shearing action removes 


sight, but always ready for use. holds lid until can is removed. lid and rim from body of can. 


Get This Sree 3-Color Sales Display 


nee 


with Special Introductory Deal! 


rom] Plus FREE display with GENIE is beautifully packaged, with gay, easily removable Christmas 
“¢ one vate Me. “a0 wrap—nationally advertised—backed by full dealer helps! 
400 Can Openers in 


00 
™ ae ttractive magenta 
VARE AGE [YOUR PROFIT “$7.00 Sackages. 
7 package Y 3 , 


9330 Santa Monica Boulevard e Beverly Hills, California 
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SUPPORT FOR THE 
FIRST REALLY NEW 
POST-WAR 
APPLIANCE LINE 








poe) 


Y PROOF n MAGAZINES - 20 national mag- 


azines will carry dominant full-color advertisements . ... 307 
million consumer impressions ... featuring the many new 
Universal post-war appliances. 


Y PROOF 1 WEwSPAPERS over 200 key 


markets will carry hard-hitting Universal newspaper cam- 
paigns featuring America’s first, really new post-war appli- 
ances. They will direct Universal conscious customers to 
your store for increased traffic and greater sales. 


a PROOF RADIO - Universal post-war appli- 


ances are now being featured on the nation’s top audience 
participation shows over three national networks deliver- 
ing 31 million radio impressions every week to presell your 
customers. 


a PROOF wn point-OF-SALE — Hara-histing 


promotional material of ali types . .. window displays, 
counter cards, folders, broadsides, at mats and specially 
prepared Universal Training Programs are available to 
Universal dealers. 


HARDWARE AGE 
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CONMPMEM M7 History! 


ye FALL Universal will use every type of national 
and local promotional activity to back your deal- 


server © gle ie a ership with intensive market coverage. The greatest 


ws ani ODS” mi g aon 
“= Coe : Ea <x ett ‘ . Universal campaign in appliance history spearheaded 


by dramatic four-color full page advertisements in 
leading national weeklies and monthlies will create 
sustained store traffic for Universal products this fall. 
This tremendous merchandising effort synchronized 
with ever increasing production will establish the full 
value of your Universal franchise. To build your deal- 


¢ Shreveport Times 
ership, plan now to tie in locally with this big power- 


E SENATOR. 
ae ful fall campaign. 


pentiry YOUR sTORE 

AS UNIVERSAL APPLIANCE 

HEADQUARTERS ... TIE IN 

WITH THIS UNIVERSAL 
FALL CAMPAIGN 


) national mag- 
ements ... 307° 
the many new 


‘Over 200 key 
ewspaper cam- 
ost-war appli- 
; customers to 
les. 


ost-war appli- 
$ top audience 
works deliver- 
‘0 presell your 





- Hard-hitting 
dow displays, 
and specially 
available to 


LANDERS, FRARY & CLARK + NEW BRITAIN, CONN. 
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DuoTherm dealers are 2-2-3 
ahead! 


PRODUCT! The finest! With its beautiful new 

Period Furniture Line, Duo-Therm presents an- 

other “first” in its almost 20 years of leadership 

in design and engineering. During these years, 
Duo-Therm pioneered virtually every basic improvement 
in fuel oil heating appliances—introduced the famous 
Dual Chamber Burner, Power-Air Blower, Co-ordinated 
Controls and many other revolutionary features exclusive 
with Duo-Therm. 


POLICY! The cleanest! Every Duo-Therm ap- 
pliance is labeled Duo-Therm and is sold only 
@ through franchised Duo-Therm distributors 
and dealers. We make no brand merchandise. 
That’s our policy—we like it—and we’re sticking to it! 


DUO-THERM 


DIVISION OF MOTOR WHEEL CORPORATION, LANSING 3, MICHIGAN 
America’s Largest Manufacturer of Fuel Oil Heating Appliances 


PRODUCTION! The greatest! With our $3,000,000 

expansion program completed and our great new 

0 plant in operation, production is up to an all-time 

high. Large scale manufacturing facilities, modern 

straight line production methods, plus experience in precision 

manufacturing, mean dealers will always have a dependable 
and plentiful source of Duo-Therm appliances. 


3 L-O-N-G JUMPS! The finest product to sell—a straight- 
forward dealer policy—volume production backing it up—a 
tremendous market and an ever growing demand, we think 
you'll agree that it’s good to be a Duo-Therm dealer. 


Duo-Therm {s a registered trade mark of Motor Whee! Corp., Copyright, 1947 
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MAGNETIC 


MERCHANDISING 
by EAGLE 


Here are just three 

of the reasons why 

you'll make more money 

with Eagle. A dramatic 4- 

piece window’ display present- 

ing popular Eagle sellers in full 
natural colors. A cabinet lock sales- 
maker with a real merchandising wal- 


r $3,000,000 lop. An outstanding all-metal padlock dis- 
r great new 
an all-time , 
ties, modern three are designed to attract customers and 
> in precision 


dependable § } ’ ; 
, i 3 , America’s First Lockmakers — Since 1833 
EAGLE INDUSTRIES, INC. scssisiccy of ose, ne. 


National Sales Representative of The Eagle Lock Company 
110 North Franklin Street, Chicago 6, Ill. 


play board with eye-and-buy appeal. And all 


step up sales for you. 


—a straight- 
ing it up—a 
id, we think 
aler. 
Corp., Copyright, 1947 
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Get a Longer|! 


No.57 File.“ Scythe Stone 


| CARBO 


No. 46 ‘ 
* Sharpening 
Stone 


Most every hardware dealer knows that farmers 
and gardeners need sharpening stones as well as 
cultivating tools. Yet, the close sales-relationship 
of these items is too often overlooked. That’s 
why The Carborundum Company conceived this 
new line of colorful, related abrasive displays. 


Specifically prepared for your farm and garden 
section are the three displays shown here. Small 
and easy to handle, they do a real selling job 
when correctly set up next to the farm tools 
which require quick, easy sharpening. 


You can ring up extra sales, often without men- 
tioning abrasives, when these attention-getting 
displays are placed to do the most good. The 
well known and popular CARBORUNDUM 
trademark is often enough to stop the shopper 
and give you a chance at a quick sale. 

Follow the example of other hardware dealers 
...order these new sales-building displays from 
your jobber today! The Carborundum Company, 
Niagara Falls, New York. 


= Profit, too, from related displays in other departments... 





HOUStWARSss 
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Abrasive products help you build added profits store is a prospective customer for one or more 
for many items in your store. After all, prob- abrasive product. To get your share of this prof- 

— ably no other item you stock _ itable business, order an assortment of smart, 
lends itself as well to related- _ related displays by CARBORUNDUM. They're 
selling as abrasives. Almost new. They’re attractive. Ask your jobber, or look 
everyone who comes in your in our new 105 Hardware Catalog. 


CARBORUNDUM 


TRADE MARK 
"Carborundum”’ is a registered trademark which indicates manufacture by The Carborundum Company 
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* Granted the Good Housekeeping Seal, which provides 


replacement or refund of money if not as advertised therein. 
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We're telling your home-town folks 


You: best customers and prospects will soon be more conscious than ever of 
the Camfield Automatic Toaster. More anxious than ever to own this post- ” , aan 
; , “iy ; : e “Equa-Therm”—the positive heat co 
war beauty—conspicuously identified by the blue ribbon it wears. : 
‘ ’ ¢ Automatic pop-up — shut-off 


For, conservatively estimated, more than half the families in your town— © Hinged crumb tray 


especially those that live best and spend most—will read one or more of the ® AC-DC operation 
magazines carrying Camfield’s exciting fall advertising. This campaign is * Silent performance 
concentrated in 12 weeks, between September 10th and Christmas. ® Cushioned pop-up 
37,950,000 copies of SATURDAY EVENING POST, LADIES’ HOME JOURNAL, * Accurate color regulator 
GOOD HOUSEKEEPING and BETTER HOMES AND GARDENS will carry the ¢ “Finger-trip” optional release 


Se Sy see 


Camfield advertisements in big full-color pages and in black and white. ® Long-lasting mirror-chrome finish 


ie 


It all adds up to good business for Camfield dealers—on “The Toaster That 


Wears The Blue Ribbon.” * 


CAMFIEL 


CAMFIELD MANUFACTURING COMPANY, GRAND HAVEN, MICHIGAN 
, ae AUGUS 











HARD ROCK MAPLE PRODUCTS 








BEAUTIFULLY FINISHED AND 
CAREFULLY SELECTED FOR QUALITY 


New Modern Designs in 
Munising’s Super-Hi Finish 


HAND CARVED SALAD BOWLS «_ SALAD SETS 

+ ee Be WOOD CHOPPING BOWLS * WOODEN SPOONS 

os Teh - y Nie , ; PLAIN SALAD BOWLS « LADLES * ROLLING PINS 

'S io ba ies Be CLOTHES PINS * STEAK MAULS * WOOD PLATES 
, SPECIALTY WOOD PARTS* 


*Munising’s Marquette plant is one of the largest manufacturers 


esitive heat a ; i 4 . re eH ; ' , of special wood parts and turnings. If you have a wood parts 
hut-off j 2 ae NSB 7 ' problem we'll be glad to work it out for you. We have 18 
Pig? ae ‘ ‘ : million feet of lumber capacity. 


RUSH THIS COUPON - 


MUNISING WOOD PRODUCTS CO., INC. Dept. P-97 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 


By . © 
a 7 Munis NO Please send me newest catalog and prices. 


ved Fi N 

— WOOD PRODUCTS CO, INC. hig - 

brome finish i 666 LAKE SHORE DRIVE — tle 
4 Address 


CHICAGO 11, ILL. . 
Cie... ate eS 


bhi 8 | : ja iki =. on th és et Oe Os ae ee a eee <—om fl 
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DEPENDABLE RUGGEDNESS 


For fast turnover, keep a display of 
Bull Dog Friction Tape near your 
cash register. That’s the perfect way 
to remind your customers to buy this 
quality product. Engineers, mechan- 
ics, electricians and householders are 
completely sold on Bull Dog Tape 


because of its high tensile strength, 
great adhesion, long-aging character- 
istics and non-ravelling features. So 
you can count on Bull Dog Friction 
Tape for plenty of repeat business. 
Order a supply from your local dis- 
tributor today. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


WORKS: CAMBRIDGE, MASS., U.S.A. © P. O© BOX 1071, BOSTON 3, MASS. 
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AMERICA’S LARGEST-SELLING ROOM HEATER 


Arvin Fan-Forced and Radiant Electric Heaters are well known to 
dealers because they are dependable, and priced to sell fast in volume. 
The line includes three handsome fan-forced heaters—Model 
103, green baked enamel, hammered finish at $9.80 list; 
Model 213, tan baked enamel finish with on-off-switch at $11.95 list; 
Model 203A, deluxe ivory baked enamel finish with toe-switch 
at $13.30 list; also Model 52 Radiant Heater 
in tan and chrome at $9.95 list. (Prices 
slightly higher in Zone 2.) Nationally 
advertised. Attractive display 
material free. Big traffic- 
builders for autumn days! 
el lime iekY | Order from your Arvin 


distributor. 5 
*] 330 MODEL 29 80 


LIST 


Slightly higher in zone 2 


BOWSUMERS ARE cH 


THE AUTOMATIC IRON 
WITH ALL THE FEATURES! 


OO enpecdlive Condiltoning 


It’s an iron a woman can use... light (only 3 pounds)... fast 





heating... safe for all fine fabrics, including the new 
synthetics. Full-range automatic heat-control starts 
at room-temperature and extends to 550°. (This 
extra-low heat range is an Arvin first.) The anchored 


cord (an Arvin patented feature) protects against THe “JERK” Test! 


J 1 H H : ° D dare do this with th 

your most frequent service complaint. For customer-satisfaction and lowest service-costs inont This “jerk test” proves 
quickly to any woman that the 
Arvin Iron is built to stand hard 


sell the Arvin Iron—the best iron to use and the best to se//. Order from your daily use with the minimum of 


repair cost and ‘out-of-service 


Arvin distributor. pare 











cs ... the name on many profit-building products of NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 


Arvin Values include — Arvin Top Flight Radios » Arvin Automatic Electric Irons * Arvin Lectric Cook Combination Grill and Waffle Baker * Arvin Fan-Forced 


Electric Heaters * Arvin Radiant Electric Heaters. 
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Greatest Name in Coal Heaters! 
—Warm— 
= Morning — 


Bi ' » — 


and GREATEST SALES RECORD! 


It is not luck nor magic that has made “WARM MORNING” 
the greatest name in coal heaters. 

Sales of WARM MORNING have climbed ’way past the million 
mark because this heater proves with results every claim that is made 
for it. It is the only heater of its kind in the world. Has exclusive, 
patented interior construction that produces re- 

outtecat te. markable heating results. And, while supplying 
: an abundance of clean, healthful heat, it keeps 
heating bills to a very minimum. Saves its full 

cost in a hurry! 

Another reason for WARM MORNING’S 
continuous upward trend in sales is the national 
advertising back of it and the cooperative mer- 
chandising program that really helps you sell. 

Now is the time to get your share of WARM 
MORNING sales and profits. Stock the full 
line... four models with 60-lb. to 200-Ib. coal 
capacity. 

Call Your Wholesale Distributor Now! 


sire LOCKE STOVE COMPANY 


Popu 
“i 114 West 11th Street Kansas City 6, Missouri = coal Gap Ado bs. 


520-B—100 Ib. Cap. Wi = fh 
WARM MORNING Hi. d by U.S Pat. and ith Built-In Automatic 
524-B—200 Ib. Cap. Gan. Pat. No. 401,088. Other patents pending. ‘Name U.’S. and Pat. O' Draft Regulator. 
(7)-36) 
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CHOOSE YOUR 


_— PROFITS 





One of these Deals 
is meant for you 


#205 Introductory Deal 


6— #507 Swing-A-Way Can Openers 
List Price $13.50 
Dealers Cost 8.10 
FREE 
1—Shopper Stopper Display 
Complete with Bracket FREE 
Total Profit and Bonus 


#305 Promotion Package 


24—#507 Can Openers List Price $54.00 

Dealers Cost 32.40 

FREE 21.60 
1—Shopper Stopper Display Complete 

with 1—#507 Can Opener FREE 5.00 

Total Bonus and Profit 26.60 


#405 Profit Package 


24—#507 Swing-A-Way Can Openers $54.00 
2—#707 De Luxe Chrome Can Openers 
6—#519 Swing-A-Way Knife Sharpeners 

6—#510 Swing-A-Way Jar Openers 

List Price 84.70 

Dealers Cost 50.82 

FREE 33.88 
1—Shopper Stopper Display complete with 

1— #507 Swing-A-Way Can Opener FREE 5.00 

1—Swing-A-Way Knife Sharpener FREE __ 2.45 

Total Bonus and Profit 41.33 


LET THIS SHOPPER STOPPER MAKE SALES FOR YOU ORDER FROM 
When It's SWING-A-WAY, to show it is to sell it. Many points of YOUR JOBBER 


SWING-A-WAY superiority, such as the syncro-gear mechanism, may be 


seen ata glance. Put this attractive display to work—now! 


é OPENER i aS 
3 SHARPENER | STEEL PRODUCTS 
oe ‘MENS! MANUFACTURING CO. 


— Kitchen 4100 BECK AVE. - ST.LOUIS 16,MO. 


Appliance 
Home of Swing-A-Way Kitchen Appliances 
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tains less asphalt, permits quick adhesion 
to the paste and protects against floor- 








thing more 
wonderful 


than acus- 


board movement. 

















tomer—and that’s a satisfied customer. etails? Yes, but important ones. They Patente 

You can add lasting satisfaction to every spell lasting satisfaction for your cus- coal or 

linoleum sale by concentrating on Nairn tomers—freedom from bulges, buckles and than 2 

Inlaid Linoleum with its exclusive, trouble- cracks. For you, increased good will and day it ; 

trouncing Duplex Felt Backing. more business—less call backs and make- hogs as 

\ Here is the patented Duplex construction %°0ds. Economy, too, because no extra every d 

\ found in no other linoleum: the upper, lining felt is needed—only one adhesive . 
& “‘supporting’”’ zone, heavily asphalt satu- application required. 

rated, provides a firm, smooth, water- Remember, beautiful Nairn Linoleum sells 
resistant foundation for the linoleum wear on its face value—but its patented back 

layer. The lower, ‘‘cushioning’’ zone con- insures satisfied customers. It’s eas 

© 1947 Congoleum-Nairn Inc new co: 

lator hi 

lf on / Deal 

see one, 

new stc 

go for t 

WT hada ture co 
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Sells Easier... For Extra Profit 





- 
ae 


Automatic Room 
Temperature 


Every Coal or Wood Heater in 
Your Market Needs One 


quick adhesion 
; against floor- 


int ones. They 
for your cus- 
‘es, buckles and 
_ good will and 


Patented Riteheat, the only control that makes 
coal or wood heaters automatic! It operates on less 
than 2 degrees change in temperature . . . night or 
day it automatically maintains the room tempera- 


Control 


GUARANTEED 


To Save Fuel and 
Give Greater 
Comfort 


icks and make- 
cause no extra 
y one adhesive 


ture selected on the dial. Demand is growing 
every day... 


7 BIG SELLING FEATURES 


. Linoleum sells 
patented back 


Songoleum-Nairn Inc. 


) 
Jo KEARNY, Nd. 


J 


WARE AGE 


It’s easy to sell Riteheat alone .. . easier to sell 
new coal or wood heaters when a Riteheat Regu- 
lator has been installed. 

Dealers who know a smart selling idea when they 
see one, will include a Riteheat Regulator on every 
new stove in their store ... and watch customers 
go for the advantage of automatic room tempera- 
ture control on the heater they plan to buy. 

With new heaters becoming more and more avail- 
able, you can easily get this twofold, extra profit 
on Riteheat itself, or Riteheat in combination with 
sales of new heaters. 


PITEHEAT 


at 
Newel 


plus display in your store 
move RITEHEAT right off your shelves 
» AUTOMATIC TEMPERATURE CONTROL 


SAVES UP TO 25% ON FUEL BILLS 
* HOLDS FIRE LONGER 


™ PROTECTS AGAINST FIRE FROM OVERHEATING 


PROLONGS LIFE OF HEATER 
FIRE LEAVES FEWER ASHES 
“> EASY TO INSTALL—SIMPLE TO ADJUST 


3 Nationally Advertised 
viv in Leading Farm Magazines 


Caloric Stove Corporation, Widener Building, Philadelphia 7, Pa. 
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Something good did come out 
of the war! Results of experi- 
ments with heat and abrasive 
resisting high tensile. stocks 
gained during the war have 
been combined to produce 











The absolute tops in faucet 
washers that feature mirror- 
like finish, accurate trim- 


7 ming, minimum build-up 
(| OF THE MONTH from’ overflow and center 
4 

holes punched clear through. 

Modern in construction, finish, design, Molded of high tensile stocks Not 
and operation, the popular Motorized whose heat and abrasive re- ile. ai 
Streamliner “C Q.” Grindstone fits in any- sisting characteristics can’t 7 FP 
where to do a quick, effortless sharpening be beat. N-DUR-O’s in- rollers 
job. herent strength and tough- use m: 
Bi. the Pog farm, garage, home, or ness plus triple actual serv- ieaiien 

p it is ideal Display it and its quality ice capacity makes them 
appearance sells it immediately! Thou- champ, especially for apart- grouns 
sands are already in use, building satisfied ment, hotel, and institu- severa 
customers and more sales. 

Write today for full information on prices : 
and discounts. and ht 


For Important Vacation Reading—the “\C.2." Grindstone Golder! 



















tional installations. rollers 


You ean o 
products fr 
sale Hard 
he cannot 
der from 

Company 

. b gladly shi 

You'll like this convenient : Wholesale 
“see through” container with ; F 
50 washers to the package. gomotes 
N-DUR-O’s are available in g Petroleu: 


Write f 
either flat or beveled style. ” 


pou 


J 


RUBBER COMPANY N t 
424 NORTH WOOD STREET * CHICAGO 22, ILLINOIS 
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Sick Picker Rollers 


Seea 





the Squirrels 


Roll Compound 


A Quick Profit Item 
That Builds Traffic 


Noursite Picker Roll Compound is an especi- 
ally prepared petroleum adhesive for use on the 
rollers of mechanical corn pickers. Continuous 
use makes these rollers so slick that serious loss 


results from valuable corn slipping onto the | 


ground. Light applications of this compound 
several times a day on both husking and picking 
rollers enable all types of corn pickers to ‘pick 
and husk cleaner and better. 


You ean order all Nourse 
products from your Whole- 
sale Hardware Jobber. If 
he cannot supply you, or- 
der from the Nourse Oil 
Company direct. We will 
gladly ship through any 
Wholesaler you request. 


FREE 
Complete catalog of 
mene age ae — 

roleum Specialties. 
Write for your copy. 


Noursite Picker Roll com- 
pound has been ‘‘Farm 
Tested” for years. Increased 
production now makes it 


available for sale wherever | 
mechanical corn pickers are | 


in use. Backed by the 
“Nourse Iron Clad Guar- 
antee.” 

Order a supply from your 


wholesaler today or write di- 
rect. Sold only thru dealers. 





Try this Calker 


Just Once / 


and you'll sell it to 
EVERY HOME OWNER 


Easy to Use...No Mess...it’s Fast 


JUST 
SNAP LOADED CARTRIDGE 


IN GUN AND CALK 


This Calker is priced so low, it opens the door to 
more calking sales than you ever dreamed of. The 
Handicalk gun weighs less than 14 oz. All steel 
construction with a slip-proof ratchet rod. No gun 
caps, nozzles, washers, bolts, or tools to fuss with. 
Nothing to clean. No other Calker like Handicalk! 
Distributed through Jobbers. Write, wire or 
phone today for immediate shipment. 


THE GIBSON-HOMANS COMPANY 


2366 WOODHILL ROAD ¢« CLEVELAND 6, OHIO 








NOURSE OIL COMPANY 


KANSAS CITY 8, MG 
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West of the Mississippi: 


BATTENFELD GREASE AND OIL CORP. 
3148 ROANOKE ROAD « KANSAS CITY, MISSOURI 

















CHrSAPEAKS 


- & 
Another Load of Age 77776 Going Wes OHIO 


max eo em —~ \\ 


KAY-TITE wy te CARLOAD| |: 


TRADE MARK REGISTERED 


Goes North, East, 
South and West 


es 


S 











SUCH CONFIDENCE OF BUYERS : 
MUST BE DESERVED 

20 YEARS of satisfactory Performance . 
IS THE ANSWER , 

KAY-TITE controls water scopage F 
10 Ib. can retails for $2.90 throughout the U. S. A. ; Ny 
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For information write to 


KAY-TITE COMPANY WEST ORANGE NEW JERSEY 
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ational —a safe buying 


guide for builders’ hardware! 


Just look at the wide va- 
riety of hardware prod- 
ucts represented in this 
complete display of the 
entire National line. The 
basic designs, working 
principals and materials, 
are the best to facilitate 
a long dependable serv- 
ice life. The growing 
popularity and repeat 
business dealers enjoy, 
attests to the complete 
customer satisfaction 
wherever National 
Hardware is sold. 


The attractive, protec- 
tive finishes and modern 
packaging methods em- 
ployed assure your 
trade of receiving the 
merchandise in clean, 
trim condition just as it 
leaves the factory. This 
feature is not alone a 
selling aid, but a time- 
saving factor in handling 
the hardware. in stock. 


While present supplies 
of merchandise avail- 
able for immediate ship- 
ment are limited, pro- 
duction schedules are 
being stepped-up to sat- 
isfy the growing demand 
for National Builders’ 
Hardware. 


NATIONAL MANUFACTURING COMPANY itunois 
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IN U.S.A. 


74" Blade 2'%" Cutting Capacity 
Also 2", 2%" and 42" Capacities 


The speed, power and versatility of the MallSaw 
bring more customers and profits to you... . 
greater satisfaction and savings to the purchaser. 
Master-of-all cuts, the MallSaw cross-cuts, rips, 
bevel cuts to 45 degrees, multiple cuts, dados, 
grooves and cuts light gauge metals. Comes 
complete with combination blade, lubricant, 


wrench and metal carrying case. 


\_ Immediate Delivery—Order Yours Today. 
| = 1a, - 4) Ps 
ad i Fe A 
ae MALL TOOL COMPANY 


RIPPING ON THE BEVEL . wai e 
See our advertisement in ie = 5; a Fh South Chicago Avenue 
Bes Mhicago 19, Illinois 


CROSS-CUTTI 


The Saturday Evening Post 
August 16th. 


WARE AGE AUGUST 28. 1947 











Perfect for Kitchen Linoleum 
Floors 


Doubles the life of office 
floor coverings 


Gives longer-lasting lustre to 
store floors 


more profits 


PLASTICA 


Over 1000 prominent stores throughout the country are now stocking, 
displaying and profitably selling PLASTICA No. 1 and No. 2. For here 
are two transparent Plastic finishes that are skyrocketing in consumer 
popularity from coast to coast, building up Extra Volume—Extra 
Profits for alert dealers everywhere. Feature them now—and see how 
quickly PLASTICA’S superb quality and thrifty low prices make More 


Profitable Sales for you! 


PLASTICA NO. 1 is a clear, trans- 
parent, liquid plastic linoleum finish that 
is easy to apply, dries quickly, is non- 
skid and actually eliminates waxing 
and polishing. 1 quart covers average 
kitchen .. . lasts up to 6 months. 


PLASTICA NO. 2 is a transparent liquid 
plastic all-purpose finish that is especially 
designed for woodwork, tabletops, fur- 
niture and wood floors. Eliminates scrub- 
bing and polishing...is alcohol and acid- 
stain resistant—won't chip or crack! 


Call or write for Liberal Dealer Offer 





Eliminates scrubbing and 
waxing of woodwork 


Ideal for beautifying and pre 
serving furniture 





Adds hard, brilliant finish to 
bar tops 


PLASTIC COMPANY OF AMERICA 


GENERAL OFFICES: 3012 BROADWAY, CHICAGO 14, ILLINOIS 
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COMPLETE 
Hardware 


types, sizes, weights 
range 


COMPLETE in 
COMPLETE in overall price 
COMPLETE in exclusive selling features 


PIQUA 


SR ir 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 


HARDWARE . 
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"The Hardware Dealers Magazine” 


Vol. 160 - No. 5 
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Published Every 
Other Thursday 


Established 1855, succeeding and embodying ‘'Hardware'' of New York, 
"Stoves and Hardware Reporter,"’ St. Cokes "The Western Hordware 
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Just Among Ourselves, by Charles J. Heale... 

The Ad-Viser, by Irving Settel... 

Major Appliances Receive Major Display Space Here.... 59 
Bright Displays Sell Goods on Sight at Ewing's 

Two Printed Forms Simplify Store Operation 

A Shopping Center Within a Shopping Center 

New Displays Build Business for Two Departments 


China, Glassware and Gifts Get "Top Billing". . 


Studies Market, Changes Plans—and Plans Changes 
to Meet Needs. . , 


Teaching Builders’ Hardware, by Adon'H. Brownell 


The Installation, Operation and Maintenance of 
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WHAT THE C 
WELL-DRESSED cow - SLWeL 
IS WEARING coe 


Nothing fancy, of course. Just good, strong, de- 
pendable AMERICAN Chain. In the barn it’s a 
Cow Tie—Open Ring or Ohio Pattern—of Elwel 
or Tenso Chain. In the feed lot, it’s a Tie-Out 
Chain made of Tenso in lengths of 20 or 30 feet. 

If your jobber handles AMERICAN Chain, he is 
a good source for all types of welded and weldless 
chain, fittings and assemblies, repair links, hooks, 
cotter pins. 

Sell AMERICAN—the complete chain line. 
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How Do You Stand Today 
With Your Sources of Supply? 


EDITOR'S NOTE: An important executive of a prominent manufacturer, 
whose products are primarily distributed through hardware channels, sent 





us a recent issue of "Retail Grey Matter," published monthly by the Grey 
Advertising Agency, Inc., 166 West 32nd St., New York City, and called 
special attention to its lead article which, although addressed specifically 
to department stores, carries a potent message equally as applicable to 
wholesale and retail hardware distributors. By special permission we 


41 Q@UPPOSE you were to com- 
pile a list of your top re- 
sources in each major 

merchandise classification. The 

total might be between 125 and 

200. What do you think would be 

their opinion of your store—at 

this moment? 

“We’re in a position to answer 
that question—that is, so far as 
many department stores are con- 
cerned. You might be one of the 
exceptions. But since there ap- 
pear to be so few exceptions, 
chances are that the answer we 
have obtained applies to you. 


AUGUST 28, 1947 


quote in part from this bulletin as follows: 





“Here it is, with no mincing of 
words: Department stores prob- 
ably never rated so low with really 
important resources as they do 
right now! 

“In recent weeks, we have in- 
terviewed a representative group 
of top resources in a broad variety 
of merchandise classifications. In- 
cluded were such diverse lines as 
rugs, silverware, linens, glassware, 
men’s suits, lingerie, hosiery, fur- 
niture, appliances. 

“We asked these resources— 
each one of the type that can prac- 
tically pick its retail outlets even 
in a buyers’ market—what they 
thought of current department 
store policies and practices. With 
only one exception, these im- 













portant houses were strong in 
their denunciation. 

“Do they feel as keenly about 
other major distributors? By and 
large, they do not. 

“Why not? For the good and 
simple reason that department 
stores have apparently been more 
ruthless than other major dis- 
tributors. 

“We have no intention of quot- 
ing their charges chapter and 
verse. Unjustified cancellations 
and unjustified returns, plus 
rigidly restricted buying prac- 
tices that are blindly applied to 
top resources as well as to fly-by- 
nights—these are the basic com- 
plaints. 

“We don’t for one moment 
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maintain that these resources are 
lily-white. We have no doubt 
whatsoever that department stores 
could compile an impressive list 
of complaints against them. 

“We know of no business that 
has a perfect policy at all times 
{including our own). We know 
of no business organization whose 
personnel unfailingly interprets 
and applies sound policies intelli- 
gently. 

“A business can be no more 
perfect than human nature. And 
we have a notion that a few frail- 
ties are still discernable in all 
humans, whether they operate 
manufacturing or retailing estab- 
lishments. 

“However, we believe it is 
sensible to assume that these top 
resources have at least a some- 
what better standard of ethics, as 
well as somewhat sounder busi- 
ness policies, than less successful 
organizations. We'll be the first 
to admit that that doesn’t always 
follow. But it obtains in a suf- 
ficiently high percentage of cases 
to make the assumption reason- 
ably safe. 

“Be that as it may, there is no 
doubt whatsoever that these are 
the very resources for which 
other mass distributors are angl- 
ing. It is equally certain that re- 
cent department store tactics are 
encouraging these top resources to 
consider more carefully the lures 
put out by other major distribu- 
tors who want prestige lines. 

“It is also true that these are 
the very resources department 
stores were cultivating so assidu- 
ously up until very recently. It 
was for them that department 
stores prepared elaborate presen- 





LTHOUGH hardware whole- 
salers and dealers, almost 
unanimously, wanted Regulation 
“W” continued, they did little to 
have it that way and on November 
1, 1947 it ceases to exist. 
Opinion is widely divided as to 
what will take place when this con- 
trol over installment and credit 
selling is no more. 
It is our opinion that nothing 
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tations explaining why they 
should be ‘privileged’ to handle 
their lines. [t was for them that 
department stores ran consumer 
advertising, trade paper cam- 
paigns, special letter campaigns, 
etc. 

“Finally, it is true that at least 
some of these top resources have 
never been overly impressed with 
department store performance. 
The reservations they have main- 
tained in previous years regard- 
ing department stores have been, 
in their opinion, amply justified 
by present-day department store 
tactics! 

“The war vastly increased the 
overall productive capacity of our 
national plant. But it hasn’t added 
by 10 per cent to the total number 
of top resources! Top resources 
are not built up overnight—not 
even by a war boom. That point 
is well worth pondering. 

“On the other hand, the war 
generated broad basic develop- 
ments in retailing which promise 
that within a very few years re- 
tailing will be Big Business. Al- 
ready, we see Sears Roebuck do- 
ing a volume of 1% billions. If 
that fails to impress you, we might 
point out that this Sears Roebuck 
volume is larger than that of the 
top 100 department stores com- 
bined before the war! The variety 
chains, super-market chains, drug 
chains, specialty store chains, 
tire and gasoline chains—all have 
reached figures that challenge and 
sometimes dwarf department store 
figures. And all of these mass out- 
lets not only have grown much 
faster than department stores in 
the last decade but promise to out- 
distance department stores even 
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Regulation “W" Out Nov. 1:— 





much will happen as long as de- 
sires (or demand) exceed avail- 
able supply of most major items. 
But—when supply becomes more 
plentiful we anticipate a resump- 
tion of indiscriminate installment 
selling not unlike the very familiar 
and somewhat sadly remembered 
pre-war situation. 

There can be no valid argu- 
ment that loose, and often wild, 

















more emphatically in the coming 
decade. 

“Now these mass distributors, 
in the majority of instances, want 
to do business with our top re- 
sources. And the chances favor 
very strongly the probability that 
within the next decade the greater 
part of these top resources will be 
distributing through the other 
mass distributors! 

“Consequently, while there may 
be some short-term advantages in 
the way many department stores 
are dealing with top resources, it 
is highly questionable whether 
they can be balanced in the scale 
against the long-term disadvan- 
tages! 

“We have mentioned in these 
columns several times during the 
last two years that it is impera- 
tive that department stores get 
over the traditional concept of 
themselves as the Kingpins of Re- 
taildom. Even if department stores 
still occupied that position, some 
current practices affecting re- 
sources could hardly be condoned. 
But since department stores not 
only are not the largest of the 
mass distributors but are destined 
actually to be quite a way down 
the list, it is quite obvious that 
their attitude toward top resources 
must undergo a radical change.” 

(The Grey Advertising Agency 
offered some specific suggestions 
for department stores which, it 
believed, would help correct the 
weaknesses outlined in the fore- 
going paragraphs. Parts of these 
are definitely applicable to whole- 
sale and retail hardware distribu- 
tors and so in our next issue, that 
of Sept. 11, 1947, we will present 
parts of these recommendations. ) 


installment selling terms were re- 
sponsible for a tremendous vol- 
ume of business on many major 
appliance items. In more normal 
times this volume opportunity may 
again look pretty good to pro- 
ducers and so we anticipate a re- 
sumption of uneconomic and com- 
petitively sour installment selling 
when many more desired items 
are more plentiful. 
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Let’s Look at the INSIDE First! 


* 


The LOCKWOOD Ball Bearing Closer goes all out against friction. 
It cuts opening force by nearly a third — boosts over-all efficiency 
better than twenty percent. An ingenious splash chamber does 
away with liquid leaks and creeps. There’s no tight packing to 
bind the over-sized, one-piece main shaft . . . instead, it rides freely 
in two ball bearing collars, letting doors open at a child’s touch, 
closing them like a feather. 
Add in the regular LOCKWOOD qualities of workmanship and 
OFFICES you have good reasons for featuring these frictionless sales-closers 
at a time when demand for them is on the swing toward you. 1-77 


STORES 


HARDWARE MANUFACTURING CO. 


Division of Independent Lock Company e Fitchburg, Massachusetts. 
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7... a man builds 


a house, there must be some writ- 
ten plan to guide in the construc- 
tion. Advertisements, like houses, 
must have a blueprint from which 
advertising people can work. The 
layout, however crude, is a pic- 
torial representation which depicts 
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The Ad-Viser 


Taking the Guesswork Out of 
Making Eye-Catching Layouts 




































the idea of the proposed advertise- 
ment. 

The importance of a well con- 
structed layout cannot be over- 
emphasized. This does not mean 
that high priced artists must be 
employed. As a matter of fact, 
anyone can create an effective lay- 
out if he knows the basic formula. 








Thousands of hardware dealers in- 
sist upon personally executing this 
vital task. Having learned the 
tricks of the trade, they feel that 
layout-making is important enough 
to warrant their personal consid- 
eration. They feel too this this 
should not be entrusted to others 
when it takes so little time and is 
so easy to accomplish. 


Why a Layout is Important 


First, let us discuss why a lay- 
out plays such an important role 
in advertising. As part of the ad- 
vertisement, an effective layout can 
mean the difference between get- 
ting your message read and hav- 
ing it ignored in favor of your 
competitor’s advertisement. Com- 
petition is so keen in modern news- 
papers that the element of atten- 
tion-getting is of utmost impor- 
tance. Your layout, if it is a good 
one, will attract attention. In addi- 
tion, it will maintain the reader’s 
attention long enough to get your 
message across. Layout should 
guide the potential customer’s eye 
from the starting point, usually a 
headline or illustration, through 
the structural sequence of the 
written message. It will keep the 
readers’ eye within the framework 
of your ad. It will move the eye 
from one logical resting place to 
another—from the headline to the 
message to the price to your store 
name. 


EDITOR'S NOTE: The author 
solicits readers’ advertising 
problems which will be treated 
in an "Ad Clinic” running con- 
currently with this series. 
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emphasized. 


The importance of the layout cannot be over- 
It should attract attention and 





guide the reader's eye from the headline to 


By IRVING SETTEL 


the message to the price to the store name 


Advertising Manager, 


Concord's, Inc. 


Instructor of Advertising 


It is urged that every hardware 
dealer at least assist in the making 
of his own layouts. If you have 
an advertising agency handling 
your account, do not hesitate to 
submit rough suggestions. If your 


ill. 


HOUSE PAINT 





NON-FADING 


TRIM COLORS 


ON SALE AT 


G. ¢. MURPHY CO. 


238-148 Beltimore St. Cumberlend 


Pace Institute, New York 














Here's an example of an ad 

with more than one “attention 

getter"—1. Background, 2. 
White space, 3. Border. 
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local newspaper makes up your 
ads, your help will be appreciated. 
The newspaper advertising depart- 
ment is usually too busy to give 
you individual consideration so 
necessary to effective layout and 
selling. In addition, chances are 
that they are making up your com- 
petitors’ ads too. This means that 
each advertisement will probably 
look alike to the average reader. 
Drawing your own layout will lend 
distinctiveness to your promotion. 
Your interest will result in better 
layouts and consequently, more 
profitable trade. No one knows 
your business or customers as 
well as you do. No one better 
knows how to combat competition 
than the dealer who must contend 
with competitive situations every 
day. 

Expensive equipment is not nec- 
essary for layout work. A five and 
dime store smooth paper pad is 
sufficient. The size will depend 
upon your largest ad. In addi- 
tion, purchase a few very soft pen- 
cils, a ruler, a triangle and a soap 
eraser. Your complete costs should 
not exceed $2. 


Constructing the Effective 
Layout 


There are three basic elements 
which are included in most ads. 
They are the following: 

1. The illustration — Not al- 
ways used but highly recommend- 
ed for hardware advertisements. 

2. The copy — Includes the 
headline, subheadline, paragraphs 
of copy, prices, sizes, etc. 

3. The logotype—The name of 
your store or organization—al- 
ways necessary in every ad. 


Part 2 







MAKE YOUR HOME 


haces i PLAYABLE*® LOVABLE? 


RUBBER BASE 
FLOOR COATING Ai 


MAO 


Eight Be oaieteht Color 


or Wood Floor 


* BEAUTIFIES and 
TION ROOMS, P« 





Brown. black. stone gray, Special colors such ee 
concrete gray, tile red blue. green or white 


50 50 
is o~ 


Other Spring Paint-up Needs 
KEM.-TONE. the miracle wall finish. 3.49 gal. 
Sherwin-Williams house paint. outside white, 5.49 gal. 
Bondex concrete paint, colors. 5 lbs. 1.00 
Climax wallpaper cleaner, 2 cans 25 
Speedy electric paint sprayer. 26.95 


man ter ty Se ae 
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Reverse ads containing white 

headlines and copy on biack 

backgrounds can achieve both 
interest and distinction. 





Before making the layout, you 
should decide approximately what 
the headline will be. You should 
have an idea as to which items you 
intend to display as illustrations. 
You should know how much space 
the copy will consume. It is your 
job to determine the best place- 
ment of these elements. Never for- 
get that you are primarily inter- 
ested in attracting attention, main- 
taining attention and directing the 
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reader’s eye into the proper chan- 
nels, 

First make a series of miniature 
tryouts or thumbnail sketches. 
Draw a few small boxes which 
have been scaled down from the 
proposed newspaper size. Roughly 
sketch in your headline. A scrib- 
bled mass for the illustration is 
sufficient. Draw horizontal lines for 
copy. After your first thumbnail 
sketch is completed, try another. 
Draw the elements in different 
places. Slant your headline, place a 
border around your copy, make 
the entire advertisement in reverse 
(white on black). After making a 
few of these, choose the sketch 
which you believe best fulfills the 
essentials of good promotion. Then 
roughly draw this in correct size. 
Here, you have a rough layout, 
good enough for any newspaper to 
work from. 


Attracting and 
Maintaining Attention 


We know that our layout must 
attract attention. This means that 
it must be different from other ads. 
There are many tricks which can 
be employed to achieve difference 
and some of the beiter ones include 
the following: 

Balance—Place your layout ele- 
ments in unusual positions, still 
maintaining the structure neces- 
sary to good balance. Sometimes, 
extremes are useful but often a 
little slant of your headline, illus- 
tration and copy will do the trick. 
Proper placement can make for 
interest if you steer away from the 
run of the mill ideas. 

Border—A border surrounding 
the ad will not only creat unity, 
but also achieve distinction. Un- 
usual borders have been used suc- 
cessfully to attract attention. 

Backgrounds — Unusual back- 
grounds look good but are dan- 
gerous. They may attract attention 
to themselves, thereby taking away 
interest from the sales message of 
the ad. Use backgrounds sparingly. 

White space—The use of white 
space is probably one of the most 
effective methods of achieving at- 
tention. The more white space sur- 
rounding the ad, the less competi- 
tion from other ads. Although 
many dealers (especially hardware 
merchants) frown upon the, buy- 
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ing of space for this purpose, 
white space has actually sold more 
goods indirectly than any other 
element of layout. 

Movement — Arrows, pointing 
hands, etc., all assist in moving the 
reader’s attention from one place 
to another. More popularly used is 
the pointing illustration. Some ad- 
vertisers have the illustration of a 
person looking at the next struc- 
tural step or pointing in that direc- 
tion. This causes the reader to look 
in the same direction. Hardware 
items properly placed may be used 
to lead the eye. When the principle 
of movement has been effectively 
applied, the eye is led from one 
feature of the ad to another in the 
order of importance. 

Reverse — When your competi- 
tor is using great portions of white 
space, you can achieve interest and 
distinction by using reverse or 
white headlines, copy and illustra- 
tion on a black background. Your 
“black ad” will be different and 
thereby attract attention in con- 
trast to the “white ads.” 

Ovals and circles—The shape of 
the space for an advertisement as 
determined by a newspaper, is 
either square or rectangular. How- 
ever, the shape of the ad _ itself 





need not conform to this contour. 
Ovals and circles are very effective 
attention getters because of the 
contrast they present to the 
straight lines of the average ad. 
You can also set up your headline 
in various shapes and have a round 
illustration made. Sometimes the 
reading matter can be set in un- 
usual shapes. This is often difficult 
to read and should be avoided. 

The above tricks, when applied 
carefully, easily solve the problem 
of attracting attention. Before de- 
ciding on any or all of these, 
study your newspaper and your 
competitors’ ads. Try to achieve 
difference and you will be achiev- 
ing interest. Utilize all the produc- 
tion facilities of your newspaper. 
Use the Benday or dotted back- 
ground for interesting design. Use 
large bold headlines for blatant 
attention. However, always be on 
your guard that in gaining the at- 
tention of the reader, the element 
of attraction does not detract from 
the sales message, for selling, after 
all, is the main purpose of the ad. 

Next time, we’ll discuss how to 
write copy that sells your merchan- 
dise, how to write an effective 
headline, how to bring customers 
into your store. 





Quonset Hut Novel Annex to Hardware Store 


A” S. ARMY Quonset hut is 
now serving a new purpose 
as combination display window 
and storage room for the Colum- 
bus Hardware Co., Columbus, 
Miss. After years of war service, 
the “Quonset 20” was shipped to 
the hardware store and set up 
alongside its main building in 


suburban Columbus. The hut was 
partitioned by a wood wall and ap- 
proximately two-thirds is used for 
surplus goods which overflow the 
back of the store. The remaining 
area had its floor raised 2 ft., and 
is used to display current mer- 
chandise which is on sale at the 
hardware store. 


ay 








Approximately two-thirds of the hut is used for surplus merchandise. 
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Major Appliances Receive 
Major Display Space Here 


| one VE dis- 


play helps the Drollinger’s Hard- 
ware, of Cresco, lowa, sell more 
than 300 appliance units, large 
and small, yearly, according to 
Lester Bareis, manager. This to- 
tal includes more than 60 ranges. 
Other units sold include washing 
machines, refrigerators, vacuum 
cleaners and radios. 

The customer who steps into 
Drollinger’s Hardware finds, just 
inside the entrance, a special, var- 
nished platform on which a spot- 
less white range is mounted. Few 
women can pass on without stop- 
ping for a moment to inspect this 
range. And this sort of inspection 
often leads to a sale. 


Good Sales Psychology 


Mr. Bareis believes in giving 
major appliances major display 
space. He finds that by spot- 
lighting the range at the front of 
the store, he calls his appliance de- 
partment quickly to the attention 
of each person who enters. This. 
he says. is good sales psychology. 
Furthermore, the range and plat- 
form are kept scrupulously clean 
and attractive at all times. a fac! 
which appeals greatly to house- 
Wives. 

This special display area can- 
not escape the attention of people 
who leave the store, points out 

(Continued on page 84) 















Drollinger's Hardware features them where they 
can't be overlooked by the customer and this 
helps sell 300 units, including 60 stoves, a year 
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This stove, just inside the doors, attracts every woman who enters. 
































Other major appli ere ranged along one wall near the entrance. 
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Wn J. R. “Jack” 


Ewing, young, energetic general 

manager of the A. E. Ewing Co., 

hardware department store that 

has been “serving the Olean 

(N.Y.) territory for more than 49 
” 

years,” set out to spend about 


¢ Disprays Sete 


$35,000 on modernizing the store 
he had a pretty good idea of what 
he was trying to accomplish. 
The vastly improved arrange- 
ment that resulted from the mod- 
ernization was not achieved by 
happenstance. Mr. Ewing had been 
planning the improvements for 
five years, during which time he 


travelled hundreds of miles to visit 
the most modern and progressive 
hardware stores in the eastern part 
of the country. 

Mr. Ewing states that it is im- 
possible to gage the increase in 
business that can be attributed di- 
rectly to the modernization and 
how much of the marked increase 
is due to the general improvement 
in business, but he is convinced 
that most of the sales increase has 
been a result of the remodeling 
program. 

Self-service and open display 
were two of the principal objec- 
tives in the complete rearrange- 
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ment and modernization of the 
hardware department store. The 
Ewing store has four floors and a 
basement and has every conceiv- 
able item for furnishing and equip- 
ping a house. The three upper 
floors of the store are devoted to 
furniture, floor coverings and ap- 
pliances. 

Approximately $10,000 of the 
total cost of the program was ex- 
pended on lighting, which Mr. 
Ewing considers a splendid invest- 
ment despite the substantial cost. 

“Lighting and advertising are 
the two greatest aids to selling, 
and a hardware dealer cannot af- 
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Sicut at Ewine’s 


Customers now can move around more freely in brightly 
lighted Olean, N. Y., store and serve themselves from 
open displays. A $10,000 lighting system and an in- 
tensive advertising program are among its high spots 

















































ford to stint on either if he ex- program has been costing from housewares to advertise that lin the fi 
pects to compete with chain, de- 2% to 4 per cent of its annual in newspapers in 1946. ment, 
partment, and other stores which gross sales, but Jack Ewing con- “The average hardware deale: Mr. E 
use the latest merchandising meth- tends it is money well spent. is a pretty substantial citizen in Bes 
ods,” says Mr. Ewing. Mr. Ewing says that a study has his community. He participates in fixture 
“It takes money to make money shown that American hardware all the civic and business enter- first | 
in retail trade today,” he says, stores appropriate on the average __ prises of his town. goes to church spotlis 
“and the dealer who neglects to in- only about 6, 10th of one per cent fairly regularly. maintains a com- direct 
vest money to revamp and main- of their sales volume for advertis- fortable home. gives his children store. 

tain a bright, neat store and also ing while department stores spent a good education. and participates 
to advertise with a will. is bound 1.8 per cent of their total sales for in the social life of his communi- | 
to lose out to the chains and other newspaper advertising alone in ty. but when it comes to his store. 
competing retail stores. 1946. Department stores spent 2.3 he frequently fails to keep pace ies 
The Olean’s firm’s advertising per cent of their total sales of with his competitors in other re- light { 
tailing fields,” claims Mr. Ewing. 
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the first floor hardware depart- 
ment, and it’s not a bit too bright,” 
Mr. Ewing states. 

Besides the banks of fluorescent 
fixtures which extend through the 
first floor department there are 
spotlights, four of which can be 
directed on any display in the 


store. 


Spotlight Also Used 





Because of the abundance of 
light furnished by the fluorescent 
fixtures, the use of the spotlights 
is generally reserved for the Christ- 
mas season or special selling 
events. Since three spots are con- 
trolled by one switch it is possible 
to highlight a certain display with- 
out using all of the others at the 
same time. The lighting system 
was planned for Ewing’s by Gen- 
eral Electric’s Nela Park Lighting 
Institute. 

Fixtures made by W. C. Heller 
Co.. Montpelier. Ohio. were in- 
stalled in the hardware depart- 
ment, which measures 104 ft. long 
and 42 ft. wide. Two-tier step-ups. 
for use on the wall fixtures. were 
built locally and finished to match. 
William J. Sheely. formerly direc- 
tor of retail merchandising ‘and 
store layout of the Geo. C. Worth- 
ington Co., Cleveland. Ohio. 
wholesale firm, planned the new 
slore arrangement. incorporating 
the ideas of the store manager. 

The new layout provides wider 
aisles and a new arrangement of 
fixtures that permits a free flow of 
store traffic. From one-third to 
one-half more stock can be dis- 
played now. 

There is ample storage space for 
overstock in the bottom compart- 
ments of the fixtures, which have 
one shelf, 18 in. off the floor. for 
display of stock. 

The tool and hardware lines 
now have 50 per cent more mer- 
chandise on display. 

Housewares were brought to- 
gether in one section. whereas be- 
fore the remodeling they were to 
be found all over the hardware 
store and in the basement. Gar- 
hage cans, baskets. clotheslines 
and many similar household needs 
are now sampled in the first floor 
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All kinds of household necessities and bathroom accessories are dis- 
played together to encourage companien sales. All items on display are 
clearly price-marked so that customers may select with minimum help. 


hardware department but stocks of 


such goods is kept in the bhase- 
ment. 

Before the alterations the store 
kept logging tools and similar 
heavy tools in the basement. Now 
they are displayed at the rear of 
the store, where they make an im- 
pressive showing. The turnover in 
this section is quite slow, and some 
of the items may only sell once or 
twice a year. but Mr. Ewing says 
he wanted them upstairs, on view. 
so that loggers. farmers and others 
who use heavy tools will see them 
and then remember the Ewing Co. 
as the place to get almost any kind 
of heavy tools. 

Pulleys and V-belts. according 
to Mr. Ewing, also sell in great 
numbers when they are properly 
displayed. so they are also shown 
at the rear. 


Chains Featured 


There is a strong demand for 
roller chain to be used on power 
lawn mowers, so these are hung 
from one of the pillars in the rear 
of the store. Since they are on 
view they sell faster than they 
would from hidden stock. 

More low-priced items are now 
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shown and, because they are on 
view to,remind people of their 
needs. the turn-over on them is 
much greater. Many so-called gad- 
gets have been found to have a 


ready sale when exposed, 


Pet Shop Profitable 


\ new money-making depart- 
ment is a pet shop in which are 
sold all kinds of collars, harness. 
leashes. brushes. remedies and pre- 
pared food. It was noted by Mr. 
Ewing that ho other store in town 
had been doing right by the pet 
community, Most homes have a 
pet of some sort and Mr. Ewing 
reasoned that this line would in- 
crease store traffic and expose pet 
owners to other merchandise. 

A rack for the display of decal- 
comanias has proven to be a great 
time saver for the sales staff as 
well as a stimulant for the sale of 
decals. Now a customer can take 
her time about selecting the de- 
signs she wants. 

Besides making it possible for 
customers to move around more 
freely in the store and to see and 
handle more goods, the moderniza- 
tion of the hardware department 
has made it possible for fewer 
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per ond radio advertising. But don't forget 


wspa 
the publicity value of these windows which are working all the time. 


sales people to handle more sales. 
Everything that possibly can be 


is binned or sampled. Every item 
in the store is clearly price-marked. 
If there are 16 identical items in 
a bin each one is marked with 
a price and the compartment 
itself is marked with the price. so 


Here is a view of “Ewing's U 


that even when an item gets into 
the wrong compartment through 
the carelessness of the customer or 
the salesperson there is no danger 
of it being sold at any but the 
right price. ' 

The Ewing sales staff is instruct- 
ed not to harry customers or the 





Program” in progress. It is a 


ptown 
question-and-answer broadcast conducted in front of the store. 


“just lookers” by sticking close 1» 
their heels. Mr. Ewing wants peo 
ple to take their own good time 
wandering about in the store and 
inspecting the merchandise. 

The store is generally bustling 
with activity and customers occa- 
sionally have to wait to be served. 
but Mr. Ewing says he prefers not 
to have too many salespeople on 
the floor at one time. He believes 
the customer gets a better impres 
sion of the store if he sees that 
there is a lot of buying activity. 
He also believes the sales person- 
nel is more energetic and alert if 
there are plenty of sales to be 
made. 


Saleswomen in Majority 


Today the majority of the 10 
salespeople on the hardware floor 
are personable young women, only 
a year or two out of high school. 
who ‘have proven equal or better 
than most salesmen in serving the 
public. One 19-year-old girl who 
has been with the store several 
years since finishing high school. 
generally exceeds most of the staff 
in the amount of sales. Her 
monthly sales average between 
$6,000 and $8,000. Until a few 
years ago the Ewing store had 
very few saleswomen but the short- 
age of men during the war necessi- 
tated the change. Now the man 
agement is very pleased by the 
way its women employees have 
grasped their opportunity. 

To prevent pilferage, precision 
tools and similar items are kept 
behind sliding glass doors. It is 
still possible for a mechanic to in- 
spect any items in which he is in- 
terested but the glass discourages 
children and others who are mere- 
ly curious. 

“Many retail stores are being 
robbed blind and they don’t real- 
ize it. That’s why it pays to have 
lots of mirrors placed about the 
store, says Mr. Ewing. 

On the right side of the en- 
trance is the sporting goods de- 
partment, which has many items. 
such as fishing tackle, to tempt 
light-fingered persons, and on the 
other side is the china and gift 
department which also has man\ 
attractive items which frequentl\ 
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prove irresistible to some people. convex mirrors, each one of which movements of almost anyone in 






“Professional shop-lifters won’t gives a wide angle view of the _ the store. There are also flat mir- 
touch things as long as there are _ store. By glancing into one of rors on pillars and the wall cases 
mirrors around. We have several __ these a salesperson can watch the (Continued on page 88) 
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A full-page merchandising ad, such as this, is run almost every Thursday evening. Rado time Is alse used. 
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Two Printed Forms 




























Two sets of stock control cards in loose leaf binders are keys to the 

operation of A. L. Davis Son, Inc. One is used for new major appliances, 

the other for used items taken in for resale. They simplify inventory 
and give lasting records 
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savers. pages) serve a number of func- the 1 
| which were devised by A. L. One of the forms is for new tions besides the one for which vious 
Davis’ Son. Inc., hardware firm merchandise with a retail value they were designed. These cards thus 
of Binghamton, N. Y.. are as of $15 or more, as well as for Were the outgrowth of a demand one 
simple as A, B, C, are so concise all items that carry a serial num- ©" the part of OPA that full and esiad 
that they can be kept in small loose tee The other femme ic fer weed 4206 Seeerele records be kept on all one 
leaf binders and yet are remark- merchandise taken in for resale. farm machinery delivered during used 
the time that OPA was in ex- “a 
istence. for t 
f i) Norman W. Howard, president that 
ne, A ie aie ae of the company says, “We had ficial 
: been considering for some time ; into 
Maxe___Dawse _"NuMeER_ 2697S semat_ 2OPI47 i we 7 
! 4 
NG t ee en ee ie IO a cA A Recess Sica } items 
SOLD TO suman 1 aa on 
NAME__ "Ze. Tehn Seer i ida te PO eetensceenn tt mee re 
aporess__S¢_ 7remwen Bue, 2°% MER SPREE 5. Ie ‘ ‘ 
REMARKS AND SERVICE RECORD rs | ye This new merchandise form is kept 
} in a loose leaf binder. All electric F 
6" BEY Z prea : are sovo__s/e/yp _ washer cards are kept together so This 
fe be aabiered sin fn a Av Ken eave pee... that one can tell in a moment how filled 
RP RE MEER PUL EID ae many are in stock. On the first of taken 
y 
| wane 4 ___ Peer the month a check is made on the card 
Ro a : ee ee Le bottom of the card if the item re- paid 
20 A SERIE ON ICI i ot are tier Mme Bees4 Seren mere meee mains in stock. Card is kept in and | 
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Simplify Store Operation 
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the use of a similar form for ob- 
vious reasons of efficiency. It was 
thus that we developed two forms. 
one to contain information 
new items of farm machinery and 
cne to contain information on 
used items. 

“After having employed them 
for two or three months and seeing 
that the results were very bene- 
ficial we immediately put them 
into play on all used items which 
we might carry and on all new 
items having a retail value of $15 
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This card for used merchandise is 
filled in whenever a used article is 
taken in trade to be resold. On the 
card is recorded the fact the store 
paid Mr. Smith $59 for the range 
and then spent $16.85 on repairs. 
It also shows that it was sold on 
April 4 to Mr. Roe. A _ notation 
shows the range was sold to Mr. 
Roe without a guarantee. 
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The credit cpplication fo.m used by the Davis store. 


or more as well as all of those 


















items carrying a serial number.” 

The new merchandise forms list 
the name of the article, the make. 
serial number. as well as the in- 
voice number and date against 


which the goods were shipped. 


The card also has space for the 
selling price plus any extra charges 
and space to keep a record of any 
information pertaining to the type 
of installation which was made or 
any peculiarities of the installa- 
(Continued on page 82) 
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The store has for a drawing card a neighboring movie theatre, service station, The 
barber shop, cafe and food store—all in the Coronado Shopping Center. ; bot 


A Shopping Center | |! 


Pettee’s Coronado Hardware Store is located 
in a shopping center for three communities 
and attracts both the farmer and sportsman 


= must like the 
Coronado Hardware Store. 1500 
came to shop on opening day, May 
24th, though only two ads were 
used to announce the opening of 
the latest addition to the commu- 
nity stores operated by W. J. 
Pettee & Co., Oklahoma City. 
Okla. But inspection of the ac- 
companying illustrations makes 
the reason for customer-attraction 
obvious. 
Store No. 9, the latest of the 
group, is located in the Coronado 


Shopping Center situated north- 
west of Oklahoma City, approxi- 
mately eight miles in the center of 
three communities — Bethany, 
Warr Acres and Putnam City, all 
within a radius of three miles. 
And for neighbors in the shop- 
ping center to draw trade, are a 
theatre, a modern boat shop, ser- 
vice center, coffee, barber shop 
and food store. 

The immediate area consists of 
very rich and productive small 
acreages which the store will serve. 


Also, a mile north are three large 
lakes which are a_fisherman’s 
paradise. These fortunate resources 
are a natural selling field for the 
Pettee organization’s addition and 
to take full advantage of all sale= 
opportunities, the store has full 
stocks of the combination city and 
farm type. 

One of the opening announce- 
ments, a full page ad, appeared in 
the Bethany Tribune-Review, a 
weekly newspaper, and 
readers to “purchase many items 
now on sale that have been critical 
and not available. Take advantage 
of many sale items and save mon- 
ey." Those who purchased an 
item at $2 or more, received a free 
ticket to the neighboring movie 
theatre. 


invited 
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The stock of the store is a combination city and farm type for it serves 
both sportsmen and small farmers located within the three communities. 


In a Shopping 


Center 





Sporting goods, particularly 
mile north of the store are t 
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fishing tackle, are important items for a 


hree large lakes—a fisherman's paradise. 
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New Displays Build Business 
For Two Departments 


Parrish's new display of household needs sold more in 
three weeks than old arrangement sold in three months. 
Temporary tool display helped boost homeworkshop sales 


Goon housekeeping. 


an all important factor in any 
hardware store. is given partic- 
ular attention in the establish- 
ment of Hershal H. Parrish in 
Orlando, Fla., a city of 37,000. 
as is evidenced by the accom- 
panying illustrations showing two 
recently rearranged sections of 
the store. 

The tool display. which was of 
a temporary nature. was installed 
in this manner because of a none 
too plentiful supply of merchan- 
dise at the time. Above the shelv- 
ing. which showed a variety of 
merchandise, was a panel sam- 
pled with a number of tools in a 


manner suggesting a home work- 





Green and white fixtures serve to 
make this wall display of brooms, 
brushes and other housecleaning 
needs attract the housewife's eye. 


shop. Only the better grades of 
tools were displayed here for the 
use of the homeowner or profes- 
sional carpenter. All prices were 
plainly indicated on all merchan- 
dise displayed. 

Brooms, brushes and _ other 
cleaning needs for the household 
were also given ample display at 
the same time. Green and white 
fixtures added appreciably to the 
attractiveness of the  arrange- 
ment. Mrs. Parrish, in enthusi- 
astically commenting on this dis- 
play of cleaning needs. says. 
“This display was instrumental in 
moving more brooms, mops and 
polish during the first three 
weeks of its installation than had 
been sold in the previous three 


months.” 








A section of the tool display adjoining the housecleaning set-up. The 
arrangement of tools on the panel suggests homeworkshop possibilities. 
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A redwood canopy and pastel green, white and tan walls make the section a place of beauty. 
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China, Glassware and Gift 
Shops Get "Top Billing” 


a glass and gifts 


have been given “top billing” in 
the new $85,000 Coast Hardware 
Co. store located in Studio City, 
Cal., on broad Ventura Boulevard, 
leading through the San Fernando 
Valley. 

In designing the store. which 
features an all-glass front, air-con- 
ditioning, 65-ft. candles of illumi- 
nation on every display surface in 


Approximately 80 ft. 
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the store. duplicate entrances at 
either end, a capacious parking lot, 
and such innovations as a powder 
room for ladies, enclosed booths 
for radio and record selling, etc.. 
R. E. Post, the owner, is making 
a strong bid for feminine traffic. 
Thus, the china, glass and gift de- 
partment is situated immediately 
behind the nearly 60 ft. of unob- 
structed glass which makes up the 
front. Combined with the power- 


of wall space given over to three 
brilliantly lighted ''shops'', featuring the three branches of 
the department, draw women to the Coast Hardware Co. 


ful lighting. this makes it possibl 
for motorists passing at 50 miles 
an hour on Ventura Boulevard to 
catch a comprehensive, if momen- 
tary, glance at the china and glass 
departments. with a convenient 


(Continued on page &5) 












Studies Market, 


That's the way John E. Duvall of Miami, Fla., 
operates his attractive and efficient store. 
Advertising gets 11/2 per cent of gross volume 


PE ai a Re eat tet. PET Na 


iii ee 


Neatness and wide aisles are apparent when the customer looks from the 
women's side at the sporting goods, auto, tool, and hardware departments. 


Changes 


J OHN E. DUVALL was 
an engineer attached to the pur- 
chasing department of an airlines 
organization before entering the 
retail hardware business in Miami, 
Fla., and in line with his technical 
training went at the job of estab- 
lishing his store only after care- 
fully considered plans had been 
made. He analyzed the market 
before locating his store and then 
planned it for efficient operation 
and future expansion. 

Duvall Hardware, in the Bryan 
Park Division of the Shenandoah 


section of Miami, was designed to 


Simple yet attractive, this store 

front invites the passers-by to stop. 

Huge lettering above open back 
windows identifies Duvall's. 
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Looking toward the rear of the store one sees part of the sporting 
goods section and also the fancy and utility house wares departments. 








Plans—and Plans Changes 


encourage free traffic circulation 
throughout. It is a one floor 
operation occupying its own spe- 
cially built single floor structure 
without basement, its floor space 
being 50 ft. by 100 ft., display 
space being 43 by 60 ft. 

The store’s location was deter- 
mined only after a survey of the 
area within a three to five-mile 
radius and is in one of* Miami’ 
fastest growing and most thickly 
populated areas which includes 
numerous apartments and private 
homes. Many of the people in the 
district are year "round residents 
in the middle income brackets. 
Although carefully planned, the 
store’s layout is flexible and prac- 
tically all of its fixtures have been 
designed for quick removal to 
other parts of the store. In fact, 
since the store was opened last 
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To Meet Needs 





A corner of the giftwares dispiay just inside one of the windows at- 
tracts the ladies. Transoms over windows make shopping comfortable. 
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800 people visited the store—it 
has been a busy yet very tidy 
store. Fixtures were constructed to 
the owner’s specifications, based 
on plans and suggestions from 
+ ptt various sources. Finished in a 
usasite rate # two-tone, green color scheme, its 
Listers rest irae ig - horizontal decorations are in a 

: + ae dark shade the vertical surfaces 
being in a lighter tint. These 
colors were selected because the, 





do not show dust or finger marks 
as plainly as some other shades. 
Large. attractively-lettered signs 
atop the wall unit ledges identify 
each department. 

Storage facilities are provided 
behind the wall units, both side- 
wall and rear wall units con- 





The sandpaper rack is a prominent feature of the paint department. The 


: cealing orderly arranged surplus 
bins at one side contcin nuts, bolts and screws and aid self service. : ls 5 sur} 


stocks. In fact, reserve stocks of 
merchandise, kept immediately in 


year, some fixtures have been 
moved to different locations and 
some departments have been re- 
located in order to build better 
traffic circulation. 
With the exception of the center 
entrance, practically the entire 
front is a continuous sweep of : tes at te " Regt Pcs ‘s int 
open back display windows which ro ‘ 
permit a full view of the interior me reir By, oy 
of this attractive establishment. -. 6 oH : cla: 
Passers-by cannot miss the store’s wi a. 7 tea 
name because huge. raised. red - . — 
letters spell it out atop the show , ‘lie Se. © x ee oor 
windows. At night the lettering ; ed soe , 1 
is well lighted. ~ Ags 2 i. : J =” reg 
Since its opening on a very we —, =e aa J. sec 
rainy day —- last summer — when ° ———- a | Ha: 


Compact, though showing a wide wes 

range of needs for fishing and other 

sports, this section encourages self last 
service for all items displayed. 


back of those sections, are the 

same lines as those shown in the 

displays. Table arrangements are 

changed frequently, and wheneve: y 

practical. so that people will not wie 

always find displays in the same tant 

spot on each visit. Stock shifting opp 

is planned with the thought of 

pulling more and more traffic to- bri 

ward the rear of the store. n 
Giftwares are up in the front teac 

on the theory. says Mr. Duvall. 

that women looking at gifts will 

then move on to the utility house- inte 





An extensive variety of auto supplies, from polishes and patches to wares items and so on to the T 


fancy horns, is shown here. Adjoining it is the dog goods department. (Continued on page 92) spol 
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Teaching Builders Hardware 


This article explains how the book, ‘Taking the Mystery Out 
of Builders’ Hardware," may be used as a guide and textbook 
in training courses on this subject. To those of our readers 
who have copies of the book, or who expect to obtain it, 
this outline of study should prove to be timely and helpful. 


By ADON H. BROWNELL 


4 write a book such 


as “Taking the Mystery Out of 
Builders’ Hardware” is, in many 
ways, quite different than acting 
as an instructor to a live class of 
interested students using that book 
as its guide and text book. 

Having taught many _ such 
classes, I know I can assure such 
teachers they will get more good 
from that personal contact than 
could ever be realized in writing. 

When speaking before the joint 
regional meeting of the eastern 
section of the National Contract 
Hardware Association and Ameri- 
can Society of Architectural Hard- 
ware Consultants in New York 
last April, I challenged its mem- 
bers to start classes of instruction 
in various communities under the 
member’s guidance and _ instruc- 
tion. 


The Need Is Great 


Never has there been a time 
when the need of trained consul- 
tants was so great. Never has the 
opportunity for profit, service and 
satisfaction to distributors been so 
bright as it is right now. 

Not all consultants are good 
teachers, but enough of them are 
so that real progress can be 
achieved by carefully planned and 
intelligent direction. 

To my mind, no book, corre- 
spondence course or “school of 
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hard knocks” can possibly serve 
as well as the personal touch of a 
reliable enthusiastic leader and 
teacher. 

Recently I was asked a fair 
question. It was this: “How should 
one conduct a training class in 
our store using “Taking the Mys- 
tery Out of Builders’ Hardware’ 
as a text book?” 

As a guide and answer to this 
question I offer this answer. 

The course should be broken 
down into five sections, as I see it. 
Classes will vary, some groups 
having a fuller knowledge before 
the class even starts of the ele- 
mentary part of the class so they 
can more quickly pass on to ad- 
vanced study. 

Other classes will emphasize 
the two first groups with less study 
of the advanced sections as not 
needed for that particular group 
who are largely interested in resi- 
dential work. 

The reader’s attention is called 
to the fact that the book, “Taking 
the Mystery Out of Builders’ 
Hardware,” was, when written. 
divided into three divisions—ele- 
mentary, intermediate and ad- 
vanced. Both the elementary and 
intermediate dealt largely with 
residential hardware. In my out- 
line following I have, in many 
cases, recommended a combining 
by subject of various chapters to- 
gether for study and discussion. 

Classes should not be held more 
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than once a week with a definite 
time and place of meeting. Home 
work should be assigned to be 
done between classes. 

My first class would always be 
on the subject of base metals 
(Chapter 13). Before studying 
any other phase of the business 
the student should know what 
builders’ hardware is made of. 

Next I would take up hardware 
finishes that the student may early 
learn the available finishes gen- 
erally used on the base metals. 
This requires a study of Chap- 
ter 14. 

These two chapters and subjects 
should be used as a preliminary 
to the five sections which follow 
and which I letter A-B-C-D-E. 


Section A 


Section A—Learning residential 
hardware— 

A-1—Butts and hinges, Chap- 
ters 3 and 15. 

A-2—Locks for doors, Chapters 
4-5-6-17-18-23-24. 

A-3—Trim for door locks, 
Chapters 19-20-21-22. 

A-4—Cupboard or case hard- 
ware, Chapters 7-25-26. 

A-5—Window hardware, Chap- 
ters 8-27-28. 

A-6—Shutter and screen hard- 
ware, Chapter 29. 

































































A-7—Miscellaneous and review, 
Chapters 12-30-31-32. 

Such a sequence of study seems 
logical and stimulating in interest 
to the student. We start with 
hanging the doors, assembling the 
locks and applying the trim much 
as a carpenter would apply the 
hardware. 

Some of the above groups can 
be easily mastered in one lesson; 
others, such as A-2, will require 
several lessons depending on the 
basic knowledge of the students 
themselves. 

By the time the class has com- 
pleted section A—from A-l to 
A-7—it should have the funda- 
mental facts needed to estimate, 
schedule and furnishe all kinds of 
residential hardware and be ready 
to take up section B. 


Section B 


This section of class study is 
designed to train the student in 
scheduling and estimating a job 
from lists or plans on any resi- 
dential job. 

B-1—Have each student make 
a hardware schedule of openings 
from blueprint Chapter 3, then 
write a hardware schedule as in 
Chapter 11. Instruct them to list 
the numbers and finishes of your 
particular line on that schedule 
from a simple specification, de- 
scriptive, that the instructor will 
provide. After this is done, price 
the schedule either from estab- 
lished price list or based on cost 
plus profit as is your regular 
practice. 

B-2—Next on another week in- 
vite the class to some available 
home. There instruct them to 
schedule the hardware, all open- 
ings, as the home requires again 
to a simple specification price as 
in B-1 from visual take off, not 
from plans. 

B-3—Obtain blue prints of a 
medium-priced, seven or eight- 
room house, not too complicated, 
from which each student will take 
off his own quantities, write his 
own schedule and price the job 
from the instructions specification 
or selection of what is to be used. 

This can be made more inter- 
esting by offering a simple prize 
to that student of the class sub- 
mitting the best schedule. Points 
should be deducted for incorrect 
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numbering, missed openings or 
incorrect prices. 

I would recommend the student 
do the actual scheduling and pric- 
ing outside of class sessions. Each 
one to be put on his honor not to 
copy or compare lists until the 
next meeting of the class when all 
shall participate in checking each 
other’s schedule. 

B-4—As a final lesson in this 
section I would secure a rather 
large house plan specifying many 
complicated sets, split finishes, etc. 
Follow from that point exactly the 
same procedure followed in B-3. 

For those wanting only training 
in residential hardware this would 
complete their course. 


Section C 


For those who desire to go on 
into larger contract work, I now 
recommend the study of the book 
in the following order: 

C-1—Metal Doors, Chapter 34. 

C-2—Hardware for Metal 
Doors, Chapter 35. 

C-3—Jamb and Floor Hinges, 
Chapter 16. 

C-4—Concealed Closers and 
Hinges, Chapter 37. 

C-5—Surface Closers, Chapter 
36. 

C-6—Fire and Panic Exit Bolts, 
Chapter 39. 

C-7—Lavatory Trim, Chapter 
42. 

C-8—Cupboard Hardware, 
Chapter 41. 

C-9—Door Holders, Chapter 40. 

C-10—Special Hardware, Chap- 
ter 49. 

C-11—Keying Problems, Chap- 
ter 38. 

C-12—Scheduling Hardware, 
Chapter 53. 

C-13—Federal Specifications, 
Chapter 50. 

C-14—Interesting Hardware 
Problems, Chapters 54-55-56. 


© o 


EDITOR'S NOTE: Copies of the 
220-page, fully illustrated boek men- 
tioned in this article are still avail- 
able, and many are being used as 
text books in G-I training courses. 

The cloth-bound edition sells at 
$1.50 per copy In the U. S. (Canada 
and foreign countries $2.00). 

The cardboard bound edition is 
$1.00 in U. S. ($1.50 in Canada and 
foreign countries). 

We pay the postage if payment 
is enclosed with order. 








As in Section A, this study in 
Section C brings the student to 
the point that he should be able to 
schedule the hardware for all 
types of buildings as did Section 
A train him to schedule all types 
of residential hardware. 


Section D 


It would be my suggestion that 
the instructor through friendly 
architects secure a set of plans for 
each type of building listed. At 
least one of them should have in- 
corporated in the accompanying 
specification a detailed, well writ- 
ten hardware specification. An- 
other should be written in Federal 
numbers. Where no specification 
or an allowance is made, the in- 
structor should prepare a specifi- 
cation for the class to follow. 
Class should then write schedule 
and price their jobs as outlined 
B-3. 

D-1—Office Buildings 

D-2—Apartment House 

D-3—School 

D-4— Hotel 

D-5—Hospital 

D-6—Church 

D-7—Factory Building 

For those not wanting manage- 
ment training this will complete 
the course. 


Section E 


This suggested line of study, 
you will note, has been written 
with a thought of two natural 
points of conclusion after Section 
B and after Section D. 

There will be some, however, 
who will want to continue on 
toward department management 
preparation. 

To such I strongly recommend 
you secure a copy of the reprint 
containing the six articles pub- 
lished serially in HARDWARE AGE 
on “Putting a Profit Into Builders’ 
Hardware.” These copies will 
shortly be available upon request. 
This series pertained to manage- 
ment and covered such funda- 
mental things as: Turnover— 
Gross Profit — Operating Ex- 
pense—Salesmen’s Compensation 
—Sales Techniques, and the Me- 
chanics of a Department. 

Also from “Taking the Mys- 
tery Out of Builders’ Hardware” 
the following should especially be 

(Continued on page 114) 
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Summer months need not be dol- 
drum months for ammunition sales. 
Take “‘plinking,’’ for example. 


There are hundreds of smallbore 
rifle shooters punching holes in pa- 
per targets on nearby firing lines. 
But there are thousands of others 
toting their 22’s along on fishing 
trips, on walks in the country or on 
the farm and on hikes in the moun- 
tains while on vacation. Result: 
there’s a great amount of 22 ammu- 
nition burned up “plinking”’ at tin 
cans, or shooting at crows, snapping 








“PLINKING 
PROFITS” 


turtles, and woodchucks along the 
way ...or just practice target shoot- 
ing against a high dirt bank on a 
summer afternoon. 


People like to get outdoors in the 
warm months, so be sure to give 
them added incentive. Suggest tak- 
ing their rifles along on their next 
trip. Tell ’em how much fun “‘plink- 
ing” is... and sell ’em a few boxes 
of Remington HI-SPEED 22’s with 
the new nickel plated case. You’ll 
find your “‘plinking”’ profits will be- 
gin to ‘“‘boom’’! 





| 
| 








SPECIAL NOTICE 


Would you like to have black and white 
copies suitable for reproduction of the car- 
toons which you see in the Dealer Letter for 
use in your own advertising or promotion? 
Cartoons are proved attention-getters. Rem- 
ington will be glad to make supplies avail- 
able, if demand warrants it. Just write us at 
Remington Arms Company, Inc., Bridge- 
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THE “‘CORE-LOKT” NOTCH 
TELLS FINE SALES STORY 


Hunters like the way 

the Remington ‘“‘Core- 

Lokt”’ soft point bullet 

mushrooms perfectly . . . 
1. Look for the Noteh, Stays in one piece. They 
2. Stays inone piece. like to shoot a bullet 
they can depend on not 
to break up on impact. 

They know that when 

the Remington ‘‘Core- 
Lokt” bullet hits, the toughest game 
goes down—and stays down. 

Remington “‘Core-Lokt”’ bullets open 
up at all hunting ranges. Whether a 
hunter wants to shoot an elk at long 
range, or his life depends on stopping 
an African lion at 50 feet, he can be 
sure he has the maximum expansion to 
back up his rifle at any range when he 
shoots Remington Cartridges with 
“Core-Lokt”’ bullets. 

Here’s another important selling 
point! Remington Cartridges with 
“Core-Lokt”’ bullets sell at the same 
price as ordinary ammunition. And 
they’re made for any make and type of 
gun ... available in selected bullet 
weights in the popular calibers. 

You’ll find the hunters in your area 
enthusiastic when you tell them the 
many outstanding features of the Rem- 
ington Cartridges with ‘‘Core-Lokt’’ 
soft point bullets. Be sure to stock them. 








EASY-TO-SELL FEATURES 


MOVE MODEL 31 FAST! 







Ask shotgun shooters what they espe- 
cially like about the Remington Model 
31 and you'll hear them talk about... 
“faster ‘shooting’ . . . “straight-line 
feed’... “‘“easy loading and unloading”’ 
... “positive safety”... ‘‘extra barrel’”’ 
... “simple take-down because of fewer 
working parts.”’ 

For instance, ‘faster shooting’’ re- 
sults from a short gliding-smooth fore- 
end stroke . . . quick, snappy trigger 
pull. . . split-second firing because ham- 
mer travels shorter distance to firing 
pin. ‘Straight-line feed,’’ a unique fea- 
ture, pushes shells straight into cham- 
ber with a shovel-type carrier, instead 
of tipping them in. 











The Model 31 is “easy to load and 
unload”’ because there’s a wide loading 
slot. Single loading is also quick and 
simple. Ejection is quick, positive; and 
removing loaded shells is effortless. The 
“positive safety’’ prevents firing until 
action is completely closed and locked. 
Trigger must be pulled for each shot. 

Because the barrel is removed speed- 
ily, without tools—and because extra 
barrels are all a customer has to buy— 
shooters have one shotgun that per- 
forms perfectly for various types of 
shooting! And because there are few 
working parts, the Model 31 has smooth 
action that assures greater, longer-last- 
ing dependability. 

Let your customer handle the Model 
31... point out these six features. 
He’ll be convinced in a hurry that it’s 
the shotgun for him! 


**Core-Lokt”’ is Reg.U.S. Pat.Off.by Remington Arms 
Company, Inc., Bridgeport 2, Conn. 
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The author, in this final instalment of a 
series written expressly for Hardware Age, 
comments on testing, adjustment and safety 





K EY machines should 


be tested at regular intervals. This 
practice will help the operator dis- 
cover inaccuracies long before 
they become serious. It will save 
the embarrassment of having the 
customer find them out when he 
can’t use the duplicate key. 

The usual hit-or-miss method is 
to make a duplicate key for a 
stock lock. If it works, the oper- 
ator is usually satisfied that his 
machine is in adjustment. If it 
binds or works hard, the casual 
keymaker assumes that the ma- 
chine is still “fairly” accurate. 

But these attitudes are unscien- 
tific and unprofessional. One dupli- 
cate key cannot prove whether or 
not a machine is in adjustment. 
Although the error on one dupli- 


* A technical magazine devoted to the 
interests of locksmithing and keymak- 
ing, published in Jersey City, N. J. 
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The Installation, Operation 


By M. LEONARD SINGER 


Editor of the Locksmith Ledger* 


Measuring depth 
of cut on key 
with round wire 
and a regular 
micrometer. 


cate may be small, it is magnified 
many times when additional keys 
are made at some later time from 
the poor copy. 


Correct Way to Test 


The correct way to test a key 
machine without instruments is as 
follows: Make one duplicate from 
the original key. Then take the 
duplicate, use it as the guide and 
make another copy. Take the sec- 
ond duplicate and use it also as a 
guide and make the third dupli- 
cate. When this is done, the third 
copy will be the third successive 
duplicate or as locksmiths call it, 
“the third generation.” If the third 
generation key operates the lock 
smoothly, the key machine is in 
good adjustment. If any bind or 
stiffness occurs, the machine re- 
quires adjustment. 

Many keymakers with a knowl- 
edge of micrometer reading may 


make a test without using more 
than one blank. They merely 
measure the depths of the cuts and 
compare their readings with the 
depths on the original key. (A 
variation of more than a thou- 
sandth of an inch indicates that the 
machine should be readjusted.) 
The conventional micrometer with 
the flat anvil and spindle can be 
used with a wire to fit into the 
cuts of the key. The reading is 
taken over the wire and compared 
with a similar reading from the 
original key. 


Most Practical Instrument 


A modified screw pitch microm- 
eter is now generally accepted as 
the most practical measuring in- 
strument. This micrometer has a 
pointed spindle that fits into the 
cuts of the keys and gives the 
readings directly from the cuts 
themselves. 

When a key machine cuts either 
too high or too low, the adjust- 
rent can usually be made at the 
guide. The illustrations on page 79 


g 
OF: 








This new key mi- 
crometer is made 
by the Precision 
Key Mfg. Co. and 
will check and ac- 
curately measure 
all types of keys. 
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Of Key-Cutting Machines 


7—The hardware store should emphasize the 
mechanical services which have always centered 
there: tinsmith and sheet metal shop work, 
Sharpening scissors, skates, lawn mowers and 
edge tools; ordering or making repairs for elec- 
tric and gas motor-powered appliances, water, 


systems, windmills, and other farm machinery 


and equipment; making keys, fixing locks, put- 
T ———— of plumbing 


ting in window glass, 


repair parts, miscellaneous simple repairs, etc. 
Such services are profitable and attract custom- 
ers. The service angle is especially important 
for the duration of the war. 





The seventh point in the Hardware Age Platform 
stresses the belief that making keys and fixing 
locks are essential hardware store services. 


show the various relative positions 
of the guide and cutter during the 
process of adjustment. 

The practical method for ad- 
justing a key machine is to place 
an identical key blank in each vise, 
and to adjust the guide until a 
faint scraping is heard against the 
blank that is held on the cutter 
side of the machine. At this point, 
the fine adjustment can begin. The 
keymaker can proceed to regulate 
the adjustment by the “third gen- 
eration” method until he can 
produce a smooth fitting key, or 
by the micrometer method of 


»> 





Machine cutting too low. Guide 


must be moved in direction of the 


arrow 
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measuring the cuts. If he is skilled 
enough to use a micrometer, there 
is no need to make any cut keys. 
He merely has to measure the bit 
of the key blanks with an ordinary 
micrometer and adjust the ma- 
chine until the cutter touches the 
key blank without undercutting it. 


Shoulder Adjustment 


Most shoulder guides are rugged 
and hold their adjustments rather 
durably. It is rare that a shoulder 
guide goes out of alignment. In- 
experienced keymakers will find 
poorly duplicated keys that oper- 


















Machine cutting too high. Guide 


must be retracted in direction of 


the arrow. 





Part 3 


ate locks when the key is pulled 
out slightly. They assume, incor- 
rectly, that the shoulder guide is 
maladjusted. What happens, act- 
ually, is that the key is cut too low, 
and that it has to be pulled out to 
make the lock tumblers ride up the 
side of the cuts to reach the cor- 
rect opening position. 

To test shoulder alignment two 
blanks are clamped in the vises 
with their shoulders against the 
shoulder guide. The tips of the 
blanks are then brought against 
the cutter guide and cutter teeth 
where any difference in the align- 
ment is clearly seen. Any attempt 
to readjust the shoulder guide by 
filing, bending, or other means 
should be avoided. A warped, 
worn, or strained shoulder guide 
should be replaced as soon as pos- 


sible. 


Vise Travel 


As the vises travel along the 
guide and cutter, they should run 
parallel to the cutter shaft. When 
the rods or ways are worn how- 
ever, or the bearings are loose, this 
motion becomes wobbly and some- 
times rough. It is almost impos- 
sible to make a satisfactory adjust- 











Machine in adjustment. Cutter and 
guide even on surfaces of the key 


blanks. 
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ment to a machine in this condi- 







ly frequent. A chip of brass or 
steel has blinded or injured the 
eyesight of many. Splinters or 
chips are dangerous, and every 
precaution should be taken to 
avoid them. 

Cracked cutters, or broken tooth 
cutters should be replaced immedi- 
ately. Their tendency to break and 
fly in all directions is a constant 
source of danger . . . not only to 
the operator, but to the customer 
also. More than one lawsuit has 
been fought over a splintered key 
machine cutter. 

Carelessness begets accidents. 
Torn fingers, lacerated hands, 
gouged fingernails, are the results 
of trying to set keys in the vises 
while the machine is running. 
Caution is the only preventative 
that is successful. 


Profit and Loss 


Precision Key Manufacturing Co. Key Duplicating Machine. An accurate key machine pro- 
duces more than keys. It is the 

placed over the machine. Eye in- creator of good will and confi- 

juries to keymakers are alarming- | dence among customers. It estab- 


tion. 

If the machine is provided with 
replaceable bearings, it should be 
discarded and the owner should 
provide himself with a new one. 

Worn Parts 

Worn parts such as guides, 
vises, pulleys, etc. should be re- 
placed as soon as their condition 
is noticed. Where parts come in 


pairs, such as vises, both parts - 


should be replaced even though 
one of the pair seems to be in good 
condition. This is essential since 
a well adjusted machine depends 
on balance as well as precision. 
When worn cutters are replaced, 
it is necessary to readjust the ma- 
chine. The old cutter is usually 
slightly smaller in diameter be- 
cause the tips of the teeth have 
been worn down. Another factor 
is that the shaft hole of the new 
cutter is never exactly the same 
diameter as the old one. A slight 
adjustment, therefore, is in order. 
If a cutter has been resharpened, 
it is also necessary to readjust the 
machine to meet the requirements 
of the new diameter of the cutter. 


Safety 


The keymaker’s eves should al- 
ways be protected. Either goggles 
should be worn or a glass shield 
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Direct lighting 
and protective 
glass shield. 
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Segal Lock & Hardware Co. Key Duplicating Machine. 
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Te 7 between dogs and logs... 


in the vises 
is running. 
preventative There’s a special Cleveland chain for every 


purpose—from Sandy’s leash to logging chains. 


OSS 

achine pro- And every type of Cleveland chain is precision 
i is the made for customer satisfaction. 

and confi- 

sealed Cleveland chains are attractively shelf packaged 


for certain buyer appeal. Heavier chains are shipped 
in neat, clean boxes, bags or sturdy kegs and barrels 


for easy handling. 


From every angle Cleveland chain is a sure 
source of profit for you. It’s competitively adver- 
tised, packaged and priced to sell . . . and please 


your Customers. 


CLE VELAND [HAIN 


THE CLEVELAND CHAIN & MFG. CO. * Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 5, Ohio 
¢ The Bridgeport Chain & Mfg, Co., Bridgeport 1, Conn. « 
Seattle Chain & Mfg. Co., Seattle 8, Wash. « Round California 
Chain Co., So. San Francisco and Los Angeles 54, Calif. « 
Woodhouse Chain Works, Trenton 7, N. J. 


Since (-;3 1869 
ee, . 
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As New As 
Tomorrow! 


Set in a Brand New, eye-catching 
Orange & Black display of 
special design, the GREAT 
NECK Red-and-Black PLASTIC 
Handle Wood Chisel is as 


popular as ever! 


ALLOY TOOL 
STEEL @LADES 
HARDERED- 
TEMPERED 


New Display of 


No. 22 Unbreakable Handle 
Wood Chisel 


Each Chisel is of scien- 
tifically tempered high grade 
alloy steel. 


Each Handle is of Red- 
and-Black Plastic that is 

% Unbreakable! 

% Shatterproof! 

¥% Splinterproof! 

% Warp-proof|! 


THE GREAT NECK 
SYMBOL OF 
QUALITY & 

SERVICE 








GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, L. I. 








lishes prestige and repeat busi- 
ness year after year. All this is 
possible only if the machine func- 
tions properly. A neglected ma- 
chine has the reverse effect on cus- 
tomers. It can create a bad im- 
pression for the entire establish- 
ment. It also can be a cause of 
constant annoyance and exaspera- 
tion. Further, it can contribute an 
invisible, but powerful effect on 
the debit side of the ledger. For 
these reasons an intelligent, ag- 
gressive management will see to it 
that the key duplicating machine 
is accurately adjusted, aligned, 
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Yale & Towne Manufacturing Co. 


and ready for production at all 
times. 





Printed Forms Simplify Store Operation 


(Continued from page 67) 


tion. In this same space is recorded 
any service calls which might be 
made on the particular item. 

Along the bottom of the card 
are listed the months of the year 
and on the first of each month 
someone in the Davis’ organization 
takes the loose leaf binder in 
which these cards are kept and 
inventories the entire stock. If a 
certain item can be physically ac- 
counted for on the first of the 
month another check mark is put 
on the card. 

When an item is sold and de- 
livered, but not before, the card 
on the item is withdrawn from the 
binder and is transferred to 
another file which holds all the 
cards for articles sold during the 
year. These files will be main- 
tained from year to year and so 
it will be possible to compare sales 
on any particular kinds or makes 
of merchandise. 

Since the cards are not removed 
from the active file until delivery 
has actually been made, there 
should be a piece of merchandise 
on the floor for every card in the 
loose leaf binder. 

This makes it possible to tell in 
a matter of seconds just how many 
items of any particular kind or 
make are in stock at the time. 

It makes it possible for any 
salesperson who has had an in- 
quiry from a customer, either on 
the floor or over the telephone, to 
get the essential information about 
the appliance or other item, in a 


matter of seconds by merely re- 
ferring to the cards. 

The same essential information 
is contained on the used merchan- 
dise cards with a few minor 
changes as to spaces for allowance 
for the used goods and the amount 
expended for necessary repairs to 
put the used item into saleable 
condition. 

The Binghamton store is using 
these used merchandise cards on 
all appliances and radios selling 
for $15 or more, and on farm ma- 
chinery, electric fences, welders, 
etc. When the item listed on a card 
is delivered, the purchaser’s name 
and address are recorded and the 
card is removed from the binder 
and placed in a filing cabinet. 


System Paid for Itself 


Mr. Howard claims that the sys- 
tem has paid for itself in saving 
time in procuring the model and 
serial numbers for purposes of 
ordering repair parts. 

“As with all systems, this sys- 
tem will only work if the person 
employing it will spend the neces- 
sary time to keep it up to date,” 
says Mr. Howard. “We have found 
that we must be very accurate in 
taking our inventory each month 
on the items covered by these 
cards.” 

An article about the merchan- 
dising activities of this Bingham- 
ton store appeared in the May 22 
issue of this publication. 
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Patents Commissioner 
Finds Fault With 
Trade-mark Law 

IMITATIONS which have been 


placed on the use of certification 
marks by provisions of the (Lan- 
ham) Trade-Mark Act of 1946, are 
considered one fault of the new law 
by Casper W. Ooms, Commissioner 
of Patents. 

While he considers the Trade- 
Mark Act of 1946 an improvement 
on previous trade mark legislation. 
Mr. Ooms states that he believes that 
it may result in serious limitations 
on product competition because of 
restrictions governing retention of 
certificate marks. 

Mr. Ooms expressed his views on 
the matter before a recent meeting 
of the legislative service bureau of 
the Commerce and Industry Associa- 
tion of New York, Inc. 

The Commissioner of Patents ex- 
plained that the statute subjects a 
certification mark to cancellation at 
any time if its owner (1) does not 
control or is not able legitimately te 
control the use of the mark; (2) en- 
gages in the production or marketing 
of any goods or services to which 
the mark is applied; (3) permits the 
use of the mark otherwise than as 
a certification mark and (4) dis- 
criminately refuses to certify goods 
or services of a person entitled to 
certification. 

Mr. Ooms said he regarded as en- 
tirely unfortunate the limitations 
which the statute has placed on the 
use of the certification mark. The 
exception which he said he regards 
as particularly unfortunate is the 
second of those enumerated which 
forbids the continued registration of 
the certification mark where the 
owner “engages in the production or 
marketing of any goods or services to 
which the mark is applied.” 

He pointed out that if a mark’s 
owner licenses competitors to use it, 
“broadening in the competition in 
the product would result.” He inti- 
mated, however, that cancellation of 
the mark because of its owner’s pro- 
duction and distribution of the item. 
will deter developers of new proc- 
from making them readily 
available. 

Mr. Ooms told more than 250 pat- 
ent lawyers and representatives of 
various companies that he foresees a 
disinclination on the part of the 
owner of the mark to license his 
competitors, or the complete refusal 
of the owner of the mark to register 
it in the U. S. Patent Office. and in 
the event of either of these the pub- 
lic would suffer. 
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Do you buy cap screws like jewelry, for 
their beautiful lustrous finish, or do you 
buy cap screws for toughness, tensile 
strength and holding power? 

If you look first to strength and 
stamina, then turn your attention to 
TRIPLEX. Whether you buy cap screws 
or any other threaded fastener, TRIPLEX 
offers you unexcelled holding . power. 
That’s what fasteners are 
built for anyway. Write for 


your copy of our new catalog. 


THE TRIPLEX SCREW CO. 


5317 Grant Ave., Cleveland 5, O. 


iin LED 


CAP AND SET SCREWS + BOLTS, 



















THREADED 
FASTENERS 


NUTS AND RIVETS 













83 













This little goo out cold ! 


STRIP-SEAL | 
SELLS! 


“just pass | il /; 
INTO PLACE YY id ys 
as AND OU | 
Seuce goers ‘ iy 





cord stays pliable, 
won't harden oF 
fall out. In packets 


' 
or cartons. Cost low 


THE SATURDAY 
EVENING 


POST 







The Strip-Seal ad- 
vertisement above is 
now appearing in.. 






















































Sells in cellophane packets. . $.29 


Sells in cartons 
(pkg. of 5 packets)... . $1.35 
(Far West slightly higher) 








Here’s a real stopper! Die-cut 
hole accurately shows customers 
how much heat is lost when 
windows are not tightly fitted 
or sealed with Strip-Seal! One dis- 
play is packed in every shipping 
case you buy (13 cartons). 


Improve customer service — 
glaze with Mastic-Glaze 


UT-1146 


TREMmCO 


MANUFACTURING CO 
CLEVELAND 4, OHIO 























This display reminds many a paint customer he needs brushes. 


Novel Paint Brush Display Attracts Customers 


FEW paint brushes, attractively 

displaved against a _ proper 
background, often attract as many 
or more customers as one jammed 
with merchandise. 

This has been the experience of 
Robert Fesenmaier, Inc. of New 
Ulm, Minn. which does a fine paint 
and brush business. Customers 
have their attention called to the 


brush display by a sort of desk top 
arrangement on which 18 brushes of 
various size are displayed in clips. 
The brushes are kept in order at 
all times and stand out clearly. Sur- 
plus brush stock can be had by lift- 
ing the top panel. A book of paint 
colors also at this spot helps at- 
tract the attention of numerous pros- 
pects. 


Major Appliances Receive 
Major Display Space Here 


(Continued from page 59) 


Mr. Bareis. Thus. the range gets 
the attention of the same person 
twice, giving a much stronger im- 
pression. “During the past we 
have accepted orders with a flat $5 
cash deposit,” states Mr. Bareis, 
“and we find that very few of the 
people are backing out on their 
deals. When they make a down 
payment, they are serious about 
buying. This method of handling 
orders for future delivery has 
worked out very well for us.” 


Wall Displays 


Flanking the special range dis- 
play unit are other ranges and 
major appliances featured at a 
wall location. This secondary dis- 
play also attracts many. Aisle 
space is wide enough so that cus- 






tomer can stop and look at the 
units without impeding the flow 
of traffic. This traffic congestion 
problem is important when plac- 
ing appliances up-front. 

“At the present time we have 
enough prospects on hand to take 
care of appliances which we will 
have coming in for the next sev- 
eral months,” Mr. Bareis says. 
“Store and window display, plus 
newspaper advertising is keeping 
this list relatively high. However. 
along about fall we are planning 
to do some outside selling, just 
to keep that prospect list in a 
healthy state. We think we will 
be able to maintain a high appli- 
ance volume in the next year 
by means of outside selling. as 
we will tap prospect lists we have 


not contacted as vet.” 


HARDWARE AGE 












parki 
to ste 
prehe 
that i 
count 
disple 
from 

The 
consis 
ft. de 
to ma 
evenil 
daylig 
incan¢ 
are cc 
dise t 
Mr. F 
interic 
flat pa 
wood 
green, 
trastin 


The 
ment ¢ 
carryil 
the rig 
tures ‘ 
either : 
separal 
motion 
the she 
built uy 
accom! 
sories, 
crystal 
and p 
vases a 
shelvin, 
cealed 
which 
see pat 
store. 

All 
be sold 
ists, wh 
trained 
mens; 
side of 
sell ope 
ware, e 
can sell 
woman 
Hardwa 

The 


turn d 












AUGU 





brushes. 


tomers 


rt of desk top 
1 18 brushes of 
layed in clips. 
yt in order at 
it clearly. Sur- 
be had by lift- 
book of paint 
spot helps at- 
numerous pros- 


look at the 
ling the flow 
ic congestion 
tt when plae- 
mnt. 

ime we have 
hand to take 
hich we will 
the next sev- 
Bareis_ says. 
display, plus 
g is keeping 
oh. However. 
are planning 
selling, just 
ct list in a 
hink we will 
a high appli- 
e next year 
e selling. as 
lists we have 


WARE AGE 











China, Glassware and 
Gift Shops 
Get "Top Billing" 


(Continued from page 71) 


parking place urging the motorist 
to stop and come in. Making com- 
prehensive tests, it has been found 
that it is possible for a motorist to 
count china and glass patterns on 
display at a distance of 150 ft. 
from the store. 

There are three separate shops. 
consisting of bays 12 ft. wide by & 
ft. deep, which are thus exposed 
to maximum visibility. During the 
evening hours, three 90-ft. rows of 
daylight fluorescent lamps, and 24 
incandescent overhead spotlights 
are concentrated on the merchan- 
dise to make visibility even better. 
Mr. Post invested $10,000 in the 
interior fixtures, which combine 
flat pastel shelving, California red- 
wood canopy trim, with pastel 
green, tan and white walls or con- 
trasting woodwork. 


Three Shops 


The china, glass and gift depart- 
ment consists of three shops. each 
carrying one of the three items. on 
the right wall of the store, all fix- 
tures “convertible” to incorporate 
either standard shelving or “offset” 
separate brackets for specialty pro- 
motion. In the center of each of 
the shops is a three-level pyramid, 
built up from two low tables, which 
accommodate the related acces- 
sories, such as serving dishes. 
crystal centerpieces, lamps, salt 
and pepper shakers, ash trays, 
vases and flower holders. The glass 
shelving is illuminated by con- 
cealed daylight fluorescent lamps. 
which make it possible to easily 
see patterns all the way across the 
store. 

All china, glass and gifts will 
be sold by three women special- 
ists, whom Mr. Post has especial) 
trained for the job. While three 
men salesmen in the hardware 
side of the store will be entitled to 
sell open-stock china, gifts, glass- 
ware, etc., it is felt that “nobody 
can sell dinnerware as well as one 
woman to another” at the Coast 
Hardware Co. 

The separate shops contain in 


turn dinnerware shop, glassware | 





AUGUST 28, 1947 












On the spot for supplies ? 























by Air Express 


You get supplies and equipment the fastest possible wey when 
you specify Air Express. This speedy service makes hay out of 
shipping time—delivers you what's needed in hours instead of days. 
Your shipment travels at speeds up to five miles a minute by Air 
Express. Because Air Express goes on all flights of all Scheduled 
Airlines, no time is lost waiting for loads to accumulate. Regular 
use of Air Express keeps your business running in high gear — 
helps give customers better service. Frequent flights to and from 
points overseas make foreign shipping problems simple, too. 


Specify Air Express-its Good Business 


@ Low rates — special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. @ Moves on all flights of all Scheduled Airlines. 

@ Air-rail between 22,000 off-airline offices. 

@ Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action ... Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Airlines of the U.S. 


RESS 













GETS THERE FIRST 


Fastest delivery —at low rates 


Engine parts (36 lbs.) picked up at Portland, 
Ore., factory late on 1LOth. Delivered to Los 
Angeles consignee 821 miles away, 9 AM on 
llth in time. Air Express charge $8.84! 
Other weights, any distance, similarly inex- 
pensive and fas! 


1927— 20TH YEAR OF GETTING THERE FiRsT! — 1947 
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WHY REFLECTO LETTERS 
OUTSELL ALL OTHERS: 


1. Reflect light from any 
angle 

2. Gleam brightly at 
night 

3. Stand out clearly by 
day 

4. Beauty and utility 
for every home 

5. Attractive counter dis- 
play promotes sales 

6. Nationally advertised 













































This Display Cabinet with 119 2%,” Let- 
ters, 18 Assorted Panels, 12 metal 
stakes and 14 Periods.............Net $67.50 


‘Cabinet with 50 23%,” Numerals, 10 As- 
sorted Ponels and 10 metal stakes... 
Net $30.00 








Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 
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Reflecto Letters, Inc. 


411 EAST 101st ST. NEW YORK 29, N. Y. 
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incorporating — stemware. 
crystal, centerpiece, etc., a pottery 
shop, bar accessory shop, and in- 
corporating something trom each 
of the separate sections, a patio 
shop at the extreme rear. Thus, 
there is actually almost 80 ft. of 
space given over to dinnerware 
and home-entertainment items to 
attract feminine customers. As a 
logical sequence, these shops feed 
into the major appliance depart- 
ment, which occupies a separated 
space at the rear. Here there is a 
model kitchen with operating 
ranges, refrigerators, washing ma- 
chines, small appliances, etc., a 
radio department and a model 
laundry. 

China and glass merchandising 
at Coast Hardware Co. will be on 
an open-stock basis so far as pos- 
sible, according to Mr. Post, and 
will feature 30 patterns in open- 
stock dinnerware, both imported 
and domestic, and a slightly small- 
er number of crystal stemware pat- 










terns. The inventory at present is 
only a small representation of 
what it will eventually be, due to 
the difficulty of obtaining sufficient 
quotas at a time when manufactur- 
ers are still struggling with limited 
output. In the interim, Coast Hard- 
ware Co. has been emphasizing 
complete dinner sets up to 93 
pieces, which are being shown 
regularly in window displays and 
featured in newspaper advertising. 

What the eventual inventory will 
be will depend on the amount of 
traffic which the store experiences 
in its first year of operation, ac- 
cording to Mr. Post, and F. Smith 
of the store management. Merchan- 
dising plans include a_bride’s 
book, in which prospective brides 
in the area will be encouraged to 
register their selected patterns 
for later buying for gifts, a com- 
prehensive direct mail program 
going to new home-owners in the 
section, and frequent displays of 
complete table settings. 
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Who Owns The National Debt 


LOCAL GOVT'S. 





TOTAL 
100% 


- $258.2 BILLION 




































































INDIVIDUALS —25% = $64.5 ree EEA 


INSURANCE —— 
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10% = $25.4 sittion 
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— 5% = $12.0 ae 





Reprinted from Tax Outlook, monthly magazine of the Tax Foundation, Ine. 
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y— Sell Ferguson” 
Grain Drills 
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Feed Grinders 
Mowers 


Moldboord Plows Offset Harrow’ 
Two-Way Plows Row Crop Cultivators Power Sows 
Harrows Lister Cultivators Terracers Rotary Hoes . 
Corn Planters Tillers Implement Service Ports 

Weeders Accessories 
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Ho aboard the Star Bandwagon. Others are. 
They’re going for those extra profits that 
naturally follow when pushing an extra big line 
... the complete Star line. The Star line has a 
blade for every iob a hack saw or band saw 
can do. You'll tie up customers’ future blade 
business, too. They'll find Star blades packed 
with extras... extra smoothness, extra speed, 
and extra long, economical cutting life... 

on whatever they cut, metals, plastics or other 
non-metallics ... the cuttingest blades they ever 
saw! * You'll agree with other Star suppliers: 
“For extra profits — it’s Star’s complete line.” 


CLEMSON 


CLEMSON BROS, Inc Middletown NY 

















Bright Displays Sell Goods on Sight at Ewing's 


(Continued from page 65) 


| of the giftwares section have mir- 

| ia hl . 

| ror backs. These mirrors also en- 
hance the china and glassware and 
also have the optical effect of mak- 
ing the store appear larger. 


Gift Table Displays 


The table displays in the gift- 
ware section have step-ups, so the 
smaller items which would be eas- 
iest to “lift” by a pilferer are kept 
on the topmost shelf. “People 
aren't nearly as likely to reach 
in order to steal,” says Mr. Ewing. 

The Ewing management became 
very conscious of loss hrough pil- 
lrage after an entire tray contain- 
ing $600 worth of mechanical pen- 
cils and pens was stolen at one 
time. 

Sliding glass doors were placed 
on the wall gun rack to deter peo- 
ple from handling and finger-spot- 
ting the firearms. 

“It seems that men and boys 
must just naturally pick up a gun 
and handle it every time there is 
one within reach, even though they 
have no thought of buying one. 
Under the new arrangement, the 
guns are clearly visible and if a 
customer seems to have a real in- 
terest in them it is an easy mat- 
ter to slide the glass aside to show 
them,” says Mr. Ewing. 

Fishing rods and baseball bats 
have always been a problem be- 
cause of the space required to 
show them, byt the Olean store has 
solved it by buying two upright, 
revolving standards, each of which 
will hold at least two dozen items. 
These stands are placed near the 
front door where they are quick 
to catch the eye. 

“Our chain store competitors 
don’t bother us in the least,” says 
Mr. Ewing. “We can sell rings 
around them on many different 
items, such as lawn mowers and 
bicycles, by pricing our lines care- 
fully and then advertising them 
aggressivelyMtprs y.-- ..¥ 

“We sell b&twee& five and six 
hundred bicycles @ach year be- 
cause we’re willing to taKe’u short 
profit. I can’t think of a better 
way to build good will for a store 
than to make a satisfied customer 


out of ‘Johnny’ when he’s out to 
buy a bike.” 

Mr. Ewing believes that most 
hardware men are prone to use the 
same mark-up on all lines, rather 
than to price them in accordance 
with their competition. “If you 
can get a 200 per cent mark-up 
on one item and only 5 per cent 
on another, that’s the thing to 
do, provided, of course, that it’s 
practical to handle the one item 
for a 5 per cent mark-up. 

“Bowling balls are a case in 
point,” says Mr. Ewing. “We get 
only 20 per cent profit on them, 
but we sell as many as 300 per 
year, at $22.50 each. There’s ab- 
solutely no investment in stock; 
not even for the three sample balls 
we keep in the sporting goods sec- 
tion. They practically sell them- 
selves. If a bowler shows interest 
in them we merely ask him to stick 
his fingers into the holes and 
we measure his hand to determine 
the proper grip for him. We send 
the order off and as soon as the 
manufacturer bores the ball we 
notify the bowler to come in and 
pick it up. I can’t think of an 
easier way to clear $4.50 on a 
$22.50 sale, and besides we almost 
always make a companion sale of 
a ball-carrying bag and a pair of 
bowling shoes. Still many hard- 
ware stores will not handle such 
a line because the mark-up is only 
20 per cent.” 


Advertising 


The Olean store uses both news- 
paper and radio advertising ex- 
tensively. A full-page ad is run 
almost every Thursday evening 
and still more space is used for 
special merchandising events. 

This hardware store has been 
on the air every week for the past 
14 years without missing a single 
day. 

Ewing’s noon broadcast has be- 
come traditional in Olean. After a 
five-minute newscast the program 
is switched to a station announcer 
who has his microphone set up in 
front of the store entrance where 
he conducts “Ewing’s Uptown In- 
terview,” a question-and-answer 
program which generally attracts a 
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good-sized partitcipating audience. 
During the broadéast the an- 
nouncer refers to some item of 
merchandise shown in one of the 
windows, or to some particularly 
“hot” item to which the store wish- 
es to call attention. 

Pinking shears 
scarce item for which there was a 
strong demand so when the store 
received a sizable order it told the 
announcer to mention them. With- 
in a matter of minutes all three 
trunk lines to the store were tied 
up and 39 ’phone orders were 
taken. In addition to the sidewalk 
broadcast, the Ewing firm also 
uses several spot announcements 
each day and increases the num- 
ber to eight or 10 on seasonal mer- 
chandise. 


had been a 


Radio Gets Results 


“Radio is the most effective ad 
vertising for the dollar spent.” 
states Mr. Ewing, “And spot an- 
nouncements are the cheapest and 
best kind of radio advertising.” 

The store has also sponsored the 
Bing Crosby program. “Lots of 
hardware dealers would consider 
$88 a lot of money to spend for a 
half-hour broadcast, but I think 
it’s a pretty cheap way to get a 
star like Bing Crosby to sing for 
Ewing’s,” says the hardware 
dealer. 

The radio and newspaper adver- 
tising atid the window displays are 
all prepared by Ralph J. Pauley. 
who has been doing this work for 
the company for the past 18 years. 
Mr. Pauley points out that the 
radio and newspaper program 
have to be closely co-ordinated to 
make them pull as a team. 

Major appliances are plugged 
strongly. A refrigerator or wash- 
ing machine is placed near each 
elevator door and another stands 
in the front lobby. 

The Ewing firm will celebrate its 
50th anniversary next February. 

A. E. Ewing, president of the 
company, has engaged in the hard- 
ware business since 1891 and still 
comes to his office every single 
business day, often remaining un- 
til late at night. He still takes an 
active interest in certain phases of 
the store’s operations. He was re- 
cently 75 years old and enjoys 
excellent health. 
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THE NAME FOR SOLID-CENTER AUGER BITS 
OF HIGHEST QUALITY... 


GREENLEE 22 is a name that ts being talked 
of more and more every day, everywhere. It 
means Solid-Center Auger Bits of highest 


For here is a promise of postwar advances 
kept in full. In the GREENLEE 22 you 
find that fine prewar finish, the sharp cutting 
edges, accurate sizing, and smooth action 
demanded by the real craftsman. Important 
among its advanced features is its new 
‘‘Plastic-Sealed"’ protective coating to shield 
it during stocking and handling. 

And every GREENLEE 22 is ‘Induction 
Heat-Treated’”’ to assure uniformity, depend- 


it will Bay yo 
GREENLEE 


GREENLEE 








FAST SELLERS IN 
THE GREENLEE 
HIGH-QUALITY LINE 


Auger Bits ¢ Expansive Bits 
Socket Butt Chisels * Socket 
Firmer Chisels « Car Bits 
Razor Blade Draw Knives 
Automatic Push Drills 
Spiral Screw Drivers * Bit 
Extensions ¢ Bell Hangers’ 
Drills . Turning Tools 
s 










For complete information on 
GREENLEE 22 Solid-Center Auger 
Bits and other GREENLEE tools 
write Greenlee Tool Co., 1808 Her 
bert Avenue, Rockford, Illinois. 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


RNOLD J. TOYN- 
BEE is writing a history of civiliza- 
tion covering the nations of the world 
—past and present, their rise and 
fall, reasons for their progress and 
the reasons for their final disintegra- 
tion and collapse. So far, Mr. Toyn- 
bee has written six large volumes. 
D. C. Somervell has written in onc 
volume an abridgement of Mr. Toyn- 
bee’s six volumes. This book is now 
available and, strange to say, is meet- 
ing with a ready sale. I say it is 
“strange” because this book is not 
light vacation reading but “tough go- 
ing.” It deals in principles—in the 
law of nations. Its story covers thou- 
sands of years. When one gets into 
our own times and all of our troubles 
and problems they slip almost into in- 
significance in the great world drama. 


The Web of Laws 


Through it all the slow progress 
upward, and then the almost in- 
evitable descent and collapse, weaves 


90 


the web of immutable laws that gov- 
ern the rise and fall of great civili- 
zations. The start of progress is usu- 
ally with a small “creative minority.” 
Then a static majority—leading ofter. 
to “petrifaction” and then the de- 
cline. It is curious that often the 
signs of decline are at the time of 
greatest success and prosperity. 


Decay From Within 


The Dean, in his many years in 
business, has seen the rise and the 
decline of many manufacturers. 
wholesalers and retailers. It is 
strange when these business move- 
ments are studied how they resemble 
the rise and fall of civilizations. Ali 
seem to follow some universal law. 
One point staggls out and that is that 
decay and dé 
without an 







ing and studying history, Mie Edi? 

suggested an article on selling as we 
drift from a sellers’ to a buyers’ mar- 
ket. Usually such an article opens 





up by expressing a very uniavorabi 
opinion of the clerks in retail stores 
as salesmen. So I suggested that this 
time we pass up the clerks and tak. 
a look at presidents as a selling asset 
of the business. Our Editor said 
“O. K., give us one on presidents.” 

Once when I was a president an 
expert business analyst dropped in 
and suggested looking over our plant 
and organization and making a re- 
port. His fee was only $200. I toox 
him on and he said he would firs: 
spend one day studying my work a: 
president. He took a desk in my 
office. He proceeded to listen to ail 
my talks, read all letters coming in 
and going out and finally in his re- 
port stated, among other things, thai 
I devoted most of my time to doing 
work that any $100 a month cleri 
could do just as well. He suggested 
an assistant to relieve me and that | 
devote most of my time to talking to 

1. employees, 2. salesmen, 3. manu 
facturers, 4. retailers, This, he said. 
was a job no one could do as well as 
the president and from these sources 
I would learn a lot not only aboui 
our own business but also a lot about 
“what others were doing.” I adopt- 
ed the plan and was amazed at the 
things I heard. 


Called on Customers 


In those days presidents of corpo- 
rations called on their best custom- 
ers. Every first class hardware con 
cern knew personally the presiden: 
of every leading manufacturer in the 
country. 

It wasn't the sales manager only 
nor the public relations council, nor 
the executive vice-president, nor the 
head of the research department but 
the president himself who called anu 
made contacts and friendships that 
lasted throughout the years. 

But how all this has changed. The 
tendency started before the war, bu! 
the war lent impetus to the trend and 
confirmed it. Presidents virtually dis- 
appeared from the scene. Presidents 
withdrew into the background and 
became anonymous! 

At a dinner I attended recently 
here in New York there were 15 
leading sales managers. I[ used as a 
text “Presidents- Anonymous.” | 
asked the name of the president 0: 
one of our richest and greatest na 
tional manufacturers and not one o! 
the sales managers knew his name 01 
had even heard of him. 

In a great national strike agains! 
one of our greatest corporations th: 
president had nothing to say, and 
throughout the strike I never saw his 
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Special Display Assortment 


counter display case—at no extra cost. 


Number Assortment with Special Display 
Case. 





Deluxe Numbers 


A 3'%,"' stamped and embossed aluminum 
plaque with satin-finished aluminum nu- 
merals and baked black enamel back- 
g-ound. The most popular number. 


9A a 





Roman Numbers 
The standard house number in 3" height; 


; stamped and embossed in pure aluminum 
i or brass with bright finish. Also available 
P in other sizes from '/2" to 6" heights. 








Hy-Caste Numbers 


Stamped and embossed from pure brass, this 
figure looks like an expensive cast brass 
numeral. Very attractive and adaptable 
to any type of architecture. 4" high. 


remax |Toauc 5 





House Numbers: 


Available in assortments with attractive | 


Ask your Jobber for a Premax House | 





| 





Division Chisholm-Ryder Co., Inc. 
4701 Highland Ave. Niagera Falls, N. Y. | 
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name mentioned in the daily press 
once. He was around but no one evet 
heard from or saw him. All nego- 
tiations were made through subordi- 
nates. 

On the other hand, the presidents 
of the unions are on the job, were in 
the papers and were seen and heard 
even if they have to deal with sub- 
ordinates in charge of labor rela- 
tions. 


Seldom in the Ads 


Full-page advertisements about 
strikes carry the name of the corpora- 
tion but seldom the name of the pres- 
ident. People generally believe thai 
presidents have souls even if their 
corporations haven't. 

Recently, a leading retail merchant 
from linois called on me. The busi- 
ness has been in the family through 
generations. I casually asked if he 
was still buying from a certain hard- 
ware jobber. “No,” he answered, “l 
don’t buy anything from them now. 
You see the president of the other 
hardware jobber in the same town 
called on us with his salesmen. We 
became friends and our business just 
drifted to them. I have never mei 
the present president of the othe: 
hardware jobbing house. He never 
called nor was he around when I 
called on his house.” 

A manufacturer recently told me 
while he did a large business with 
the firm he never on his calls 


saw the president of a leading hard- 
ware wholesaler until he did run into 
him at a “room party” at a conven- 
tion, 

A friend of mine recently bougin 
an old house on Long Island Sound. 
He only expected to use it in summer. 
The heating equipment was a warm 
air furnace that only heated the first 
floor. 

Returning home from New York 
one day this friend found the local 
hardware dealer sitting on the porch 
with his wife. He had called and 
sold her on a new steam heating 
plant for the old house—which cost 
$1.500. It was a fine job and my 
friend and his family moved in to 
use the house as a year ‘round home. 

The president should be the cor- 
poration’s greatest asset. As the 
good old selling days return, are our 
presidents to come out of their war 
hibernation, or are we to see a new 
era of “Presidents - Anonymous” 
where corporate functions are carried 
out entirely through department 
heads? 

Maybe the “big brain” can operate 
more profitably in committees, asso- 
ciations, and through special experts. 
Maybe he knows best, and is right 
not to stick his neck out but many 
old timers will miss the close friendly 
contacts with the presidents of our 
large hardware concerns that made 
the game of business more human 
and personal before so many execu- 
tives pulled down the “iron curtain.” 





Studies Market, Changes Plans— 
And Plans Changes to Meet Needs 


(Continued from page 74) 


cleaning needs section. On the 
men’s side of the store sporting 
goods have a more prominent 
place than other lines because 
people know the firm carries com- 
plete lines of tools, Mr. Duvall 
points out. Shoppers in the sport- 
ing goods section next see the 
auto supplies section which in 
turn leads into the tool depart- 
ment. 

Store fixtures which were built 
right on the premises are made 
of plywood and have aluminum 
edging for appearance and pro- 
tection purposes. All sidewall 
shelving throughout the store may 
be easily and quickly removed. 
Islands and tables have removable 
shelving so that different plans 
may be used for varied types of 
merchandise displays. Wide aisles 
and bright illumination of the 
fluorescent type make the estab- 


lishment a magnet for shoppers. 

Attractive though the store is, 
Mr. Duvall is a firm believer in 
advertising as a means of further 
building store traffic. He regularly 
spends on an average of one-and- 
one-half per cent of his gross sales 
for varied forms of promotion. 
Newspaper advertising is used 
from time to time, circular matter 
is sent on various lines to the 
store’s charge account customers 
and book matches are freely dis- 
tributed. 

Plans for future expansion in- 
clude a complete model kitchen 
setup with everything in operation 
for complete demonstrations at all 
times. 

Mr. and Mrs. Duvall operate 
the store, with the assistance of 
salesmen and saleswomen. Mrs. 
Duvall dividing her time between 
selling and office details. 
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Denmark takes no chances with the safety of its 
workers. Not depending upon safety installations 
set up separately, the Danish government bars 
by law the importation of any factory equipment 
which does not have safeguards built in . . . to 
be sure. Wise chain buyers, too, demand built-in 
dependability ... so they insist on Hodell. There’s 
a Hodell chain for every chain job — in homes, 
on farms and in industry—made to do the job, 
and made to give dependable service. For 60 
years the Hodell name has meant unmatched 
staying power in every link, the quality that 


makes a chain buyer say “‘Hodell’’. . . to be sure. 
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To besure... | 
SELL HODELL 
.--to be SURE! 

itelindheedieiaanil & 









To be certain of maximum 
chain sales display Hodell 
chains. Their reputation 
and popular acceptance 
will identify your store 
to your customers as a 
buying center for quality 
merchandise. So sell 
Hodell for their sake 
. and for yours! 
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ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, 


OHIO 
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MODERNIZE YOUR Bon: nl 
BATH MERCHANDISE: 
ROOM . = 6 sy vee a 


faucets, medicine 
chests, towel bars, 
soap dishes, toilet 
seats, sink plungers, 
toilet paper, drain 


=I oe : pipe opener, pipe 

Pd wrench, tank float, 

ae es tank balls, ball 
f 4 cocks, etc. 


(e——5) 
































BACKGROUND: 
Center panel of 
white tileboard or 
painted wallboard. 
Side panels of light 
green corrugated 
material. Cut - out 
letters of dark green 
material. 












































Plumbing Goods, Heaters and 
Stove Pipes for September 


HARDWARE AGE Original Window Display IDEAS 








pn he COLD WEATHER AHEAD 
BUY YOUR OIL 


WINDOW : : A 
MERCHANDISE: : HE TER 

Oil room heaters, : SOON —— 
portable heaters, 7 Int EASY TERMS “T™ 

stove pipe, electric 
bow! heaters, oil LEE, 
cans, asbestos wicks, be 

heater wicks, damp- ; 
ers, flue stops, pipe 
collars, fire shovels, 







































coal hods, pokers. 4 
BACKGROUND: cut 

Center panel of tan (OT ( 
corrugated material j, 

or painted wall- : 
board. Side panels 
of dark brown ma- 
terial. Cut-out let- 
fers of bright red 
material. 
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... “The very soul 







of a product which, aside from 






its beauty, is the measure of 






its usefulness and length of life.”’ 







In Metals, in Craftsmanship, in Performance, in Permanence 






Barrows provides more than quality of appearance 





—in hardware for every type of architectural 






plan. Actually, only as it is selected, installed, and 






then “lived with” can the quality of Barrows be 






fully appreciated—its ease of installation, its 






smooth operation, its durable construction. The 






test of time is the test that tells—in both beauty 






and long life. And for over fifty years Barrows 






Builders Hardware has helped bring more ease in 






home building and greater enjoyment to every- 






day living. That’s why those who know .. . 






See us at the National Builders Hardware Exposition, 
Palmer House, Sept. 8-11, inc. Booth No. 30 


BARROWS 


NORTH CHICAGO ILLINOIS 






1947 
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Frigidaire Home Laundry 


Automatic washer features a washing 
principle known as “Live-Water” action. 
Pulsator affords an up and down wash- 
ing motion, 330 times every minute. 





Machite is said to wash clothes, 
rinses them twice, spins them damp-dry 
and c.eans itself, in less than 30 min- 
utes. Any operation can be started, 
stopped, lengthened or skipped at any 
time. Unit is housed in a one-piece- 
wrap-around steel cabinet, which opens 
from the top, eliminating stooping. 
Washer is finished in porcelain, inside 
and out. Motor and pulsator mechanism 
is sealed and self-oiling. Washer is 
suggested to retail for $299.75. Electric 
ironer is equipped with a foot control 
which affords the operator use of both 
hands while ironing. Open-roll drive al- 
lows both ends open to admit larger ar- 
ticles. 30 in. ironer roll has resilient 
padding to protect buttons. Automatic 
pressure control is included with the 
special switch for high or low-speed 
operation. Ironer is suggested to retail 
for $189.75. Dryer is also completels 
automatic. Washer load of clothing can 
he dried in 20 or 30 minutes or damp 
dried for ironing in 15 to 25 minutes, 
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it is said. Electric heating units fan 
circulated hot air and a_ revolving 
clothes “tumbler” affords a fast drying 
operation. Dryer is suggested to retail 
for $229.75. Frigidaire Division, Gen- 
eral Motors Corp., Dayton 1, Ohio. 


Hoover Cylinder Cleaner 


The Hoover Co., North Canton, Ohio, 
has announced a cylinder type vacuum 
cleaner model, 50. Among the features 
of this cleaner is the dirt ejector. Suc- 
tion end of the cylinder is detached by 
convenient release operated by hand or 
by foot. Cylinder is turned on end 
over newspaper and foot operated lever 
is depressed and released a few times 
shaking loose all dirt. Open end lies 
flush with floor preventing escape of 
dust. Has two handles, one for carrying 
horizontally and one for vertical storing 
or moving. Nozzle slot angle permits 
hose to be inserted without stooping 
and automatic safety catch keeps hose 
from pulling loose. Power switch is 
on top of handle. High speed Hoover 
motor is mounted in rubber and _ the 
fan and air passage system is designed 
for smoothness and quietness. Skids 
are mounted diagonally to each other 
so cleaner slides over carpet leaving no 
track marks. Plastic handles and metal 
body are finished in two tones of brown. 
Cleaner comes complete with a kit of 
cleaning tools, including Mothimizer 
and sprayer. All tools have plastic or 
rubber bumpers to prevent furniture 
marring. Friction joints throughout set 
provide firm fit with no loss suction, 


says maker. 













Storm Door Cover 


Cover converts any screen door into 
a storm door that keeps the cold out. 
Made of heavy, reinforced waterproofed 
kraft paper with a window of Monsanto 


4 
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Vuepak. Large enoug! to cover a 3 by 7 
ft. door it can be cut down for smallet 
sizes. Tacks and moulding for speedy 
installation are included in the roll 
package. Packed in lots of 25 in a self 
dispensing carton. Suggested to retail 
under $1. Central States Paper & Bag 
Co., 2600 N. Broadway, St. Louis, Mo. 


Sink Sines Cotthine 


Paragon Utilities Corp., 50 Van Da.a 
St., Brooklyn 22, N. Y.. has announced 
the combination Paragon sink and 
Kaiser dishwasher. Kaiser non-electric. 
hydraulic working dishwasher, spray 
washes at 70 miles per hour and spin 
dries a dinner service for four in five 
minutes, it is claimed. Combination is 
available in the 48 in. and 66 in. units 
with colorful formica tops. All steel 
undersink cabinets are equipped with 
the usual utility drawers as well as 
ample storage space for containers and 
cans. 
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.T % ABSOLUTELY NOTHING HAPPENS 
ae 9 WHEN THEY CAN’T FIND YOU EASILY 
ra3by7 J ‘ ao ~ 
sitio Ae But when your advertising appears in the 
or speedy ‘yellow pages’ of your Telephone Directory, 
the roll de teal thahe te bi ° — 
ie a allt it's a cinch this happy combination will result: 
iy they'll get your telephone number and you'll 
er 4 ag = , 
suis, Mo. get their business. 
— You see, shoppers everywhere have formed 
a the habit of looking it up in the ‘yellow pages’ 
reqgper when they’re ready to buy the goods or ser- 
SINK an ” e 
n-electric. vices you offer. They’re looking for you . . . 
er want to find you quickly and with 
and spin 
ir in five the least trouble. Why not make 
yet it easier for them? 
All steel 
ped with 
Beg For further information, call your 





local telephone business office. 
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Swanette Cabinet Lavatory 


Swanson Machine Corp., Jamestown, 
N. ¥.. offers a cabinet made of 20-gage 
steel, finished in infrared baked-on 
white ename!. The doors are filled with 


a plastic sound deadening material. 
Two adjustable shelves provide storage 
space for towels, toilet articles and 
cleaning accessories. Handles are 
modern in design with color inlay and 
hinges are semi-concealed. Has two 
towel bars. Sink is white vitreous por- 
celain enamel and is available with 
chain type or pop-up faucets. Cabinet 
is 32 in. high, 20 in. wide, 18 in. deep. 
Base black cnameled with toe space. 
Either how] No. 1042, square basin, or 
No. 1041, round bowl, are available. 
Packed one to a crate, 66 lbs. uncrated 
and 76 lbs. crated. Suggested to retai! 
for 69,95. 


Ebony Pressure Cookers 


Ebony Line pressure cookers are 
made of steel. as it heats rapidly and 
have the black vitreous enamel finish 
hecause it cools rapidly. These two 
factors are designed to produce a 
“Short Time Cycle,” preventing over- 
cooking and permitting fruits, vegetables 
or meat to be cooked just right. It is 
said to exhaust air, raise pressure and 
cool off faster. Chilling in water not re- 
quired. Cookers all have the self-lock- 
ing inside fitting, Flexible cover. Has a 
simple cover release and the gravity- 
actuated pressure control that keeps 
pressure constant. Visual patented pres- 
sure indicator tells the state of pressure 
in the cooker at all times. Pressure- 








imal S MEW 





actuated safety plug provides additional 
protection in case of over pressure. 
There are seven sizes ranging from 20 
qt., suggested to retail for $19.70 in the 
east and $20.70 in the west, to 144 qt.. 
suggested to retail for $11.70 in the east 
and $12.30 in the west. Vischer Prod- 
ucts Co.. 2815 W. Roscoe St., Chicago 
8, Tl. 


White Cross Iron 


National Stamping & Electric Works, 
subsidiary Eureka Williams Corp., 3212- 
3250 W. Lake St., Chicago 24, IIL. is 
offering a White Cross automatic elec- 
tric iron, which weighs 344 Ibs. and has 
an ironing surface of 28.4 sq. in. Bake- 
lite grip handle and temperature dial 
are mounted on cooling fins and an 
overall aerated top shell. Sole plate is 
made from a light-weight hard alloy 
with a life-lasting rod-type heating ele- 
ment cast in it for even heat distribu 
tion. Dial covers off and on and heat 
range indicator and high position for 
heavy linen, nylon, silk, cotton and 
wool. Tron point and sides are beveled 
and the corners, said to be wrinkle- 





proof, are rounded for ease in pressing 
pleats, etc. All-iti-one body shell and 
stay-put heel rest allow for easy up-end 
tilt and handling. With permanently at- 
tached seven ft. cord, it operates on 
AC and is suggested to retail for $10.95. 


Allway Display Card 


Ultra Mfg. Co., and its exclusive rep- 
resentative, John H. Graham & Co., Inc., 
105 Duane St., New York City 8, has 
made improvements on the Allway dis- 
play card. Colorful Master Saw card 
pattern holds six complete saws with 
14 in. compass blades, three extra 12 in. 
keyhole blades and three extra 10 in. 
stub blades. New method of attaching 
the master saws has been devised. Al- 
though secure, it is convenient to remove 
saws by hand by turning the fastener 
in back. Allway handy saw card has 
been improved by bright colors. Through 
a new design saws are arranged hori- 
zontally to make a more effective dis- 
play. Same assortment of six saws and 
six extra blades, pattern #H66 is used. 


Apex Wringer-W asher 
Wringer-type washer is offered by the 

Apex Electrical Mfg. Co., Cleveland, 

Ohio. Chassis and wringer assembly is 





finished in white baked enamel. Tub is 
dome-shaped, 23 in. in diameter with 
splash-proof rolled in edge and corru- 
gated sides. Finished in white baked 
porcelain enamel. Its agitator, with 
three vanes, is made of pressure cast 
aluminum. With a capacity of 8 lbs. of 
dry clothes, the tub is supported on heavy 
gage steel base. All bearing points re- 
inforced. Apex-Lovell wringer has ex- 
tended top to make rolls more easily ac- 
cessible. Has convenient end rest for 
ease of operation. Apex motor is 4 
H.P., heavy duty splash proof, and per- 
manently lubricated according to maker. 
Washer has an 8'% ft. moisture proof 
cord. Model 820-P has self-emptying 
motor driven pump and drain hose with 
swivel nozzle. Model 820-G is equipped 
with 2/3 H.P. Briggs & Stratton gaso 
line engine. 


Roller Skates 


Park City Mfg. Co., Bridgeport, 
Conn., is offering a beginner’s roller 
skate featuring an all metal chassis that 
is adjustable to fit any size child’s shoe. 
It is equipped with metal clamps and 
has solid “safe-roll’” wheels that are 
fixed to the chassis by an axle which 
the maker states won’t come off. Has 
soft corded straps. 
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| With Dow Products for 
Home and Farm A[cZ Today! 
Bridgeport, ; 
1er’s roller Take a good look at the many weed killer markets that for 2-4 Dow Weed Killer, Dow Contact Weed Killer, Dow 
chassis that await you this year! Are you ready to supply the thousands Selective Weed Killer and Esteron 44. They have read 
hild’s shoe. of home owners, the farmers and ranchers, the mainte- about chemical weed killers, talked about them—and 
lamps and nance managers of golf courses, estates, ~tr camps, many have used them. Wouldn't it be good business for 
; that are schools, railroads, highways and cemeteries? you to write or wire for Dow Weed Killer literature and 
gga They are ready to buy! Some are already placing orders discounts—today? 
e on. as 
SOth ¢ Anniversary 1897-1947 
ADVERTISING PUBLICITY MERCHANDISING 
large Dow Weed Killer ads Newspapers and magazines Valuable point-of-sale assist- 
will appear in many publi- everywhere have spread ance is yours for the asking: 
cations this year. Millions the news: ‘'Chemical weed free counter cards, window 
a will see them. killers are easy to use!” banners, newspaper mats, 
“Se i 
. THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN CHEMICALS Ser ae 
- New York © Boston « Philadelphia »* Washingt e Cleveland « Detroit - Chicago «+ St. Lovis TO INDUSTRY AND AGRICULTURE 
Houston « San Francisco «+ Los Angeles «+ Seattle 





Dow Chemical of Canada, Limited, Toronto, Ontario 
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The Line of Champions 
- a champ for sales, too 


New ease in casting... while they 
bring in the big ones, and hold 
them! No wonder NORWICH 
LINES are in constant demand — 
make profits soar! 


BLACK PEARL 


Supreme Silk 
BAIT CASTING LINE 





The world’s finest Bait Casting Line 
.-- holds the world’s record of a 
151 lb. tarpon on an 18 Ib. test line. 
Available in 15, 18 and 25 lb. tests. 


STATESMAN 





Nylon 


BAIT CASTING LINE 





Smoother and smaller than other 
lines of equal test. Gives long life 
in both fresh and salt water. Made 
in nine tests from 9 to 50 pounds. 


ASK YOUR JOBBER SALESMAN! | 


ee 

AYO ITEL 

LINE COMPANY, Inc. 
The Line of Champions 


NORWICH, N.Y. | 




















Smorgasbord Knife 


This knife is hollow ground Swedish 
steel and has a thin, razor edge. The 
blade is stainless, says maker, and is 
available with a wood or plastic handle. 
It is adjustable to desired thinness. 
Ideal for cutting long thin bread slices 
for rolled sandwiches, and for cutting, 
meats, cheeses, cakes, etc. Handle is 
reinforced with stainless steel strip. 
Packaged in colorful gift box and sug- 
gested to retail for $2.00. Harry M. 
Gustafson & Co., Room 1642 Field 
Bldg., 135 S. La Salle St., Chicago 3, Tl. 


‘Intermezzo’ Silver 


National Silver Co., 295 Fifth Ave.. 
New York City 16, offers its latest de- 
sign, “Intermezzo”: in the Danish tra- 
dition. Intermezzo is boldly designed 
and well proportioned, lending dignity 
and beauty to the dining table. Maker 
states that each piece is perfectly bal- 





anced and finished. This design com- 
bines contemporary styling with a 
smooth blend of period and modern fur- 
nishings. 


Tempo Products Hand Tool 


Hand tool utilizing the explosive 
power principle of operation has been 
introduced by the Tempo Products Co., 
402 Perry-Payne Bldg., Cleveland, Ohio. 
Primary function of the Tempotool is 
to speed and simplify installation op- 
erations where it is necessary to attach 








WHATS NEW 


steel to steel or steel to concrete, brick 
or mortar, says the maker. Source of 
power is provided by exploding a car- 
tridge in an enclosed chamber or breach. 
It is claimed that the explosion drives 
a pin or stud through the short barrel 
and into steel with such force that the 
stud is set firmly in the steel. In addi- 
tion to the drive pins, which are used 
mainly for fastening purposes, both male 
and female threaded studs are available 
to accommodate nuts or threaded rods. 
Wide selection of drive pins and studs 
is available. Tempotool is made in two 
models—“22” for light fastening opera- 
tions and the “38” for heavier duties. 








Cartridges of different powder loads add 
to the use of this tool. Shipped com- 
plete in individual kits with all acces- 


sories. Weigh 6 lb. 


Low-Temp. Welding Rod 


A low-temperature welding rod for 
use on zinc-base die castings is avail- 
able in 3/32 in. diameter, round form. 
Rod has a working temperature of 400 
deg. F.; it has a high shear strength 
of 25,000 lb. per sq. in.; and it is 
claimed to give perfect color match. 
Can be used with or without a flux. 
Called All-State No. 53 zinc-base die 
cast rod, it is fine for repairing radiator 
grilles, door handles, hinges, etc. All- 
State Welding Alloys Co., Inc., 96 W.- 
Post Rd., White Plains, N. Y. 


Trap, Skeet Manual 


Western Cartridge Co., East Alton, 
Ill., has issued a revision of the Western 
Trap & Skeet Equipment Manual. 
Manual contains four large folded dia- 
grams which show the constructions of 
trap houses and field layout, layout of 
skeet field and pulling system, skeet trap 
house construction and a multiple skeet 
field layout and construction of com- 
bination house. Also lists equipment, 
tables of parts, adjustment, operation 
and maintenance of skeet and trap 
equipment. Manual is free to officers of 
such clubs or to clubs intending to 
install skeet or trap fields. 
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Westinghouse 'Circlarc' 


Semi-circular fluorescent lamp that 
provides more light than a 50-watt in- 
candescent lamp but consumes only 
about 1/3 the power is introduced by 





the Westinghouse Lamp Division, Bloom- 
field, N. J. “Circlarc” is ideal for table 
and floor lamps, for wall and ceiling 
fixtures, for merchandising displays and 
for interiors where the lamp itself will 
lend decorative aid. Circlarc plus its 
ballast, required to operate all fluores- 
cent lamps off regular lighting circuits, 
will sell for about 1/3 the price of the 
circular fluorescent lamp and its ballast. 
Circlarc is an 18-watt tube curved to 
form a half circle 12 in. in diameter. 
Has a useful life expectancy of 2500 
hours at three hours’ average burning 
for each start. Two-pin plastic base at 
end of the lamp connects it to the elec- 
tric current. Base pins are located 45 
deg. to the plane of the lamp allowing 
pins of two opposing lamps to overlap, 
reducing thickness of two-lamp holder 
to a minimum. 





Peelex Potato Peeler 


Peelex, Inc., 366 Fifth Ave., New 
York City, is offering a home machine 
that peels potatoes, and apples. Spring 
type cutting arm adjusts automatically 
to potato or apple size. Skin is pared 
off close and clean, says maker. Made 
of aluminum, the unit weighs little more 
than a lb. It is operated by placing 
potato on spear, setting cutter in posi- 








tion and turning the handle. Cutter 
moves full length of the object. Machine 
can be attached to table or sink by a 
screw type clamp. Suggested to retail 
for $4.98. Packed in a display box with 
vignettes explaining use. 
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For the Hunting or Fishing spo 

ideal combination of two grea™ 
Sporting Garments for surf fishing OFa 
hunting. The No. 304 Boot Foot Wader, 
popular wader among sportsmen 
everywhere. Made of extra strong doubled 
fabric triply reinforced at seams. Seams 
stitched, reinforced and strapped. Coated 
fabric at inseams and crotch. Boot feet of 


most 


sturdy 


molded heels, and hard toe caps to prevent 
bruises. Boots fashioned on foot shaped 
last for real walking comfort. Roomy inside 
pocket. Drawstring and suspender buttons. 
Entire unit vulcanized after making. 

No. 147 Huntsuit. Completely warm and 
waterproof. Jacket has zipper front, backed 
by V-shaped gusset with bottom eyelet for 
extra waterproof protection. Snap fasteners 
at neck. Breast pocket. Garment made of 
strong fabric, fully vulcanized and with 
raglan style shoulders to assure freedom of 
movement. Parka top flannel lined for face 
and neck comfort. Trousers same material 
with draw string at waist and snap fasten- 
ers at ankles. 


Chicago. Il. 
173 W. Madison St. 





DOUBLE 


= 


yy A FEATURE 





HODGMAN 


Waders 


; Wadewell 
No. 304 


construction with cleated soles, 











RUBBER COMPARY 
FRAMINGHAM, MASS 


New York, N.Y. 
261 Fifth Ave. 


San Francisco, Cal. 
121 Second St. 














HODGMAN 
HUNTSUIT 
No. \47 
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No. 9696 





No. 7696 
With “Baco” 
floor protection - - 
wheel bearings - - a? 
floating ball bearing swivel. 


soft rubber tread for 
‘ self-lubricating 
full- 


. two-level, 


Top quality casters perform perfectly 


... give you your most valuable 
asset—SATISFIED CUSTOMERS... 
and at the same time, more profita- 
ble sales. 


Check your stock of Bassick 
‘‘Diamond-Arrow”’ Casters... order 
from your jobber. 


THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart- 
Warner Corporation. Canadian Div., 
Stewart-Warner-Alemite Corpora- 
tion, Ltd., Belleville, Ont. 














Sell “Diamond-Arrow”" Casters — 
No other quite so fine 

As these steady profit-makers 
Of the famous Bassick line. 





Bassick 





+ 





Outdoor ‘Oven DeLuxe’ 


Hufeld Engineering Co., 228 Main 
St., Peoria, Ill., is offering an outdoor 
oven completely made of cast alumi- 
num. Oven consists of three sections, 
| which are bolted together to form a 
sturdy and attractive design. Aluminum 
| is finished in a polished luster which is 
said to be rust-proof. Oven can be used 
either as a grill or a barbecue. Grill 
slides to the rear and provides access 
to a wheel operated barbecue spit. 
Large grate will burn any solid fuel 
such as wood, coke, charcoal, etc. Can 
be used in lower position for wood or 
in an inverted position which raises the 
grate five in. from the grill for char- 
coal use. Needs no foundation. Flue 
screen affords protection against flying 
sparks and burnt fragments. It can be 
moved to any location. Oven is 32% in. 
long by 45% in. wide at the base and 
32% in. high. Weighs 170 lbs. 
gested retail price is $116.50. 








Sug- 


Plastic Cover-All Seat 


Plastic seat 





designed with curved 


| edge lid which completely covers the 


seat. Made of white polystyrene the seat 
is said to be chip and stain proof. 
Both the cover and the seat are one- 
piece injection molded and a separate 
mold is used for the patented hinge. 


| Hinge has brass supports covered by 


MAKING MORE KINDS OF CASTERS 
... MAKING CASTERS DO MORE 
02 


polystyrene. Plastic Molded Arts, Inc., 
628 Empire State Bldg., New York 
City 1. 


HATS NEW 


Reardon Paint Quiz Book 


The Reardon Co., 2nd & Clinton Sts., 
St. Louis, Mo., has issued a “Quiz” 


question and answer booklet on all 


Reardon products. Thumb tab index sys- 


tem is provided. Includes the following 
topics: Bondex, Bondex Hydraulic 
Waterproofing, Modex, R. W. K. casein 
paint, Plastex, Vintex, Solarite, Quick 
Cresto, Patching Materials, and Sizing 
Materials. 


"New Colonial’ Teakettle 





Wooster, 


Aluminum Co., 
Ohio, is making the “New Colonial” 


Buckeye 


teakettle. Streamlined unit is made 
from triple-thick, 10-gage aluminum. It 
has a broad base for maximum heat 
conductivity. Welded spout is wide for 
easy filling and pouring. Bail handle 
has a palm-fitting black plastic grip. 
Large top opening allows use of the 
whole hand for easy cleaning. 


Masonry Drills 


Complete line of carbide tipped ma- 
sonry drills put up in handy kits and 
boxed sets are offered by Super Tool 
Co., 21650 Hoover Rd., Detroit 13, 
Mich. Kits contain five of the most 
popular size drills and the boxed sets 
contain eight. Both are available with 
drills having either round or Super-Grip 
Hex Type shanks of the improved slip- 
proof design. Included with each kit 
and set is a chart indicating the proper 
size drill to usesin drilling masonry for 
all types of. expansive screws, bolt 
shields, anchors, etc. Extra length drills 
for deep hole work are also available. 
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Waffle Iron : 


“Speed-Bake” 32 volt waffle ifon is 
steel constructed with chrome plated 
finish. Bakes 8 in. waffles in less than 
three minutes, says maker. Nichrome 
elements are imbedded into the grids 
for rapid baking. 


Iron is mounted on 





: 
q 
| 
i 


a chrome plated tray with full length 
wood handles. Tray is 10 by 10 in. 
Speed Bake features heavy duty cast 
aluminum grids, free floating hinge 
and is equipped with cord. Packed in 
individual cartons weighing about 7 
Ibs. Is guaranteed against defective 
material and workmanship for one 
year. Suggested to retail for $16.95. 
Haines Mfg. Corp., 4754 N. Clark St.. 
Chicago 40, Ill. 


Griffith Spice Set 


Smartly styled shelf and convenient 
shaker tops are molded of easy to clean 
Monsanto Lustron. Set includes a com- 
plete assortment of 12 spices and may 
be placed on a shelf or hung in any 
convenient location. Set is available in 
red, blue, green, yellow or black. Plas- 
tic cabinet is made of white Polystyrene. 
Every jar has an air-tight cover which 
keeps the spices fresh. Spices that re- 
quire sifting are equipped with a sifter 
insert under the cap. Variety of spice 
is labeled on the glass. Bottles are made 
of milk-white glass. The Griffith Lab- 
oratories, 1415-31 West 37th St., Chi- 
cago 9, Ill. Suggested to retail for 
$3.95. . - 

‘Skat’ in Display Cartons 

Gallowhur Chemical Co., 250 E. 43d 
St., New York City, makers of “Skat,” 
the insect repellent used in the war, 
is offering the liquid in display car- 
tons. Carton, printed in four colors, 
holds 16 bottles of Skat. Maker claims 
it chases mosquitoes, flies, gnats, and 
chiggers before they can bite. Suggested 
to retail for 43 cents a bottle. 
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he New Tarp With Your 
CUSTOMER’S NAME On It! 


Here’s new sales appeal to win new customers for you! 
Your customer can get his name on his tough, all-weather 
Fulton, to protect it from loss and theft! This valuable new 
service, by Fulton, is no trouble or expense to you. 


Fulton is made double-easy to sell, bright- 
colored reinforcements that give triple strength 
at points of strain, and every thread of the 
tough canvas is pressure impregnated with 
Fulton’s exclusive weather and mildew treat- 
ment. The distinctive eye-catching and long 
service features of these new tarps win new 
customers for you wherever they go. . . There’s 
no other tarp like it. 


Free Advertising Helps 


Write today for full details on this new merchandising plan which is making 
history in tarpaulin sales. Get the profitable dealership in your cominunity for 
Fulton Tarps — there’s a size for every use, a thousand uses for every size. 


| EASY TO SELL 
Gecause \1’S HARD TO LOSE! 



















































FULTON BAG & COTTON MILLS 


NEW ORLEANS 
DENVER 


ATLANTA 





MANUFACTURERS SINCE 1870 
DALLAS 
MINNEAPOLIS 


KANSAS CITY, KANSAS 
NEW YORK 


ST. LOUIS 
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MZ ANDROCK 


SNAP-TOOTH 


LAWN RAKES 


(Pat. Ne. 1621276) 


For use on lawns, golf courses; in 
parks, playgrounds, cemeteries, etc. 
Rugged, durable construction, yet 
lightweight and easy to use. Oil tem- 
pered steel teeth anchored securely 
in frame; can be “snapped” out 
easily for repair or replacement. 


HANDLE SUPPORT 
Extra heavy steel 
support holds handle 
to frame. 


FRAME 

Heavy gauge steel— 
for strength and 
durability. 


REPLACEMENT 
TEETH 

“Snap”’ out easily for 
repair or replacement. 


51” HARDWOOD 
HANDLE 

Securely bolted to 
handle support. 


RIVETED BRACE 
4 heavy rivets hold 
handle support to 
frame. 


nn 


\ SPRING STEEL TEETH 
Oil-tempered, 
flexible—follow 
contour of ground, 












| 


Cat. No. 501 





L SNAP-TOOTH LAWN RAKE 





| 
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Plaracot Towel, Washcloth 


Plaracot Co., 1541 E. 65th St., Chi- 
cago 19, Ill., is introducing a re-usable 
towel and washcloth made of plastic, 
rayon and cotton combination. Plaracot 
also is said to make a fine dusting and 
polishing cloth. By using suds, rinsing 
in water and squeezing it, Plaracot is 
claimed to shed all dirt as it is non- 
porous. Plaracot may be used many 
times and ironed after washing. Towels 
come 18 by 32 in., four to a package, in 
white, pink, yellow, green and blue, and 
suggested to retail for 50 cents. Also 
packed 12 standard size towels, sug- 
gested retail price, $1.35. Washcloths, 
dishcloths or general utility cloths are 
18 by 18 in., five to a package, in the 
same colors. Suggested to retail for 40 
cents. Also packed 12 washcloths, sug- 
gested to retail for 90 cents. Plaracot is 
said to be soft on the skin, and not tear 
or wear easily. 


Anglevel 


Combination level and angle indicator 
made by the R-D Co., P. O. Box 912, 
Flint, Mich., is usable from all four 
surfaces with vials visible in any posi- 
tion with the added features of quickly 
determining angles, slopes, pitches and 
inclines to a high degree of accuracy. 
Numerals on dial facilitate finding the 
relation of angular surfaces to horizon- 
tal and vertical surfaces. Maker states 
it offers everything that the craftsmen 





has not, plus true and rapid measure- 
| ment secured usually through the use 
of other equipment. It is equipped with 
retainers into which vials (2 horizontal, 
2 vertical) are placed and give instant 


readings in these positions. Retainer 
can be inserted, adjusted and locked 
into position in three minutes, says 








WHATS NEW 


maker. It is equipped with a dial indi- 
cator made of clear unbreakable plas- 
tic, calibrated in degrees, 0-360. Frame 
is heat treated aluminum, 16 by 3 by 
%4 in.. weighing about 1 Ib. 8 oz. 








Remington Pamphlets 


Remington Arms Co. and the Peters 
Cartridge Division, Bridgeport, Conn., 
is offering two pamphlets including in- 
formation on the average ballistics of 
every cartridge, small bore and high 
power rifle, or pistol. Also bullet weight 
and style, muzzle velocity in ft. per sec- 
ond, muzzle energy in foot-pounds and 
mid-range trajectory. Information on 
pistol and revolver cartridges also in- 
clude barrel length and power to pene- 
trate % in. pine boards. 


Steak Knive Sets 





Washington Forge, Inc., 4 West 31st 
St. New York City 1, is offering a 
six-piece steak knife set which will 
match the table cutlery sets made by 
the company. The mirror finish stain- 
less steel blades are fully hollow ground 
to maintain cutting edge. Available with 
red or ivory plastic handles. Sets are 
packed in a lined box. Suggested retail 
price of the set is $4.95. Sets of 36 
are packed to a carton weighing about 
72 Ib. 


Pruner Repair Kit 

A repair parts kit for “Snap-Cut” 
Pruner No. 119 is being offered by 
Seymour Smith & Son, Inc., Oakville, 
Conn. Kit consists of a strong parti- 
tioned, transparent plastic box contain- 
ing the following: 1 doz. center bolts 
with nuts and washers, 2 doz. anvils, 
2 doz. anvil screws, 1 doz. springs with 
rivets, and 1 doz. cutting blades. Each 
part is illustrated and a suggested price 
schedule is included in each box. One 
advantage in the use of “Snap-Cut” 
pruners is the fact that new parts can 
easily be inserted to replace those worn 
by long service. 
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A CURTIS PUBLICATION 


No. 1 with FARMERS—RURAL DEALERS—ADVERTISERS 
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Rural hardware dealers know this. Asked what 
rural magazine would be most effective, from an 
advertising standpoint, in helping them sell their 


prospects 
they chose Country Gentleman almost 3 to1 


Advertisers know this. They invest more advertis- 
ing dollars in Country Gentleman than in any 


other farm magazine. 
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Disston Tool Set 

Set of quality wood turning chisels 
for professional or home craftsworker. 
Blades of the eight chisels are made of 
carbon steel and are 6% in. long. 10 in. 
hard-wood handles were designed for 
balance and tireless turning, says 
maker. Eight chisels include a 1 in. 
skew, % in. skew, % in. gouge, % in. 
gouge, %4 in. gouge, % in. spear point, 
% in. round nose and % in. parting 
tool. Weight of set in attractive display 
box is 5% lbs. Set is suggested to retail 
for $13.75. Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


Beautycan, Jr. 

Lincoln Metal Products Corp., 136 
Clifton Place, Brooklyn 5, N. Y., is of- 
fering the “Beautycan Jr.” at the sug- 
gested retail fairtraded price of $3.98. 


+ 


WHATS NEW 





Can is made of rustproof 25 gage Arm- 
co Aluminized steel. Available in white, 


red, blue, green, ivory, black, or yellow 
baked enamel finish. Has a polished 
overlapping aluminum lid, and a 12-qt. 
insert can, said to be watertight. Tip 
toe pedal locks lid in open position, 
and a light touch closes lid. 


Ail Steel Settee 


Stewart Iron Works Co., Inc., Cov- 
ington, Ky., is offering an all-steel settee 
in three lengths; 4, 5, and 6. ft. Called 
the Samson settee, unit has hot-dipped 
galvanized, after fabrication, frame- 
work, with No. 15 gage steel slats, 
painted green, and bolted to the frame 
work with flat, roundhead galvanized 
bolts. Slats have rounded corners. 








Magnet” 
for your 
hardware shop 


Specialists in Household, Maintenance and Personal Brushes Since 1909 


Portable Washing Machine 


“Royal Chef” portable electric wash- 
ing machine is made of heavy gage 
solid aluminum with a baked white en- 
amel finish. It is 19%4 in. high, has a 
15% in. side width and a 15% in. front 
width. Machine weighs 20 lbs. Pow- 
ered by a 1/12th horsepower motor the 
machine, using a rotary drum washing 
principle, will wash up to 4% lbs. of 
clothes in from 10 to 12 minutes. It is 
equipped with a drain and the wash- 
ing drum has two loading compart- 
ments, thereby dividing the load. Sug- 
gested retail selling price is under 
$40.00. Poulsen & Nardon, Inc., 2665 
Leonia Blvd., Los Angeles, Cal. 
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Oil Heaters 
Ure line tt) nuaade bo move 


It’s time now to get down to business, time now 























to give your customers the dollar values they 
want and can recognize. Give them heating 
power in B. T. U.’s that will out-perform all others. 
Give them personal comfort and freedom from 
Give 


them economy in fuel consumption that registers 


care that really touches their daily lives. 


in their pocket-books. Give them year around 


functional service that heats in winter, cools in 


summer. Yes . . . give them Preway heaters ~ 


you can’t give them more. 


Preway Heaters are 
mode in two sizes—with 
a 10 inch and a 13 inch 
Breeze pot burner. 


Major PREWAY Engineering Advantages 








Heatmiser 


Jumbo 
Fuel Saver 


Panel Doors 


Only Preway heaters give you 


this important feature that de- Opening to 180°, these wide 
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livers more heat from the 
same amount of fuel. The long 
fingers of flame rising from 
the burner are caught by the 
= und routed ground 


ion wall 
before r hi the chi y: 
This increased flame travel as- 
sures added heating capacity. 











cabinet doors provide quick 


_and direct radiant heat — are 


most effective and welcome 
when heat is wanted in. a 
hurry, such as taking the 
morning chill off of rooms. 





Weather-Wizard 
Forced Air Unit 


Preway alone has this type of 
forced heated air circulation 
with scientifically designed di- 
rectional grilles to eliminate 
cold spots. it delivers warm 
comfertable air to every cor- 
ner of the house. In sommer, 
the Weather-Wizard tempers 
sweltering heat with a cooling 
breeze. 





« 





Pitan 








Preway Radiant 
Circulating Heater 


Here is a power-house Preway 
vnit that develops over 31,000 
B.T.U.’s per hour. it is equipped 
with all Preway engineering 
advantages: exclusive Heat- 
miser, Breeze Pot Type Burner, 
Adjustable Leg tLeveler, Con- 
stant Level Valve, Hinged Top 
Grille, Removable Corrosion 
Resisting Fuel Tank with Shut- 
off Valve and Strainer and 
Heavy Gauge Sheet Stee! Com- 
bustion Chamber. 


PRENTISS WABERS 
2847 Kyxete)\ PIM ORO BLS re 4-18) 3) 0 oy K Co. 
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Pro-Tex Stove, Table Pads 


Ballonoff Metal Products Co., 1820 
E. 37th St., Cleveland, Ohio, is adding 
three new designs for the Pro-Tex stove 
and table pads. Dutch Colonial is the 
six-color design. It is an early American 
motif in red, green, blue, yellow, orange 
and black on a white enamel back- 
ground that will harmonize with every 
decorative scheme in kitchen and break- 
fast rooms. Available 18 by 20 in. and 
14 by 17 in. Pro-Tex two-color pattern 
in red and black or red and green is 
called “Tea Time.” Features a compo- 
sition of tea pots and posies. “Morning 
Glory” design, Wirthmor series, an over- 
all pattern, is in red or white enamel. 
Claimed not to show finger marks or 
scratches. Latter two designs are avail- 
able in aforementioned sizes and 814 by 
20, 7 by 7, and 7 in. round. All three 
designs have the Pro-Tex construction, 
with heavy sheet steel tops, air cell in- 
sulation, and soft asbestos base. Pads 
protect surfaces against heat and 
scratches. 


Meyer Decals 


Meyercord Co., 5323 W. Lake St., 
Chicago 44, Ill., is offering luminous 
glow in the dark decals for the children 
in colorful circus motifs. Colorful in 
the daytime and brightly outlined at 
night. Also light the way to slumber- 
land with the luminous stars on the ceil- 
ing of the room. Practical as markers 
for light switches. Decals are available 
for marking flour, salt, and sugar can- 
nisters in the kitchen. Double faced, 
duplex decals for glasses are new. “Bot- 
toms Up”—decal cuties help guest re- 
member which is his glass. Suggested 
retail prices range from 10 to 25 to 39 
cents for the decals. Decals are made 
for every room—bathroom, kitchen, 








nursery, etc. Decals are easy to remove. 
Leave a wet compress, white tissues or 
blotter over decal for several hours, 
keep it wet and peel off decal. 


"The Chief" 


Oil-fired water heater called the 
“Chief” has been announced by the 
Mt. Pleasant Heater Corp., 710 S. Oak 
St., Mt. Pleasant, Mich. Completely 
automatic the heater assures noiseless 
operation, says maker, and contains no 
moving parts. Has a baked enamel 
outer shell, which is easily washed. Out- 
standing features are: 7 in. pressed 
steel, gravity type oil burner, 20 gage 
steel outer casing; tank galvanized in- 
side and out with 12 gage shell, 10 gage 
top head: 7 gage bottom; and 10 gage 
flue wall. Also simplified, automatic. 
thermostatically controlled oil valve: in- 
stant action, constant level oil control 








with water temperature adjustment: 
easily released, heavy burner support: 
recovery 33 gal. per hour. Capacity is 
25 or 35 gallons. Uses No. 1 fuel oil. 





Paint Spray Service 
B. F. Goodrich Co., Akron, Ohio, 


describes its hose for paint spray ser- 
vice and the advantages of its con- 
struction in handling oil, paints, lac- 
quers, varnish thinners and synthetic 
enamels, as well as essential data in a 
new catalog leaflet on the subject. 


_WAATS NEW 





Ensign Table Radio 


Garod Radio Corp., 70 Washington 
St., Brooklyn 1, N. Y., is offering the 
“Ensign” table radio, suggested to re- 
tail for $19.95 in the walnut case and 
slightly higher in ivory. Model 5A1 is 
encased in a plastic cabinet 10% in. 
wide, 5% in. high and 4% in. deep. 





The advanced type super-heterodyne cir- 
cuit utilizes four multi-purpose high-gain 
tubes plus rectifier. Built-in loop an- 
tenna is said to assure good reception 
in the remotest areas. Slide-rule dial 
has full standard broadcast calibration 
from 540 to 1650 Kilocycles. Garod 
Alnico speaker is included for wider 
tonal range. Designed for operation on 
105-125 volts, 50-60 cycles, AC or DG 





Masback Catalog 


Masback, Inc., 330 Hudson St., New 
York City 13, has distributed its latest 
Housefurnishing Catalog to those sub- 
scribing to the Catalog Service. This is 
the first such catalog issued since 1941. 
Separate booklet of the retail prices is 
also available. Catalog illustrates and 
describes the main features of each 
item, giving also sizes and specifications. 


Danbury Door Mat 


Rubber Door Mat available in blue, 
green, red or black. Mat has high 
sharp ridges of heavy gage rubber that 
are said to effectively scrape off dirt 
even from the arches of men’s and chil- 
dren’s shoes. Grille construction makes 
mat self cleaning and prevents holding 
of water. Dirt and debris falls through. 
Made in two sizes, 18 by 30 by % in. 
and 24 by 36 in. Smaller mat is sug- 
gested to retail for about $3.75, and is 
shipped 12 mats to a carton, three each 
of the four colors. Shipping weight is 
95 lbs. per doz. Danbury Rubber Co., 
Inc., Danbury, Conn. 
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You know it will. It’s the new compan- 
ion model to the fast-selling Telechron 
Telalarm—a smaller electric alarm at a 








smaller price—as handy for travel as 
at home. In fact, the cost of the Little 
Tel is no more than for an ordinary 


spring-wound clock. 


You'll want plenty on hand to meet 
the demand. Telechron advertising in 
leading national magazines will sell 
this new low-price electric alarm. 





TELECHRON INC., 
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Little TEL is sure to SELL 


Little Tel outdoes conventional alarm 
clocks in important sales points. Be- 
cause it’s electric, it can’t run fast or 
slow. It never needs winding or oiling, 
and the on-the-dot alarm keeps up till 
the sleeper wakes to shut it off. 


In a handsome Telechron design, 
Little Tel has the selfsame, self-starting 
Telechron motor that has been proving 
itself so dependable in all Telechron 
clocks through the years. 


MASSACHUSETTS 








NEW ... LITTLE TEL . . . a handsome new 
Telechron alarm, costing no more than con- 
ventional spring-wound clocks. § 95 
Brown or ivory plastic. Retails at 4 Ples 

Tax 


The first and favorite electric clock 


ELECTRIC CLOCKS 
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MECHANICS 
PLUMBERS 
ELECTRICIANS 
KD Tools yor 
_ EVERYONE 





99 Saw Frame “cuts around corners” with 
short blades—in narrow openings any 
size. Features quick blade changes for 
3, 414, 6, 10, 12” blades. All steel, one 
piece frame. Ideal fer , Electricians, 
Mechanics, etc. Cuts 3 %¢6” deep. 





20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet. Close teeth 
permit short stroke. Box socket construc- 
tion holds screw or nut for starting in 
close places. Sizes 3” to 414” long. 





10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness. 4 
types milled jaws as shown, handles 
knurled. Packed in pocket size roll. 
Handy for Craftsrnen, Modelmakers, 
Electricians, Mechanics, Home Owners. 


5B Tool Kit—good 
universal _ seller. 
Two K-D Pliers 
plus 3-in-1screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered. Not a 
toy. Handy for 
everyone! 
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Write for a description of the K-D Line 


K-D TOOLS © 


K-D MFG. CO., LANCASTER, PA. 








Proctor Toaster 
Toaster which is said to reheat cold 


toast. Oval in shape and designed in 
two-tone chromium, the shell of the 
unit is drawn from a single piece of 
steel, the upper portion of which is 
finished in chromium while the lower 
part has a smooth finish ridge to 
provide contrast. Base and color guard 
knob are of black phenolic resin and 
the handles are clear lucite. Toaster 
has a sliding crumb tray, is fully auto- 
matic and the pop-up type. Maker 
states it will reheat cold toast without 
burning or drying it. Various color po- 
sitions of light, medium and dark are 
indicated by clicks. “Grid-glo” elements 
of “Thermarock” are employed and the 
heavy gage nichrome wire wound on 
the elements is twice as heavy as pre- 
war elements. Mechanical heart which 
contains all mechanism can be removed 
for easy serving while customer waits. 
Toaster operates on AC, 1000 watts, 
and has a 3,000 cycle six ft. cord. Sug- 
gested to retail for $22. Proctor Elec- 
tric Co., Philadelphia, Pa. 


Target & Safety Device 

W. J. Fitzgerald & Co., 1420 Wood- 
ward Ave., Royal Oak, Mich., 
ducing the ‘ ‘BulleTrap,’ ” a box-like de- 
vice constructed so as to act as a target 
holder for practice and a trap or back- 
stop to catch and pulverize bullets. 
Opening at front is 9% in. by 11 in. 
with a slot at the top where cardboard 
or plywood target slides into place, 
thus preventing backsplash. Has sides 
of 14 gage steel and the top and 


is intro- 











WHATS NEW 


bottom plates are of 10 gage steel 
placed at a 70 degree angle, guiding 
bullets to the back panel which con- 
sists of two 10 gage steel sheets. Con- 
struction is designed to completely dis- 
integrate or pulverize bullets. Bullet 
residue drops into a slot and may be 
removed by means of a sliding tray at 
the back of the trap. Finished in black 
crackle, the overall length is 17% in. 
shipping weight 25 lbs. Maker states 
that no pistol up to .45 will make an 
impression on the sheet steel. 








Hansel & Grete! Cookie Set 

Hansel & Gretel cookie set decor- 
ates and shapes in the same operation. 
The polystyrene plastic house, ginger- 
bread man, tree and Hansel and Gretel 
are all in red. Set appeals to both chil- 
dren and grown ups. Inside of box 
cover tells the story of Hansel and 
Gretel and also includes recipes for 


cookies. Suggested retail price of the 


set is $1.20. Packaged 3 doz. to a carton 


whose shipping weight is 17 lbs. Educa- 
516 Fifth Ave., 
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tional Products Co., 
New York City, 18. 


Merchandise Book 


The Reflector-Hardware Corp., West- 
ern Ave. at 22nd Place, Chicago 8, IIl., 
has issued a manual titled, “Methods 
of Merchandise Presentation.” This 
book on merchandise arrangement for 
the novice as well as the expert. It has 
the “Know-How” to help make it easier 
for customers to buy and to simplify 
selling for merchants. Book is available 
for $2.50. 


Gas Motion Picture 

A 16 mm sound-color motion pic- 
ture entitled, “Winning Seals of Ap- 
proval,” has been released by the 
American Gas Association, 420 Lexing- 
ton Ave., New York City, 17. Film tells 
the story of the rigid performance tests 
the modern gas range undergoes before 
meeting the industry’s nationally-recog- 
nized standards of approval. 
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THERE’S PROFIT IN CLOSED DOORS... 
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Door \- CLOSERS 


1. Easily installed. 

2. Closes doors quickly, softly, quietly. 

3. Attractive streamlined design. 

4. Satin aluminum finish. 

5. Heavy cushion spring relieves strain and pre- 
vents injury. 

6. Can be used without change on “in-opening” 
or “out-opening” doors. 

7. Holds doors open, too, if desired. 

8. Attractively boxed ... 24 to carton. 


9. Suggested retail price, $2.75. you can make. 





for Screen, Storm and other Light and Medium-weight Doors 
A door closer is a “put-off"” item. Everybody needs one or more 
... but they forget. So whenever you sell a screen or storm door, 
whenever you sell hinges, or other door hardware, remind them. 
Remind them that they should have Door-Man Door Closers to 
make sure that their doors close automatically and positively. 
Order a supply NOW—from your jobber or DIRECT from factory 
. - . put out a “‘reminder’’ display. You'll be surprised at the sales 
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1. Large barrel. ..1” dia. by 12” long. 

2. More air per stroke. 

3. Attractive chip-resistant finish. 

4. Polished aluminum handle. 

5. Removable plug in handle for safe 
storage of needle valve when not in 
use. 

6. Packed individually in attractive en- 
velopes ... 175 to carton. 


_ AMERICAN SCREW PRODUCTS, 
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YOUR PROFITS 
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FOOTBALL 


There's a ready-made demand for these sturdy, streamlined 
pumps for inflating footballs, basketballs, volley balls, ete. 
And there’s a liberal profit for you, too. Cash in on the uni- 
versal popularity of sports. Juniors, amateurs and profes- 
sionals alike go for these attractive, fast-action All-American 
Inflators. Suggested retail price $1.00 


Order a liberal supply today . . 
them where the fans can see them . 


INFLATORS 


. display 
.. and 


get the profit that comes with every sale. 


INC. 


905 MASSACHUSETTS AVENUE 


INDIANAPOLIS 2, 


INDIANA 
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Bettsy Ann Brideset 


The Moore-Enameling & Mfg. Co., 
West Lafayette, Ohio, is offering the 
“Bettsy Ann Scarlett Brideset.” Five 
utensils most generally used were 
selected from the Bettsy Ann line of 13 
utensils including: one two qt. open 
sauce pan, one three qt. covered pot, 
one combination cooker, one four qt. 
casserole, one complete eight cup per- 
colator with an interchangeable drip 
coffee maker insert. As the diameter 
of the sauce pan and pot are alike the 
cover fits either. Combination cooker 
consists of a two qt. sauce pan, bowl 
shaped for mixing and whipping and a 
three qt. straight side sauce pan. Also 
serves as double boiler. Open or cov- 
ered bake dish for oven or top of stove 
use is provided by the four qt. casserole. 
Maker states as memco porcelain 
enamel is non-porous, natural food 
tastes or aromas are not altered or 
transferred to other foods. Brideset is 
available in three coats, white with 


WHATS NEW 


ebony trim and scarlet with black trim 
having white interiors. 








Gun Cleaning Rod, Brushes 


“Brite-Bore” line of gun cleaning 
rods and brushes is being made by the 
Mill-Rose Co., Cleveland, Ohio. Rods 
are constructed of strong Duralumin. 
This metal is said to neither rust nor 
tarnish and can be used safely with 
ammonia cleaners. Each rod can be 
assembled non-selectively and each 
joint will be absolutely flush. Rods in 
each calibre are combination rifle and 
pistol rods with the aid of the adapter 
tip furnished. Brite-Bore rod has a 
bronze-bearing swivel that provides a 
strong easy-rolling joint between handle 
and rod. Safety stop on the rod per- 
mits exact adjustment to bore-dean- 
ing depth required, says maker. Though 
easily adjusted by finger-tip pressure, 
claimed not to move during cleaning 
operation. Rubber washer protects gun 
muzzle. All brushes and rods have 
8/32 threads. Entire line is packaged 
in boxes of two colors, designed for 
point of sale interest. Rods are en- 
cased in a cloth bag around which is 
wrapped a sheet of bore-cleaning in- 
structions. Phosphor bronze wire, ny- 
lon, bristle and felt bore polishers. 
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: RETAILS AS LOW AS 
New Aluminum 

















Yale Compact Door Closer 


Yale & Towne Mfg., Co., Stamford, 
Conn., is offering the Yale compact 
door closer which is one-third smaller 
than the former models. The bulges at 
the base of the old closer have been 
eliminated in the door closer to be 
known as the “Hipless” compact door 
closer. It has an 180 deg. checking 
range, keeping the door under control 
by means of a rotary piston and con- 
tains one moving part. Flat-ribbon clock 
type spring, aided by the leverage of 
the arms, automatically closes the door. 
Rotary piston, turning on the axis of 
the shaft against the checking oil, con- 
trols the door throughout the full clos- 
ing swing. Maker says because its mov- 
ing parts run in oil, strain and friction 
are reduced. Other features of the unit 
are said to be: Fully controlled clos- 
ing, two-speed adjustment, noiseless op- 
eration and easy installation. Special 
packaging and installation directions are 
available to support consumer sales. 


$722 


\ PRODUCT sy ,) 




































They stop rain, snow, dirt, soot, “smog” and pollen! Permit passage 
of fresh air without drafts! Made in four sizes, all adjustable (two 
sizes will fit 85% of all household windows). 

Good looking, durable—constructed of heavy-gauge aluminum 
and efficient air filters backed with wire screen. A fast-moving, 
= item wherever displayed . . . and colorful product labels 

elp you sell. Write for name of nearest jobber. 


THE F. E. SCHUMACHER €O., HARTVILLE, OHIO 


MANUFACTURERS OF HOUSEHOLD SCREENS AND VENTILATORS 
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NEW [.OUVER-\/ENT 
Quality-built, adjustable louver-type window , 
ventilator with metal panels securely anchor- 
ed in well-seasoned wood 
frame. Available for every size 
window. Louver-Vents retail 5. 
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Teaching Builders' Hardware 
(Continued from page 76) 

studied: Chapters 1—2—9—]10— 

| 12—51—52. 
An interested person studying 
such a course as herein outlined 
| and conscientiously completing 
the work is bound to benefit per- 
| sonally, serve the trade better and 
| elevate the dignity of the profes- 

sion. himself. 

| Let me repeat in closing, “Never May there be sufficient teachers 
has there been a time when the with the knowledge to instruct de- 
need of trained consultants was so serving students to the everlasting 
great. Never has the opportunity benefit of the industry as a whole. 






VLCHEK 


Screw 


for profit, service and satisfaction 
to distributors been so bright as 
it is right now.” 

Intelligent distributors or con- 
sultants do not fear well-informed 
competition. It is the uninformed 
competitor who makes trouble for 
the industry and, most of all, for 






































ROUND BLADES 
BRIGHT FINISH 
HIGH CARBON 
STEEL 


Colored Paper on Tables Helps 
Management Check Housekeeping 
eer to further the cause of 


good housekeeping, at all times, 
Farrey’s, Inc., Miami Beach, Fla., uses 
washable colored paper coverings on 
its tables as a means of checking on 
the progress of its year round com- 
plete cleanings. The checking sys- 
tem began with the covering of ail 
display spaces in the firm’s main 
| store with colored and washable 
paper. To replace the paper it is 
necessary to remove all merchandise 
from it, at which time a different 






color of paper replaces the old shade. 
Thus, at a glance, the management of 
the store can tell just how far com- 
plete housecleaning has progressed 
each day. 

Says W. Vincent Farrey, one of the 
officers of the concern, “And the cus- 
tomers noting the change in color, 
from time to time, feel that some 
thing new has been added even 
though the same merchandise may be 
placed right back on a particular 
table, at which they are looking.” 
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- NATURAL CLEAR 
LACQUER FINISH 








Center Aisle Display Draws Appliance Prospects 


ys STOMERS at Hollister’s Hard- tion for them at the center aisle. 
ware, Waseca, Minn., like the where customers can approach the 









of various kinds in- 
- cluding the popular, 
deep-fluted, clear 
lacquered handle at 
left. Screw drivers 





a . needs. 
They look like a mil- 


- form equally as well. They 
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_ for every customer's 


lion—and they per- — 


SoS 


pratt crate 2 ences 


™ ‘VICHEK TOOL CO. © 3001 EAST 87th ST. 


ser and Feature : 


center aisle display of appliances as 
is evidenced by the goodly number of 
sales made there since the first of the 
year. 

Although many hardware stores 
display appliances along the side- 
walls, this store gets additional atten- 





This type of location puts appliances in 


items on display from two sides and 
view them. Another advantage is 
that with so many appliances to- 
gether in one spot—hot water bottles 
home freezers, washing machines and 
refrigerators, the customer becomes 
interested in more than one article. 
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aie NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
“i Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
\.RE AGE 





AUGUST 28, 1947 115 



























nO 








kKkekkkk 











End Government Control Over Sale, 
Mfg., Possession and Use of Explosives 


Government control over, use of explosives by industry, not 
manufacture, sale, possession,|a single clear-cut case of sabo- 


storage and use of explosives| tage involving blasting materials | 


has been officially terminated | was reported to the Bureau. 
with the affixing of President Control was accomplished 
Truman’s signature to Public! through licensing of both the 
Law 239, passed by the 80th/ makers and users of explosives. 
Congress. During the operation of the fed- 
This action brought to an end | eral controls, more than 800,000 
more than five years of govern-| licenses were issued or re-issued; 
ment supervision under the terms | nearly 26,000 inspection of stor- 
of the Federal Explosives Act, | age places were made over the 
enacted as a major security | period. 
measure soon after declaration Placed in effect originally as 
of war in December, 1941. Ad-|a war measure of 1917, it was 
ministration was carried out by| dusted off and revised to meet 
the Bureau of Mines. requirements of World War II 
It was intended primarily to} and enacted into law on Decem- 
circumvent possible sabotage by | ber 26, 1941, and terminated as 
enemy agents. Despite the wide! of July 25, 1947. 








was associated with Mr. Tholand 
in New York importing Swedish 
steel. 


GREENWOOD, DIST. SALES 
| MANAGER FOR AMERICAN 
CHAIN DIVISION 


for the New York and New, 
England districts of American 
Chain Division of American 





| make his headquarters at 230 
| Park Avenue, New York. 


| 





G. J. ZIMMERMAN 


G. J. ZIMMERMAN IS 
SALES MGR. GENERAL 
STEEL WAREHOUSE CoO. 

G. J. Zimmerman was recently | 
appointed sales manager of the | 
General Steel Warehouse Co., | 
Inc., distributors of steel, Bush- | 
man saws and Swedish and 
Finnish steel hunting knives. 

N. K. G. Tholand, who is ac: | 
tive principally as a member of | 
the board, was elected first vice- 


| as assistant manager for the Pa- 


E. M. JONES EXEC. V. P. 
|; RUBBERSET COMPANY 


Mr. Greenwood has been with 
the company for 16 years, lately 


Elwood M. Jones, Jr., formerly 
vice-president and general sales 
manager of the Rubberset Co., 


cific Coast territories, and prior 
to that was at the Bridgeport, 
Conn.; Philadelphia and Chicago 


offices. | 





HDWE. GOLF ASS’N. 
TOURNEY TO FEATURE 
BARBERSHOP VOCALISTS 
The Hardware Golf Associa- 

tion which is planning its 21st 
Golf Tournament for Sept. 4, 5. 
and 6 at French Lick Springs 
Hotel, French Lick, Ind., has an- 
nounced its entertainment pro- | 
gram for Friday, Sept. 5. The 
Doctors of Harmony, Elkhart. 
Ind., the 1947 International 
Champions of the Society for the | 





Preservation & Encouragement 
of Barber Shop Singing, and 
also the Songfellows of Evans- 
ville, Ind., who were the 1947 
Champions of the Indiana-Ken- 
tucky district of the Society, as 
well as the Hardware Associa- | Newark 5, N. J., has been elected 
tion Quartet, all will contribute | executive vice-president of the 





ELWOOD M. JONES, JR. 


| toward the pleasure of those at-| company. He joined Rubberset 


| will render accordion music. 


Roy E. Greenwood has been | 
appointed district sales manager | 


Chain & Cable Co., Inc. He will | 





president and treasurer of the | 
company. Y. A. Hogsten was 
elected second vice-president and | 
assistant treasurer. Before join- 





ROY E. GREENWOOD 
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tending. Fred Manley, Minne- | in 1937 as California representa- 
sota Mining & Mfg. Co., will give | tive. In 1943 he became assistant 
a solo, and Dr. Arthur Colwell | sales manager in charge of the 
paint brush division and in 1946 
was elected vice-president and 
general sales manager of the 
company. 


STOWE HARDWARE TO 
BUILD WAREHOUSE 

Stowe Hardware & Supply Co., | = == = 
wholesalers, Kansas City 7, Mo., 
is planning to build an addi- | 
tional warehouse on the east 
side of its 150,000 sq. ft. struc- 
ture. The building will be one 
story with an 18 ft. ceiling and 
heavy concrete flooring. It will 
be built primarily for the ware- 
housing and handling of heavy 
and bulk items. The new struc- 
ture will give the company di-| 
rect access to a third railroad. | 
Construction will begin at onc: 
and it is expected to be com- 


pleted early in 1948. 








SPAR-TEX CORP. MOVES 
EXECUTIVE OFFICES 
The Spar-Tex Corp., has moved 
its executive offices from the 
179th St., plant in New York Ree Cnn egeintel te the te 


City, which will continue to func- | ,- : i y 
, t 1 Sil -, New York 
tion to 220 East 134th St. New| cam penn s. hendle ae 


York City, 51. Temporary phone | counts in the New England 
number is MElrose 5-8005. | area, 





ARTHUR FREEDMAN 
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WAA Orders “Freeze” on Its Pipe 
Stocks Used for Watering Livestock 
Repairing and Drilling Water Wells 


Moving to avert an impair- 
ment of food production in the 
Midwest, War Assets Administra- 
tion recently ordered a “freeze” 
on its stocks of pipes used for 
watering livestock and repairing 
and drilling water wells. 

WAA acted in response to a 
request from the Department of 
Agriculture that the pipe stocks 
be frozen and offered immedi- 
ately to distributors and dealers 
serving farmers in Montana, 
Wyoming, North Dakota, Souta 
Dakota, Nebraska, Minnesota 
and Wisconsin where the short- 
age exists. 

The shortage is due to heavy 
demands for pipe in housing and 
other construction programs and 
to withdrawal of certain prewar 
pipe suppliers from the affected 
afea. 


PROCTER IS DIRECTOR 
OF BELKNAP HDWE. 


Russell Procter, buyer of sport- 
ing goods for Belknap Hardware 
& Mfg. Co., Louisville, Ky., has 
recently been elected a director 
of the company. Before joining 
Belknap in 1925, he was as- 
sociated with Boykin Hardware 
Co., Auburn, Ky. He served in 
the buying department, sales de- 





J. A. SHEARER 
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| tucky, 


In its order to zone and re- 
gional directors, WAA said: 
“When any black or galvanized 
butt-weld, lap-weld or seamless 
pipe in sizes 2 inches through 6 
inches inclusive, standard mill 
lengths, appears in any inventory 
within the continental limits of 
the United States prior to the 
close of business October 31, 
1947, it shall be first offered to 
distributors who will serve the 
area of threatened impairment.” 

Distributors must certify that 
the pipe will be resold to farmers 
who will use the pipe solely for 
repair or development of water 
wells or water systems on farms 
in the seven states. 

WAA acted under the impair- 
ment provision of Section 17 of 
the Surplus Property Act of 
1944, 


partment as assistant sales man- 


ager, specialty salesman, and 
salesman in Oklahoma _ and 


Texas. He was appointed buyer 
in 1945, 

J. W. Daughtrey, formerly with 
Marion Hardware Co., Marion, 
Ky., has been named buyer of 
the electrical department suc- 
ceeding Henry B. Heyburn. Mr. 
Daughtrey started with Belknap 
in 1923, and since then has been 
sales representative in several 
areas, was with the house or- 
ganization in charge of mail or- 
der sales, and in government 
sales during the war. 

J. Allen Shearer joined the 
hardware wholesale company in 
1939. He served as order clerk. 
assistant sales manager, traveling 
salesman in South Carolina and 
now is sales manager for Ken- 
succeeding Mr. Daugh- 


; trey. 


U. S. TELEVISION FORMS 
N. J. SALES, SERVICE 
ORGANIZATION 


United States Television Mfg. 
Corp., 3 W. 61st St., New York 








City, 23, has recently formed a ' 


New Jersey sales and service or- | 
ganization with a demonstration | 
showroom at 80 W. Jersey St., | 
Elizabeth, N. J. 

L. Robert Fisher has been ap- | 
pointed service manager for that 
area. Mr. Fisher has been an en- | 
gineer in television for over 10 | 
years. He was formerly a field | 
engineer for the Allen B. DuMont 
Laboratories. 

Joel Goodman was also named 
company sales representative for 
Westchester County, N. Y. He} 
will operate from the main offices | 


in New York City. 





FULTON GEN SALES 
MGR. STEEL PRODUCTS | 
Claude F. Fulton, sales man- 

ager of Steel Products Mfg. Co., 
St. Louis, Mo., makers of Swing- 





CLAUDE F. FULTON 


A-Way can opener and other 
kitchen appliances, has been ad- 
vanced to the position of general | 
sales and advertising manager. 








S & S MFG. COMPANY | 
BUYS KEES MFG. CO. 


The S & S Mfg. Co., has re- | 
cently acquired the F. D. Kees | 
Mfg. Co., Beatrice, Neb. The | 
new officers of the re 
whose corporate name will not 
be changed are: Frank J. 
Stangler, president; George J. 
Schaefer, secretary and treas- 
urer; Arthur B. Burke, vice- | 
president; and Howard E. Lit- | 
trell, assistant secretary. Mr. ' 





FRANK J. STANGLER 


Burke, a practicing attorney in 
Chicago, will not be active in 
the business. 

Except for the addition of new 
products and equipment there 
will be no change in personnel 
or products. Mr. Stangler has 
been production manager of the 
Parisian Novelty Co., Chicago for 
18 years and Mr. Schaefer was 
associated with National City 
Line of Chicago for 10 years in 
a purchasing capacity. 

The company expanded from a 
gun repair shop founded in 1874 
to the making of builder’s hard 
ware, corn huskers, calf weaners, 
garden tools, electric switches and 
meter boxes in addition to metal 
stampings and production tools 


and dies for other manufac- 
turers. The new company has 
restored the hasdware terms of 


two per cent, 10 days net 30 days. 












































R-V-LITE 


rbll- Purpose WINDOW MATERIAL 


































because tt ts 


/ “»re-sold” 
~ by CONTINUOUS 
NATIONAL MAGAZINE 
* & RADIO ADVERTISING 


Advertised Regularl 9 7 
ee Powerful national advertising 


in 
FARM JOURNAL — i ten se 
COUNTRY GENTLEMAN multi-use, low-cost features o 


R-V-LITE. Magazine and radio 
constantly hammer home its 60% 
“Vitamin D” sun ray transmis- 
sion, transparency, protection 
and long life. In homes and on 
farms the country over, R-V-LITE 
sales are easy! 


SUCCESSFUL FARMING 
POULTRY TRIBUNE 


AMERICAN POULTRY 
JOURNAL 


MIDWEST FARM GROUP 


and other national 
consumer magazines 


————arn 7 
eucryAag “aseg 
ee 

POINT-OF-SALE HELP, FREE 


Free Dispensing Display Rack. and 
other material remind folks to buy. 
USE IT! 


‘ 














50 FT. AND 150 FT. 
ROLLS, 36 INCHES WIDE 





Stock up now! 
ORDER FROM 


COTTER FORMS OWN CO. |! 
RESIGNS FROM OAKES 
John M. Cotter recently re- 

signed his position as vice-presi- 

dent and general manager of 





JOHN M. COTTER 





Oakes & Co., Chicago, to organ- 
ize Cotter & Co., a dealer owned | 
wholesale hardware concern that | 
will serve independent hardware | 
dealers in Illinois, Indiana, Iowa, 
Michigan and Wisconsin. 

Mr. Cotter expressed the 
opinion that there is a definite 
ned in that area for an organi- 
zation that will provide a com- 
plete merchandising program 
and give the independent hard- 
ware dealer every service he re- 
quires to operate a successful and | 
profitable hardware store in the 
face of any type competition. Mr. 
Cotter’s broad experience in 
hardware merchandising gives 
him an excellent background to 
ferm such an organization. 

Prior to his association with 
Oakes, he was merchandise man- 
ager of Kelley-How-Thomson Co., 
wholesale hardware dealers, Du- 
luth, Minn. His offices will be 
at 650 S. Clark St., Chicago, at 
present. 





PAUL E. SPRAGUE ASSISTS 
GLIDDEN CO. PRESIDENT | 
Paul E. Sprague, vice-presi- | 
dent, Glidden Co., Cleveland, | 
Ohio has been appointed assis- | 
tant to the president of the | 


company. John P. Ruth, director | 


of the company and _ general | 
manager of its Chemical & Pig- | 
ment Division, and Ralph G. Gol- | 
seth, Chicago, formerly assistant | 
vice-president, were both elected 










OUR JOBBER 
TODAY! 





Manufactured Exclusively by 


ARVEY CORPORATION 


vice-presidents. 

Mr. Sprague, who is also di- 
rector and a member of the com- 
pany’s executive committee, joined 
the company as a chemical engi- 
neer in 1915. He has served in 
almost all divisions of the com- 
pany and as assistant to the 





3470 N. KIMBALL AVE. CHICAGO 18, ILLINOIS 





president will direct the opera- 








tions of the Metals Refining Co, 
Euston Lead and Naval Stores 
divisions. He will continue to 
supervise the merchandising of 
lecithin, hormones and _ other 
products of the Fine Chemicals 
Department of the Soya Products 
Division. 


J. B. LANIGAN SALES MGR. 
EUREKA DIVISION 
John B. Lanigan has been ap. 
pointed sales manager of the 
Eureka Division of Eureka Wil- 
liams Corp., Bloomington, Il, 


| He was in charge of Pacific Coast 


sales operations for Eureka as 
sales manager of the Western 
Division with offices at San Fran- 
cisco. 

Prior to that Mr. Lanigan was 
associated with W. R. Hearst Or- 
ganization and was Detroit man- 
ager for Good Housekeeping 
magazine. Also the resignation 
of George E. Wagner, sales 
manager of the Central division, 
was announced. Mr. Wagner will 
return to his father’s construc- 
tion firm and operate an appli- 
ance business at Austin. Minn. 


KING KUT ADDS TWO 
SALES REPRESENTATIVES 


John Delmar who will cover 
the seaboard states, and Robert 
Charles who is assigned to special 
promotion work in several areas 
throughout the United States 


| have been added to the King 


Kut sales staff. 
Mr. Delmar, cabinet maker and 


| wood carver, has done_ several 


types of work-set construction 
for New York stage hits. He 
will work closely with jobber 
salesmen and demonstrate the 
various sets and tools which 
make up the King Kut line. 

Mr. Charles was assistant sales 
manager for a Toledo, Ohio elec- 
trical equipment manufacturer 
before serving in the Navy at- 
tached to the. supply branch of 
Admiral Halsey’s staff in the 
Pacific. 





JOHN DELMAR 
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Proctor President Claims Economists 
Underrate Weight of Wartime Inflation 





WALTER M. SCHWARTZ 


Walter M. Schwartz, Jr., presi- 
dent of Proctor Electric Co., 
Philadelphia, Pa., stated at the 
company’s first postwar national 
sales convention at Shawnee-on- 





iia 


Gatien: 


WILLIAM S. WILLIS 


WILLIS, MGR. BUYER 
C. M. McCLUNG & CO. 
PLUMBING-HEATING 

William Sexter Willis has re- 
cently been appointed manager 
and buyer for the Plumbing & 
Heating department of C. M. 
McClung & Co., hardware, whole- 
salers, Knoxville, Tenn. 

Mr. Willis started his career 
working for a distributor serv- 
ing in various capacities in the 
construction and plumbing and 
heating departments of the busi- 
ness, He served six years in the 
Navy being discharged as lieu- 
fenant commander. 


HARRY HENKEL BUCKEYE 
CALIFORNIA SALESMAN 


Harry Henkel has been made 


the-Delaware, that the true weight 
of wartime inflation has been un- 
derrated by many business men 


and economists in evaluating 
general business conditions to- 
day. 


Mr. Schwartz further asserted 
that there can be no severe re- 
cession so long as large segments 
of the country such as labor and 
farmers remain prosperous. He 
continued, saying, that however 
we recognize that prices even- 
tually will go too high and when 


companied with some sort of re- 
cession. 

He claimed that the era of 
general prosperity will not cause 
Proctor to change its policy with 
regard to expanding the line and 
that it is the company’s intention 
to remain specialists. The line 
now includes the Never-Lift iron. 
Color-guard toaster, and roaster 
with broiler in the lid. 


eye Aluminum Co., 
Ohio, in the state of California. 
He is located in the 
| Merchandise Mart Annex, 
Francisco. 





DELLON FORMS SALES 


| 
| _ORGANIZATION 

Earl Dellon recently resigned 
| as general sales manager of Para- 
oon Utilities, Inc., to establish 
eo own cross country sales or- 
| 





they drop back they will be ac- | 





Wooster. 


Western | 
San | 


ganization. The company is to 
be known as Ear! Dellon Sales 
Co., with temporary offices at | 











ment as manager of the Chi- 


cago, Ill., offce of R. K. 
Carter Co., 66 Reade St., New 
York City 7, purchasing 


agents, was announced in the 
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July 31st issue. 


A. GOUGH whose appoint- | 


| 22 W. 24th St., New York City. | 





It Pays To Sell 


Moclvce 
SADDLERY HARDWARE 


The name MOLINE on Saddlery Hardware 

means that it is a good product. MOLINE 
Quality products are widely 
known and have given satisfac- 
tion to thousands of farmers for 
many decades. The MOLINE 
line is the best that money can 
buy, and a profitable line to 
handle. 








BRIDLE BITS 
No. 47 Stiff Mouth. No. 


47|/, Jointed Mouth. . Six 
ring. 


inch mouthpiece. 23/4," 






SNAPS 


No. 200 flat spring snap 
with non-corrosive spring. 
/," to ll 


BUCKLES 


No. 167 Loop and Imita- 
tion Roller Buckle. '/,"" 


to 1p". 





Write to Dept. HA-10 for com- 
plete Saddlery Hardware Cata- 
log and prices. WE SHIP QUICK! 


MOLINE 


worRKS 
IRON we 


mo ine, ILUtn 




























































LYNES HEADS OAKES 
FARMITT SYSTEM 
Herbert A. Lynes has been ap- 

pointed director of the Oakes & 

Co’s., new division, the Farmitt 





| 


| 
| 





HERBERT A. LYNES 


System. The marketing and mer- 
chandising organization 650 S. | 
Clark St., Chicago, says this di- | 
vision is devoted exclusively to 
mass distribution of small farm | 
supplies and provides indepen: | 
dent farm supply distributors and | 
independent retailers with the | 
same merchandising advantages | 
and cost factors now enjoyed by 
the chains. The system will in- 
clude from 1500 to 2000 farm 
supply items, exclusive of heavy 
farm equipment, that have been 
selected for quality, price and 
greatest consumer acceptance. 
The independent distributor is 
assigned a territory and he in 











TOP EXECUTIVES OF THE YALE & TOWNE MFG. CO’S., BRITISH DIVISION have 
recently completed an extended visit to the United States to study American methods of 
manufacture and distribution which they can apply in Yale & Towne’s British plant in 
Willenhall, England. They visited each of Yale & Towne’s divisions as well as other in- 
dustries, studying methods of manufacturing locks and builders’ hardware and materials 
handling machinery and equipment. Left to right: A. Douglas Dalton, general superin- 
tendent of the Stamford division, H. G. Ramsell, general works manager of the British 
division, William R. Hoyt, general manager of the Stamford division, A. A. Simpson, 
general sales manager of the British division, and Mark A. Miller, assistant general man- 


ager of the Stamford division. 


120 


turn selects independent retail- 
ers in his territory and assigns 
each a traffic area. A trained 
supervisor for Farmitte head- 
quarters correlates the activities 
of the distributor and the re- 
tailers and assists them in per- 
sonnel training and operating 
procedure. 

Mr. Lynes has been associated 
for 11 years with a merchandis- 
ing organization as a store man- 
ager. He also directed the ac- 
tivities of 206 retail outlets for 
Marshall-Wells, having been with 


| that company for seven years. 


Then for two years he was with 


the N.R.H.A. as_ merchandise 


| manager. 


WESTINGHOUSE HOUSE 
INCANDESCENT LAMPS 
AGAIN AVAILABLE 


The complete pre-war line of 


Westinghouse incandescent lamps, | 
| including decorative as well | 
| non-decorative 
| available in ample quantity with 


as 
types, is again 
minor exceptions. Westinghouse 
Electric Corp., 306 Fourth Ave., 


Pittsburgh 30, Pa. 





MAYTAG CONSTRUCTING 
KANSAS CITY BRANCH 


The Maytag Co.. Nowten, Iowa, | 
is constructing the new Kansas 
City branch headquarters at 1230 
Burlington Ave., North Kansas 
City. The building will house of- 
fices, service department and 
warehouse space, and_ covers 
16,800 sq. ft. of floor space. The 
branch serves Kansas, Missouri, 
Oklahoma and the northern part 
of Arkansas and is under the di- 
rection of Claire G. Ely. 








NEELY DISTRICT MGR. 
SOUTHWEST TERRITORY 
FOR DUO-THERM 


Lawrence F. Neely has been 
appointed district manager for 
the southwest territory for the 
Duo - Therm Division, Motor 
Wheel Corp., Lansing, Mich. He 
succeeds E. M. Crary, recently 
named Duo-Therm assistant sales 


Colorado, New Mexico, Ne- 
| 'braska, Oklahoma, Texas and 
Wyoming. 

Mr. Neely spent six years as 
territory manager at Dallas for 








 : 


| 
| 


LAWRENCE F. NEELY 


the National Cash Register Co., 
and prior to that was branch 
manager for the Allen-Wales 
Adding Machine Co., at Dallas, 
and sales representative for Bur- 
roughs Adding Machine Co., 
Fort Worth. 


manager. The territory includes | 


| Hamilton, Ohio. 














CECIL M. DUNN 


CECIL DUNN DIRECTS 
SALES ESTATE HEATROLA 


Cecil M. Dunn has been ad. 
vanced to the newly created po- 
sition of director of sales and 
advertising of the Estate Heatrola 
Division, Noma Electric Corp, 
Mr. Dunn was 
previously general sales manager, 
assistant sales manager and pro- 
motion manager of the division. 

He is now supervising the ex 
ecution of the enlarged advertis- 
ing campaign for the sale of Es 
tate gas and electric ranges, 
space heaters and farm and home 
freezers. He will also expedite 
the establishment of a new pro- 
gram of sales service. 

The executive offices of the 
company have been transferred 
to the factory at Hamilton. 


GOODYEAR AGAIN MAKES 
RUBBER GARDEN HOSE 


Goodyear Tire & Rubber (Co, 
Akron, Ohio has announced the 
return of garden hose to the 
company’s mechanical goods line. 
Production of three brands is 
now under way and the hose will 
be back on the market early next 
year, 

PENNSALT OPENS PLANT: 
BENZENE HEXACHLORIDE 


The Pennsylvania Salt Mfg. 
Co. has recently completed and 
put in operation a manufactur 
ing unit expanding its produc 
tion of the new insecticide, ber- 
zene hexachloride, at the Ne 
trona, Pa., plant. 








H. H. SMITH, BRANCH MGR. 
U. S. RADIATOR CORP. 


Hanley H. Smith is branch 
manager for the United States 
Radiator Corp., and its Pacific 
Steel Boiler Division, Washing 
ton, D. C. Mr. Smith, formerly 
government representative for the 
company succeeds F. F. Burke. 
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IN NEW YORK’S 


1947 NATIONAL 
HARDWARE SHOW 




















GRAND CENTRAL PALACE, 


“The hardware show-place of the world!” 


PLAN NOW to join the buyers from the four corners of the earth who will pour into New York’s 


Grand Central Palace, “The Hardware Showplace of the World,” in October . 


. MEET THE 


MANUFACTURERS of the newest and the best in hardware, housewares, mill supply, paint, sporting 
goods, automotive, agricultural and garden equipment... SEE, UNDER ONE ROOF, at one time, the 
latest developments and time-tested merchandise—the BEST of every type of product sold through 


hardware channels—all displayed for your convenience by the manufacturer himself . . . 


GET THE FACTS about the hardware picture for 1947 
and 1948—the complete story on prices, products, pro- 
duction, deliveries and conditions in the industry . . . 
FILL OUT AND MAIL the registration coupon at the 
right. Your admission badge which will admit you to 
the exposition without further registration will be mailed 


you. 


NATIONAL HARDWARE SHOW, INC. 


331 MADISON AVENUE, NEW YORK 17, N. Y. 


AUGUST 28, 1947 


You can save time by registering in advance. Fill in and mail this 


registration coupon and your admission badge will be mailed to sou. 
(Please Print) 


SN iiss avkgedou Sea tehns eae Obunebinn (EE Da aecevsisum ugha 
PS SA ddcstingetievenkbiinibbeeds dea eedsenedeterasveskeveiebienseedes 
BS orc ah dp caste Gisavasinaddieesesciiundysbisspedketghi cunasiniwels 
UN ches cudks aban State 


SG: GE. I, eden reese scene swans 
(Please check below the classification of your business) 


C) Retailer (C0 Wholesaler C) Mfr's Agent Cj Dept. Store Buyer 
C) Chain Store Buyer 0 Importer-Exporter (1) Other 
There is No Registration Fee ha-828 
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THE ONLY ELECTRIC HEDGE TRIMMER 
carrying BOTH the Underwriters’ Laboratories 


Label and the Good 
Housekeeping Seal! 


HEDGE 





Notched, bread-knife type teeth in two- 
way cutting blades move back and forth 
The notching 
prevents slipping of twigs being cut. 


in a 1” cutting stroke. 


-KLI 
— 












TO OBTAIN THESE TWO world - respected 
“quality marks” a hedge trimmer must pass the 
most rigid tests for construction, safety and per- 


formance. 


The HEDGE-KLIP is the ONLY electric hedge 
trimmer carrying BOTH approvals. You can 
readily realize what these two mean to you in 


sales, prestige and profit. 


Compare These HEDGE-KLIP Features! 
Longer Cutting Length: hardened tool steel blades, 


with 1414” cutting length. 
Larger, Improved Teeth: 


notched, bread-knife type 


te:th are %” high and spaced 1” apart. 


Quiet Motor: 


continuous duty, dynamically balanced 
Universal motor, 110 Volt, AC-DC. 


Balanced Weight: two full-grip handles give a perfect 
balance for utmost operating comfort. 


No Die-Castings which might be subject to fatigue and 


consequent cracks. 


$44.5 


with usual dealer’s discount. Complete with 


15 ft. Approved Cord, Switch and Plug. 


$49.50 (West of Miss.) With usual dealer’s discount. 





SPECIAL! 





A Limited Quantity of our 1946 
Model HEDGE-KLIPS, with 13” blades, avail- 
able from stock, $29.00 F.O.B. Factory while 


they last. Usual dealer’s discount. 








The HEDGE-KLIP is nationally advertised in magazines 
and newspapers. Folders, mats, etc. are available FREE. 


ACCMATOOL CO., INC. 


102 WEST 101s¢ ST. 


NEW YORK 25, N. Y. 


ACademy 2-9100 
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C. S. BURGESS, JR. 
Left 


Cc. S. BURGESS, SR. 
Right 


oS 





BURGESS TOY SALES CO. 
REPRESENTS KINGSTON 
ROLLER SKATE LINE 


Kingston Products Corp., Ko- 
komo, Ind., manufacturers of ball 
bearing roller skates, has recently 
augmented its sales organization 
with the appointment of the Bur 
gess Toy Sales Co., 70 Houston 
St., N. E., Atlanta, Ga., as south- 
eastern representative. 










C. S. Burgess, Sr., president of 
Burgess Toy Sales, has been asso- 
ciated with the Atlantic Steel Co., 
for 35 years, just recently resign- 


ing his position as assistant sales 
manager. C. 5S. Burgess, Jr., is 
associated with his father in the 
sales organization. A veteran, he 
was discharged from the army 





with the rank of captain. 








KEY RYAN HEADS SALES- 
SERVICE FOR SOUTH 
WIND HEATING UNITS 


Key W. Ryan has recently been 
appointed supervisor of sales and 
service for the South Wind 
“Sealed Heat” residential heat- 
ing unit, it was announced by 
the South Wind division of Stew- 
art-Warner Corp., Chicago. 

Before serving as captain in 
the army engineers for three 
years, Mr. Ryan was with the 
U. S. Engineer Department, Gal- 
veston, as engineer in charge of 
construction for the Austin, Kerr- 
ville, and Midland Municipal Air- 
ports. Previously he was con- 
struction materials testing engi- 
neer for the Pittsburgh Testing 
Laboratory at Dallas, which he 
joined in 1940 after five years as 
junior engineer on canal, bridge, 
highway and building construc- 
tion. 

FRANK AUGUR BUYER 

MGR. SPORTING GOODS 

CENTRAL ELECTRICAL 

Frank Augur, formerly sport- | 
ing goods buyer for the Kruse 
Hardware Co., Cincinnati, 


City. A complete line of alumi- 
numware, cast aluminum and 
other cooking appliances will be 
shown in the new showrooms. 





FOSTER RETIRES AS 
BRANCH MANAGER 
FOR MAYTAG 

Earl R. Foster has recently re- 
tired as manager of the Indianap- 
olis branch of the Maytag Co., 
Newton, Iowa, after 21 years. He 
joined the company in 1926 as 
a house to house salesman in 
Ohio. Mr. Foster is planning a 
moose hunting and fishing trip 
in Canada. Later he will devote 
much time to his hobby of wood- 
working with a set of workbench 
equipment presented to him by 
fellow workers and officials of 
Maytag, at a farewell party held 
in the Hotel Severin, Indianap- 
olis. 

Mr. Foster has been Indianap- 
olis branch manager for 10 years. 
He became a Maytag regional 
manager in 1928, divisional man- 
ager in 1931 and assistant branch 
manager at Indianapolis in 1933. 





wholesalers, has joined Central | 
Electric Sales Corp., Milwaukee, | 
Wis. He is buyer and in charge | 
of the sporting goods depart- 
ment. 

Central Electrical Sales Corp.. | 
wholesale, which travels eight | 
men in the eastern half of the | 
state of Wisconsin, will mer- | 
chandise the complete sporting | 
goods line. 


CRAFTMASTER PRODUCTS 
MOVES QUARTERS 


Craftsman Products Corp., now | 
located at 1472 Broadway, will | 
move to new and enlarged quart- | 
ers at 26 W. 26th St., New York | 








EARL H. FOSTER 
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GLENN C. HALL 


GLENN C. HALL CO., 
WHOLESALERS, FORMED 


Glenn C. Hall, who retired as 
factory representative for the 
Master Rule Mfg. Co., several 
months ago, has organized the 
Glenn C. Hall Co., wholesale 
hardware specialty distributors, 
22 W. State St., Redlands, Cal. 
The company will cover the coun- 
ties of San Bernardino, Riverside, 
Imperial and Orange. The ware- 
house, now being constructed, is 
located at Redlands, Cal. Two 
sales representatives will cover 
the territory. In addition to hard- 
ware wholesaling, the company 
will distribute Master Steel tape 
rules through the United States 
for advertising purposes. The 
rules will be shipped from the 
New York factory to the ware- 
house where name plates will be 
installed, and then reshipped to 
Glenn Hall’s customers. Repre- 
sentatives for this part of the 
business will be located in prin- 
cipal U. S. cities. 

Mr. Hall started as factory rep- 
resentative for Master Rule in 
1932. His offices were located at | 
541 S. Spring St.. Los Angeles, 
and before that at Monrovia, Cal. 





CHARLES B.:O’NEILL 








AUGUST 28, 1947 


.| Brooklyn, 






Charles B. O'Neill, who recent- 
ly resigned as industrial manager 
of the Riverside Chamber of 
Commerce, is sales manager of | 
the company. Mr. O’Neill for- 
merly served in personnel, execu- 
tive and liaison capacities in the 
east and for five years served in 
the Army being discharged as a 
major. 


You can sell home cleavers 














DE LUXE 
HOUSEHOLD 
CLEAVER #861 
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WESTINGHOUSE SPONSORS 

SERIES OF MEETINGS 
SHOWING NEW LINE 
Westinghouse Electric Corp., 
306 Fourth Ave., Box 1017, Pitts- 
burgh 30, Pa., is showing its new 
line of home radio receivers in 
a series of 12 regional meetings | 





































































that make a hit like this: 


for Westinghouse distributors. | 
The program for the series of 


meetings at which more than 125 
distributing outlets will be repre- 


. women will find them tv very rs: will mention 


cal thal: ot snideate of them in a forthcoming column.” . N. Y. Times 
the radio market by Steve Hall. | . .. very useful addition to our kitchens here.” 
associate account executive for . . - Ladies’ Home Journal 


Fuller & Smith & Ross; 
tion of Westinghouse franchise 
policies by L. S. McLeod. 
ager of sales education, and an 
explanation of company service 
and training programs by W. I. 
McKnew, service department 
manager. 

With 19 cabinet variations, the | 
12-model line includes five con- 
soles, five table models, a con- 
solette and a new portable. They 
will range in price from $37 to 
$600. The line emphasizes FM, 
newly designed automatic record 
player, electronic tone arm, spe- 
cial multiple tone controls, new 
accoustical developments and sig- 
nal light dial controls. 


explana- . . . they’re beautiful; shall tell my public about them.” 


Buffalo Evening News 
man- 
*. .. shall be alert to show your handsome cleavers edito- 
rially.” . Better Homes & Gardens 


. . . the new cleavers are very handsome. 
. Chicago Tribune 


. . happy to introduce them to our kitchen and our maga- 


zine. . Gourmet 


Coast-to-coast, household editors agree: The new 
Briddell home cleavers are useful and good-looking. 
These streamlined beauties tenderize meat, mince 
vegetables, butcher fowl and fish, open cartons, chop 
kindling, save knife edges. Mirror-polished blade of 
finest tempered steel; keen, long-lasting Briddell edge; 
one-piece plastic handle in black or red; colorful, 
“come-on” display carton for each cleaver. Order 





NATIONAL SILVER CO. 
HOLDS SALES MEETING 


The National Silver Co., New 
York City, recently held its semi- 
| sane sales convention at the 
| Hotel Pennsylvania in New York 
| City end is conducting its 57th 
anniversary sale. This event is 
| being celebrated by the introduc- 
| tion of special merchandise pro- 
| motions. 

Since all the salesmen could 
not conveniently be brought to 
New York, similar sales meetings 
were conducted in Miami and | 
Los Angeles. A part of each ses- 
sion was devoted to open-forum 
discussions and to merchandising 
and sales-promotion clinics. 








from your jobber. 









SELLING HELPS: National advertising to millions of readers of 
The Post, Country Gentleman, Better Homes & Gardens, Grit. 
Newspaper mats, free, for local newspaper use. Counter Display Car- 
tons—colorful point-of-sale “stoppers’’ showing many home uses; 


goes home with customer. 
































ELITE SALES CORP. 
MOVES OFFICES 


The Elite Sales Corp., manu- 
facturers and distributors of 
plumbing supplies, formerly lo- 
cated at 256-258 E. 98th St., 
N. Y., has moved to 
795-803 Lexington Ave., Brook- | 
lyn 21. 
























INCORPORATED 


Cisfield, Maryland 


FINE QUALITY CUTLERY 
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SERVICE, OPERATION AND INSTALLATION 





..e Another \mportaNtT PART OF 


PEERLESS Follow Through 
FOR THE DEALER! 


The aim of Peerless and its dealers is to keep cus- 
tomers thinking day after day,‘‘I’m glad I bought a 
Peerless Water System’. Here is one way Peerless 
accomplishes this. Peerless supplies its dealers with 
these complete operational manuals for each cus- 
tomer—written for easy reading and understanding. 
The dealer is not troubled with time-consuming 
return calls for minor repairs, and secondly, 
customers stay satisfied through the long-lived, _, 
trouble-free service of their Peerless: they them- 
selves may easily attend normal, minor attention 
requirements of the pump at proper, specified 
intervals. 

This is but one of the phases of Peerless Domestic Water 


System merchandising. Write for full Peerless Dealer- 
ship details! 


2 Outstandingly Different Pumping Systems 


PEERLESS WATER KING 
For Shallow Wells 
Capacities: 

275 to 860 Gals. per Hr. 
Lifts: Up to 20 ft. 


PEERLESS JET PUMPS 
For Deep or Shallow Wells 
Capacities: 

120 to 7500 Gals. per Hr. 
Lifts: Up to 120 ft. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORPORATION 


Factories: Indianapolis, Ind. * Quincy, Ill. * Los Angeles 31, Calif. 


J. R. HUDNALL JOINS 
S. H. KEMP, MFR’S AGENT 


James R. Hudnall has recently 
joined S. H. Kemp, manufactur- 
ers’ representative, Dallas, Tex. 
Mr. Hudnall, a graduate of the 
Colorado School of Mines, has 
recently been discharged from 
the navy after serving three years. 
Mr. Kemp has completed a train- 
ing course at each of the follow- 
ing companies which are repre- 
sented by Mr. Kemp: Casement 





brewer and the Cory model DEG 
electric coffee grinder. The two 
units together with a supply of 
whole bean coffee, a Cory 
measuring cup and safety stand 
for glass supper bowl are pack- 
aged in a plush lined, fitted 
leather traveling case. Closed for 
transit, the case measures 8 by 
12 by 14 in. and weighs 15 lbs, 





H. B. IVES CO. OFFERS 
CAST ALUMINUM HDWE. 





| in Toledo, Ohio. for Poloron | 











Hardware Co., Champion Hard-| H. B. Ives Co., New Haven, 
ware Co., Ferry Cap & Set Screw} Conn., has announced a moder- 
Co., Glynn Johnson Corp., Mc-| ately priced hardware line made 
Kinney Mfg. Co., Norton Door} of cast aluminum. At present 
Closer Co., and Vonnegut Hard-| production has been started on 

| coat and hat hooks, sash fasten- 
——. |ers, door stops and bar sash 


POLORON APPOINTS | lifts, The Ives aluminum hard- 
DON ROSE SALES REP. | ware is available in various 


| finishes, brass plated, bronze 

Poloron Products, Inc., New plated, burnished aluminum, 

Rochelle, N. Y., has appointed | nickel plated, bright, dull and 
Don Rose Associates, 2011 Park | black. 

Ave., Detroit 26, Mich., sales 

representatives in Michigan and | 


ware Co. 


. ABBY BEST FIELD REP. 
FOR BRONX HARDWARE 
| Abby Best, formerly in the 


telephone order sales division, 
CORY CORP. ADOPTS has been advanced to a field 


NEW DEMONSTRATION KIT | 165 representative for the 


Cory Corp., manufacturers of | Bronx Hardware & Supply Co., 
Cory glass coffee brewers and |Inc., industrial supply distribu- 


products. 


| Fresh’nd-Aire Circulators, 221 N.| tors, 145th St., and Third Ave. 


LaSalle St., Chicago, 1, Ill., has | New York City. 


designed a _ product-demonstra- Mr. Best has been with the 


tion kit for its territory man-| company for almost two years. 
agers. He served as a first lieutenant in 

Kit consists of the Cory model | the AAF ground forces during 
DEA, domestic automatic coffee | the war. 














A. W. CONLEY, PRESIDENT OF THE COROAIRE 
HEATER CORP., CLEVELAND, was host to the merchan- 
disers and industrial leaders from the Oklahoma Industrial 
Train aboard his motor yacht, the Silverswan when they 


| visited Cleveland. Coroaire and its wholly-owned subsidiary, 


Hot Boy, Inc., also in Cleveland, are both manufacturers of 
gas heating equipment. From Oklahoma were Tom McDer- 
mott, owner and president of Tom P. McDermott, Inc., Tulsa, 


| distributors, John Kunkin, originator of the Oklahoma In- 
| dustrial Train; P. V. Root, executive of the Oklahoma Natural 
| Gas Co.; Dr. C. J. Pontius, president of Tulsa University; Dr. 


Henry S. Bennett, president of Oklahoma A. & M. University; 
Frank Sewall, president of Liberty National Bank, Oklahoma 
City; William Michaels, vice-president of First National Bank 
of Tulsa; and Frank Wooten, president of First National Bank 
of Loabel, Okla. Representing the two gas heating equipment 
company’s were Mr. Conley; Gordon Berry, vice-president 
and director, Byron Kuth, secretary and director; Edward D. 
Jackson, sales manager and Car]! Breitenbach, assistant to the 
president. The train visited the principal cities in the north- 
eastern part of the U. S., and exhibited materials and facts 
about the opportunities existing in Oklahoma. 
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THOR AUTOMAGIC WASHER WINS SHERWIN-WIL- 
LIAMS AWARD FOR ENGINEERING EXCELLENCE, at the 
Mid-American Exposition held in Cleveland recently. Made 
by the Hurley Machine Division, Electric Household Utilities 
Corp., Chicago, the washer received a medal and scroll pre- 
sented to John R. Hurley, president, Hurley Machine Division 
by Charles M. Lemperly, vice-president of sales, Sherwin- 


Williams Co. 








THOLAND 1st VICE-PRES. 
TREASURER GENERAL 
STEEL WAREHOUSE 


N. K. G. Tholand was recently 
elected first vice-president and 
treasurer of the General Steel 
Warehouse Co., Inc., Chicago. Y. 
A. Hogsten was elected second 
vice-president and assistant trea- 
surer and G. J. Zimmerman, sales 
manager. 

Active mainly as a member of 
the board, Tholand’s offices are 
located in New York City. Mr. 
Hogsten was associated formerly 
with Mr. Tholand in New York 
importing Swedish steel. Both 
Mr. Hogsten an] Mr. Zimmerman 
have been with Gensco for eight 
years. 

S. PARKER HDWE. MFG. 

ADDS FACTORY BLDG. 


S. Parker Hardware Mfg. 
Corp., 27 Ludlow St., New York 
City, has recently added a mod- 
ern brick building adjacent to 
its present property, which will 
be devoted to the manufacture 
of showcase and builders’ hard- 
ware specialties. 





AQUATIC LINE ADDED 
BY HEALTHWAYS 


Healthways of Hollywood, 1360 
E. 16th St, Los Angeles 21, Cal., 
has recently added a complete 


1947 








line of aquatic equipment to its | 


line of sporting goods items. The 
new line features the Webby 
Swim Fin, the Aqua-Vue deluxe 
goggles, Aqua-Vue Dive Mask 
and the Cummings speed swim 
glove. 

ROUND MARKS 60 YEARS 

IN CHAIN INDUSTRY 


The 60th anniversary of his | 


entry into the chain industry was 
celebrated recently by Eli Round, 
fire weld superintendent and 
member of the board of the 
Cleveland Chain & Mfg. Co., 
Cleveland. 

As a testimonial to Mr. Round, 
100 company officials and guests 
attended a dinner at the Wade 
Park Manor, Cleveland. Honors 
were shared by Mrs. Round as 
the Rounds were also marking 
their 50th wedding anniversary. 





CAINE STEEL COMPLETES 
NEW WAREHOUSE 


Caine Steel Co of California, 
Emeryville, has recently com- 
pleted its first new warehouse at 
65th and Hollis Sts., Emeryville, 
The new facility, a completely 
integrated steel service center, is 
68,000 sq. ft., housing shearing 
machines, planagraph cutting 
cables and slitting and roller 
leveling equipment. 





| 
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Sell the BIGGEST VALUE 
KILLERS... RODAN 


The Only Rat Killer with Both 
DuPont ANTU and the Scientific 
WALSH 16-Ingredient RAT BAIT 





You will sell more RODAN than any other 
rat killer, make MORE PROFIT, and have 
more satisfied customers. Why? Because 
RODAN, and only RODAN, contains 
DuPont ANTU (advertised on Cavalcade 
of America network radio program) and 
the sensational WALSH 16-Ingredient 
Bait rats can’t resist. A package which con- 
tains enough ready-to-use RODAN to kill 
a thousand rats sells for only $1.00. Labo- 
ratory tests show RODAN safe around 
animals and poultry—sure DEATH for 
rats. You’re protected by $100,000 to 
$300,000 product liability insurance. Call 
your wholesaler for RODAN right now 
or mail coupon for complete profit story. 








in NATIONAL , 


MAGAZINES, 


NEWSPAPERS, “a. 


FARM PAPERS 
and 
on the RADIO 


ae ee 


NAME 
ADDRESS 


JOBBER 


More SALES * More PROFIT 


Rodan comes to you in dry, 
kibbled form ready to use. Rodan 
is easy to use and easy to sell. 
It’s preferred by thousands who 
are using it to rid their premises 
of rats and mice. Rodan is the 
leading, nationally advertised 
rodenticide that is bringing 
greater profits to hardware 
dealers. You will see Rodan 
advertised in the nation’s top 
consumer magazines, farm 
papers, newspapers and hear 
it on the radio. 







| WALSH LABORATORIES, Inc., 525 W. 76th St., Chicago 20, Ill. 


I want to get my share of RODAN Profits. 
Send me your big Profit Deal. 
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ROYAL M. BASSETT, GENERAL MANAGER OF THE 
CORBIN CABINET LOCK DIVISION, and vice-president 
of the American Hardware Corp., New Britain, Conn., pre- 
sents a 35 year service pin to Robert M. Cruise, general 


sales manager. 


Mr. Cruise started in the order department 


in 1912, progressed through various departments of the fac- 


tory and then went to the sales department. 


He traveled 


several territories for many years, successfully building up 
the midwest business and was appointed manager of the 
New York office. He returned to New Britain as industrial 
sales manager before his promotion to his present position 
of general sales manager, which he has occupied since 1941. 


JOS. COSGROVE SILEX 
SERVICE MANAGER 


Joseph P. Cosgrove has b en | 


appointed service manager for 
The Silex Co., Hartford 2, Conn. 





JOSEPH P. COSGROVE 


Mr. Cosgrove, who has been af- 
filiated with the Silex service de- 


partment for several years, now | 


has overall supervision of the 
selection and operations of more 
than 50 service or repair stations 
strategically located throughout 
the ntry and handles all cor- 
resohdence relating to these ac- 
tivities. 

The company requests that all 
repair work on Silex products be 
referred to the appointed service 





stations and not be attempted |) 





any persons unauthorized to per- 


form this work. 


EUREKA DIV. EUREKA 
WILLIAMS FORMS 
EXPORT DEPARTMENT 
The Eureka division of the 
Eureka Williams Corp., Bloom- 
ington, Ill., has organized an ex- 
port department including order, 
service and forwarding divisions 
capable of handling business in 

all parts of the world. 

Harry A. Dineger, who re 
cently returned from an extensive 
exploratory trip to Europe, will 
be export manager with head- 
quarters in the Empire State 
Bldg., New York City. The 
Eureka division produces home 
cleaning systems including up- 
right and tank-type vacuum 
cleaners with attachable clean- 
ing accessories, cordless electric 
iron and an electric “Dispos-O- 
Matic” for eliminating waste 
food. 


HARRY BELL FORMS 
DISTRIBUTING CO. 
Harry E. Bell has resigned 
from his position as general sales 
manager for the American Steel 
Wool Mfg. Co., Inc., which he 
has held for 12 years, and is 
organizing the Harry E. Bell & 
Associates, which will act as 
manufacturers’ sales representa- 
tives in the Sanitation and floor 


| 


| 








maintenance supply field. The 
company will cover the hardware, 
paint, janitor and restaurant sup- | 
ply houses in the eastern market. 


FLOSTRGY E. SALES MGR. | 
VACULATOR COMPANY 


Alfred E. Flostroy has recently | 
been appointed eastern sales | 
manager of the new sales office | 
in New York City which Vacu- 
lator, Hill-Shaw Co., 311 N. Des- 
plaines St., Chicago has opened 
at 40 East 34th St. 

Mr. Flostroy’s extensive ex: | 
perience in creating merchandis- | 
ing ideas for several housewares | 
manufacturers including Spark- | 
let devices, is expected to in- | 
tensify Vaculator’s educational 
and training program for dis- 
tributors and_ retailers. His 
eastern staff will include, Tom 
Ward, manager, New York City 











ALFRED E. FLOSTROY 
sales, Bob Chambers, New En- 
gland sales, Charles O’Connor, 


Philadelphia sales, and John 
Strom, New York state sales. 





ROBERT S. BLAKE 


ROB’T. BLAKE G. E. 
APPLIANCE SERVICE 
DIST. SUPERVISOR 

Robert S. Blake has been ap- 
pointed appliance service super- 
visor of General Electric Co’s., 
southwestern district. He joined 


ithe Bridgeport, Conn., organiza- 


tion last year as representative in 
the Pacific district. 


OLSON IS SALESMAN 
U. S. TELEVISION 


Richard C. Olson has been re- 
cently appointed sales represen- 
tative in Los Angeles, Cal., for 
the United States Television Mfg. 
Co., 3 W. 61st St., New York 
City. The Manhattan district will 
be covered by Charles W. Koehn 
operating from the main offices. 
The company is gradually in- 
creasing its sales distribution sys- 
tem on a national scale. Televi- 
sion units made by the company 
are now operating in 13 states 
and Washinzton, D. C. 














THE FIRST COLEMAN OIL- 


Sheldon Coleman, executive vic 
ager, Dean Olds, chief design 


BURNING FLOOR FURNACE 
TO COME OFF THE ASSEMBLY LINE of the company’s new 


factory unit in Wichita, Kan., is examined by, left to right: 


e-president and general man- 
engineer, major appliances, 


Carl L. Burrows, manager, central division; Sam B. Keefer, 
president, Independent Appliance Workers Union, and Clar- 
ence Coleman, vice-president in charge of manufacturing. 
The new plant adds over two and a half acres, of manufac- 
turing space to the company’s facilities. 
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Tools of quality 














BLAKE 
KE G. E. 
Right now is none too early to prepare for your craftsworker customers De Lune cip 
» has been ap- ; Wis denen CULAR SAWS 
service super- who will soon be calling on you for new tools... particularly tools sraile Of ‘the ame Dae. 
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DISSTON Be Z 
NARROW BAND saws 
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be in greater demand than the three featured in the Disston September 







advertisement shown here. Each tool represents quality of the highest 







degree . . . Disston quality, which means finest steel, expert workman- 
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ship and dependable tool performance . . . plus long life and economy. 


When you show your customers Disston Circular Saws, Band Saws 
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Made of the same Disston Steel 
and with the same care and precision 
as the famous Disston Circular 
Saws used by leading lumber mills. 
Cross-cut, Rip, Flat-ground Com- 
bination and Hollow-ground Com- 
bination ... each in 6", 7”, 8” and 
10” sizes. 


Made of Disston Steel for tough- 
ness, temper and long life. Blades 
are straight and true. Teeth are 
correctly set, and have proper pitch, 
spacing and gullet room to assure 
fast, easy, smooth cutting. Their 
high flexibility withstands constant 
strains and bends in operation. 
Remember! These saws are made 
especially in 25 gauge for home 
workshop service. 





DISSTON Wood 
Turning Chisels 


These high quality chisels and 
gouges are made of fine tool steel, 
hardened and ground with the cor- 
rect bevel; and highly polished. 
8 chisels supplied in set—the finest 
set ever offered the professional 
or home craftsworker. 


HENRY DISSTON & SONS, INC., 854 Tacony, Philadelphia 35, Pa., U.S.A. 


AUGUST 28, 1947 
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ee. choice of 
good workmen 


Among men who know good tools, there 
is no substitute for quality. That’s why 
wherever you find linemen or electricians 
—mechanics or radio repair men—you'll 
find Klein Pliers. 

Klein Pliers have the proper balance .. 
just the right spring to the handles to prevent 
tired hands... a fitted hinge that keeps jaws 
perfectly aligned ... carefully matched knives 
that stay keen. 

The Klein line includes pliers for every pur- 
pose. Keep these quality tools on your want 
list—your jobber will fill your order as soon 
as possible. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., New York 









A copy of the Klein 
Pocket Tool Guide, 
4 showing the Klein line 
, and containing valuable 
* tool information, will be 
sent on request. 






Since 1857 


KLEINex & Sons 
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J. CLARKE COIT 


J. CLARKE COIT 


J. Clarke Coit, 75, former 
chairman of the board of the 
General Househild Utilities Co., 
makers of electrical appliances 
and radio receiving sets, Chicago, 
died recently in St. Petersburg, 
Fla. 

Mr. Coit was at one time presi- 
dent of the United States Radio 
& Television Corp., Chicago. 
Then upon the merger of the 
latter company with the Grunow 
Corp., he became chairman of 
the board of the General House- 
hold Utilities Co. He was also 
associated with the former Sim- 
mons Hardware Co., St. Louis, 
wholesalers and the Remington 
Arms Co., Bridgeport, Conn. 


MALCOLM G. CAMPBELL 


Malcolm G. Campbell, 74, 
president and chairman of the 
board of the Kelsey Wheel Co. 
Ltd., Windsor, Ont., Canada, died 
recently. He had engaged in the 
wholesale hardware business in 
Detroit from 1890 to 1906, and 
joined the Kelsey company in 
the latter year. 

He became president of Kelsey 
in 1927. He was also president 
and a director of the Western 
Ontario Broadcasting Co., and 
vice-president of the Borde 
Chamber of Commerce. 


LUCIAN L. KAHN 


Lucian L. Kahn, former vice- 
president and treasurer of the 
Estate Stove Co., Hamilton, Ohio, 
died Aug. 5 in his home in San 
Francisco. 

He had been active in the busi- 
ness until January, 1947, when 
the company was sold to the 
Noma Electric Corp. 





ANDREW A. KRAMER 


Andrew A. Kramer, 82, 
founder and president of the 
Columbian Steel Tank Co., Kan- 
sas City, Mo., died recently at 
his home in Kansas City. He 
founded his company in 1893 on 
eight dollars capital as a steel 
stock tank manufacturing shop. 
From this beginning the busi- 
ness and industrial strength of 
Mr. Kramer grew until a gen- 
eration later he employed more 
than 750 workers to supply all 
the states and all except 13 for- 
eign countries with sheet metal 
products. He was an inventor in 
his own right, having on record 
in Washington more than 250 
patents. With the coming of the 
motor car he developed safety 
appliances for gasoline-hauling 
tanks. He also developed the 
bolted tank and the floating deck 
for oil tank safety. 

His only real hobby was flow- 
ers and each morning when he 
arrived at the offices he would 
bring flowers from his conserva- 
tory for office desks. He gave 
$70,000 for the building of the 
St. Louis Catholic school and 
paid the tuition of workers for 
courses in any school directly or 
indirectly connected with their 
work in the organization. Mr. 
Kramer was a member of the 
American Society of Mechanical 
Engineers, the Knights of Colum- 
bus, and the St. Vincent de Paul 





ANDREW KRAMER 


Society. He is survived by 4 
daughter and two sons, Joseph 
Kramer, general manager of the 
company, and W. F. Kramer, 
general superintendent of the 
company. 
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RUSSELL W. CAMFIELD 


RUSSELL W. CAMFIELD 
Russell W. Camfield, 47, 


founder and president of the 
Camfield Mfg. Co., makers of the 
Camfield Automatic Toaster, 
died August 8th after suffering 
a heart attack at his home in 
Spring Lake, Mich. 

Mr. Camfield organized the 
Grand Haven firm in 1937. The 
company manufactures, in addi- 
tion to toasters and trays, the 
“Fluor-O-Shield” louvre for fluo- 
rescent lamps and a variety of 
laminated wood constructions. 


CHARLES FOWLER 


Charles Fowler, 81, who oper- 
ated Fowler’s hardware and farm 
tool store in Yorktown Heights, 
N. Y., since 1891, died recently. 


BERLANG TRADING CO. 
EXPORTS TO CHINA FOR 
ANCHOR FENCE POST DIV. 


Berlang Trading Co., Inc., New 
York City has been appointed 
export representative in China 
for Anchor Fence Post Division, 
Anchor Post Products, Inc., Bal- 





| JOHN REIFSCHNEIDER 


John Reifschneider, president 
of the Reifschneider Paint & 
Glass Co., Omaha 2, Neb., died 
recently at an Omaha hospital. 
Mr. Reifschneider has been ac- 
tively engaged in the paint indus- 





try since 1909. He, with two sons, 
Leland R. and Marvin S., estab- | 
lished a paint manufacturing 
company in Omaha in 1925. 

His hobby was the Omaha | 
Masonic Home for Boys of which | 
he was a board member for many | 
years. | 


L. R. CRAGO 
L. R. Crago, manager of cut 
nail sales and general manager 
of the LaBelle Works of the 
Wheeling Steel Corp., Wheeling, 
W. Va., died at the Ohio Valley 
General Hospital in papal 
August 11th. He had served more 
than 49 years for Wheeling and 
predecessor companies and was 
well known as a pioneer in the 
cut nail trade. 


BION C. PIERCE 


Bion C. Pierce, 83, operator of 
the Pierce Hardware Co., Taun- 
ton, Mass., wholesale and retail 
hardware dealers, died in his 
home at Taunton. He had been | 
a director of the New England | 
Hardware Dealers’ Association 
and a trustee of the Taunton City 
Investment Trust. Mr. Pierce was 








active in civic and Masonic 
affairs. 
checked. Installations are in- 


spected later so it is certain they 
conform to FHA and health de- | 
partment requirements. 

For individual water supply, a 
type of well is usually required. 
The well can be one of several 
types provided it is located and | 








timore, Md. 


FHA STANDARDS FOR 
INDIVIDUAL WATER | 
SUPPLY-SEWAGE DISPOSAL | 


In cooperation with state and | 
local health authorities, the Fed- | 
eral Housing Administration has | 
developed standards for the in- | 
stallation of individual water-sup- | 
ply and sewage disposal systems. 


| constructed to avoid contamina- | 


tion and will assure an adequate 
supply of safe water. In addition 


| to a pump a water pressure tank 


of adequate capacity must be 
nrovided. | 

EEI PUBLISHES GUIDE | 
TO SELECTION OF | 
SALES PERSONNEL 


Edison Electric Institute, 420 | 





Septic tank designs are checked | Lexington Ave., New York City | 


for adequate detention periods | 
and sludge storage space. Results 
of soil percolation tests measur- 
ing soil permeability are studied 
to determine the seepage area 
necessary to obtain satisfactory 
disposal of the septic tank efflu- | 
ent. 

Location of individual sewage 
disposal system in relation to lot 
contour, dwelling and the well is | 





17, has published a guide to the 
selection of sales personnel. The | 
manual 
method for selecting and placing | 
salesmen based on a uniform pat- | 
|} tern being developed from the | 
many procedures originated by | 
trade associations, schools and | 
business organizations. The book | 
is available from the above ad- 
dress for 75 cents per copy. 





outlines a suggested 


WITH THE 


TOP LIN fie 1300 


The TOP LINE Mode] 1300 electric room 
heater gives your customers more heat 
faster—and at lower cost! Gives you a fast 
turn-over and quick, sure profit. Be ready 
for the first cold snap. Write for catalog 
sheets, prices, and discounts; and stock up 
on this safe, good-looking TOP LINE profit- 
maker. 





Address: Dept. H 


TOP LINE 


TRADE - MARK WEG. U.S. PAT. OFF, 


HOME APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 








Pioneers in Electrical Appliance Manufacture 
in the Tennessee Valley 
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GEORGE W. CLEAVELAND | 


CLEAVELAND SALESMAN | 
FOR UNION FORK & HOE | 


George W. Cleaveland has re- | 
cently been appointed sales rep- | 
resentative for The Union Fork 
& Hoe Co., Cleveland, Ohio, in 
the southern and _ southwestern 
states. | 

He will represent Union in | 
much of the territory formerly | 
covered by the late J. W. Mc- | 
Greevy. He is well known to the 
trade in that area, having called | 
on the hardware distributors | 
there for the past 20 years. 


11 ACC LEE 


BALLONOFF HOLDS SALES 
MEETING ON FARM 


The annual sales meeting of 
Ballonoff Metal Products Co., | 
Cleveland, was held recently at 
the Ballonoff farm near Aurora, 
35 miles from Cleveland. The 
men slept and ate on the farm 
during the week-long meeting, | 








130 


and the 
sions were held indoors, on the 
porch, or under the shade of an | 
old apple tree. 

Entertainment included base- | 
ball, horseshoe pitching, hay- 
rides, horseback riding and trips 
to the plants in Kent and New 
London. Those attending in- | 
cluded: Irv Ballonoff, president; 
Morris Herman, sales manager, 
and Sy Karfunkle, Philadelphia; 
Bob Flower, Boston; Sid Glass, 
Dallas; Andy Dalla Pozza, Seat- | 


tle: James McElroy, Atlanta; | 
Mel and Syl Moses, Chicago, | 


and Ernest Seelig, New York. 


CLYDE WHITE, BUCKEYE 
SALES REPRESENTATIVE 


Clyde W. White has recently 
been appointed sales representa- 
tive for the state of Michigan and 
western Ohio for The Buckeye | 
Aluminum Co., Wooster, Ohio. 





CLYDE WHITE | 


informal business ses- | 


| Vaughan Novelty Mfg. Co., Chi- 
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HASSCO HARDWARE & STEEL SUPPLY CO., DENVER 
HELD OPEN HOUSE July 31st and Aug. Ist at which time 
1000 dealers viewed it’s modern new display room, located 
at 1745-1 Wazee St. A buffet lunch was served and souvenirs 
and gifts were given. In the display room the dealer can see 


| the very latest in merchandise and display of all the items 


which are appearing on the American market. The sales room 
is also for use by the dealer to supplement his stocks, and he 
is welcome to send his customer or bring his customer in for 
selection of merchandise which he does not carry in his stock. 


would be for replacement and 


BOOSTS OUTPUT OF 
BEER CAN OPENERS the remainder for “original 
| equipment.” 


Return of canned beer to civil- | 
jan markets, with consumption | 
running better than 60 per cent | 
above 1941, has created a new} 
postwar shortage — beer can DISTRIBUTORS 
openers. A. J. Lindemann & Hoverson 

To meet the pressing demand, | Co., Milwaukee, announced the 
appointment of Tull and Gibbs. 
Inc., Spokane 8, Wash., as dis- 
tributors of L & H Electric 


LINDEMANN NAMES 
TULL & GIBBS 


cago, IIl., is expanding facilities 
and soon will be producing open- 





ers at a rate of 100 million a} Ranges and Water Heaters in 
year, J. M. Grace, president, has| the eastern Washington, north- 
announced. He estimated that|ern Idaho, and the _ northwest 


about two-thirds of the output ' Montana areas. 








SCHICK ELECTRIC SHAVER EXECUTIVES AT THE LONG SHORE COUNTRY Club, near the company’s head- 
quarters, Stamford, Conn., include, third row, starting fourth from left: Alden Horton, vice-president of Schick Service, 
Inc.; Robert R. Baysinger, secretary-treasurer; George Graham, executive vice-president; Kenneth C. Gifford, president; George 
Wilkens, sales manager. Second and third from right, same row are: Norman Gray chief engineer, and John Crowfoot, 
plant superintendent. Jospeh Donohue, sales promotion manager is in the last row, second from right. Plans for the strong 
est sales drive ever conducted by Schick Inc., for Schick electric shavers and Shaverests were completed at this annual sales 
meeting of the sales staff. Mr. Wilkens conducted the meetings. 
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NOW! AT THE NEW MAGIC RETAIL PRICE 








GETS ALL THE JUICE . . . ORANGES, LEMONS, 
LIMES — QUICKER, EASIER e NO BITTER PEEL 
OIL ¢ STRAINS ALL COARSE PULP AND SEEDS e 
POURS FREELY e RINSES CLEAN QUICKLY e NO 
DETACHABLE PARTS e MADE OF ALUMINUM 


We thought we could—and now we know 
we can! With new automatic machinery, 
and other economies of volume production— 
we can produce the KWICKY Juicer to re- 
tail at $1.00. 

Think of it! Here's the first truly practicai 
juicer—a proven seller at $1.25—that you 
can now sell at the magic $1.00 price. 

The KWICKY is the most modern juicer on 
the market — it's handy — it's efficient — it's 
speedy—it's easy to clean—it's PRACTICAL 
—and it has unlimited promotional possibili- 
ties. 

See your jobber or write today for com- 
plete details. 






























HERE'S THE SECRET: 


Kwicky Pivot Base * Rubber Base Grips 
Table Without Marring or Scratching ° j 
Juicer Revolves Freely 


TO BE NATIONALLY 
ADVERTISED 





CHICAGO 16, ILLINOIS 


QUAM-NICHOLS CO« 
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POWER TOOL 
| ACCESSORIES 


382 


rr 





431 


430 


#370—\%4” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 


#373—'2” Hardened 3-jaw Chuck to fit %2”-24 Spindle. 
Other threading to specification. 


#380—'2” Chuck with No. 2 Morse Taper Arbor. 
#381%2” Chuck with Arbor to fit 2” or 4” Spindle. 
' #382—V2" Chuck with Collars and Arbor to fit 42”. 
or 3%” Spindle. 
#383—Arbor to fit %2” or 5¢” Spindle, with Collars. 
#384—12” Chuck with 2” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two 42” Shafts. 
#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 


#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 





































SETTY, BOARD MEMBER 
CHICAGO CREDIT MEN 


E. W. Setty, manager of the 
credit department of the H. D. 
Hudson Mfg. Co., Chicago, has 





E. W. SETTY 


recently been elected a_ board 
member of the Chicago Associa- 
tion of Credit Men. 

In 1937 he joined the credit 
department of H. D. Hudson as 
an assistant. In 1942 he became 
assistant to the late O. A. Smith, 
credit manager of the Pepsodent 
Co., and first vice-president of 
the Chicago Association of Credit 
Men. Returning to Hudson in 
1943 he headed the order, billing 
and sales analysis departments. 





T. S. NILSSEN MARKS 
40TH YEAR IN HDWE. 
T. S. Nilssen, owner and oper- 

ator of his own hardware busi- 
ness, the T. S. Nilssen Hardware 
Co., in Clear Lake, Wis., has re- 


cently observed the 40th anniver- | 































Mr. Nilssen recalled involved a 
case of cartridges and a boy who 
threw the used for 
packing into the heating stove, 
not knowing there were still four 
boxes of deer rifle cartridges in 
the excelsior. 


excelsior 





FORMICA ANNUAL SALES 
MEETING OCT. 22-24 


The annual 
| the Formica Insulation Co., Cin- 
| cinnati, Ohio, manufacturers of 
laminated materials, will be held 
in Cincinnati, Oct. 22, 23 and 24. 
| D. J. O’Conor, president, an- 
| nounced that more Formica ma- 


sales meeting of 





terial was used in railroad cars 
| of the Chicago, Milwaukee and 
| St. Paul Railroad’s new Olym- 
| pian Hiawatha trains than in any 
| trains designed so far. 





DISTRICT SALESMAN 


James A. O'Donnell 
| cently been made district repre- 
| sentative for General Electric 
|Co.’s conduit products in the 
Great Lakes district. His head- 
| quarters are in Cleveland. 

Mr. O’Donneil the 
Navy for 10 years following high 
school. After the war he joined 
| the General Electric Supply Corp. 
| in Cincinnati and Dayton. 


has re- 


| JAMES O’DONNELL G. E. 
| 





served in 





DEWALD OFFERS NEW 
TABLE MODEL RADIOS 


The DeWald Radio Mfg. Corp., 
436-440 Lafayette St., New York 
| City 3, has announced a new line 
| of Underwriters Laboratories Ap- 
proved table model radios. The 
| line consists of bakelite, catalin 
and wood cabinets in different 
colors. 














sary of the establishment of his | 


Mr. Nilssen was host to 
his customers and friends at the 
Village Hall where they saw free 
movies during the day and eve- 
ning, and he served coffee at his 


store. 


store during the day. 

Mr. Nilssen_ established 
business in the building now oc- 
cupied by the “Coffee Cup” in 
1907. Later he purchased a build- 
the 


now 


his 


and constructed 
in 1914 which he 
Before venturing into 
his own business‘ he had gained 
experience with W. R. 
General Store in Clear Lake, the 
Amery and 


ing site 
building 


occupies. 


Burman Hardware, 
the Berg General Store 
Mr. Nilssen has been active 
manager of his business since its 
with the 
Johnson, 


ron. 


foundation, and assis- 
tance of Leonard 


assistant for over 25 years, has 


his 


provided a shopping center for 
hardware products. 
One humorous incident which 


Ingells | 


in Bar- | 





has 


RUBY SCHECTER 
been appointed to the sales 
staff of the New York branch 


lef National Silver Co., 295 
| Fifth Ave., New York City. 
| He will serve accounts in the 
|New England area for the 
| company. 
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PRODUCES FILM-SHOWS 
LIGHTING INSTITUTE 
The General Electric 
Department, Nela Park, 
Jand 12, Ohio, has prepared a 
special, sound slide-film “Tour” 
which will be made available to 
the lighting trade and selected 
public office through its sales 
district offices in the near future. 





Lam 
Cleve- 


In full color, with a personal 
yoice-conducted tour by Arthur 
Godfrey, CBS commentator, the 
30 minute slide film entitled “A 
Picture Through the 
General Electric Lighting Insti- 


Journey 


G. E. LAMP DEPARTMENT 


tute” makes a thorough rapid in- 
spection of the lighting institute 
which has been completely done 
over after being closed during the 
war. 


NORGE DIV. NATIONAL 
SALES CONVENTION 


Norge Division, Borg-Warner 
Corp., Detroit, Mich., will hold 
its first national sales convention 
since 1939 on Jan. 3, 1948, in 
Chicago. 

The meeting will be conducted 
in connection with the Midwinter 
Furniture Market which 
January 7. The convention will 
be held in the Continental Hotel. 


opens 
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ARKANSAS 


McClendown’s Hardware Co., 
has moved into new quarters in 
the Herzfeld building on Mar- 
ket St., Benton, Ark. 





CONNECTICUT 


John N. Adams recently pur- 
chased the G. H. Alford & Son 
hardware business at 667 Main 
St, New Haven, from Carl R. 
Alford. The business was founded 
in 1874 by the late G. H. Alford. 





ILLINOIS 


Thomas Hardware, O’Fallon, is 
celebrating its 25th anniversary 
in the business life of the com- 
munity. Walter W. Thomas estab- 


lished the Walter W. Thomas 
Hardware in 1922 and in 1946 
when his son Warren Dale 


Thomas, a World War II veteran, 
returned it became Thomas Hard- 
ware. 





Morris G. Gustin has recently 
purchased the Lang Bros. Hard- 
ware store, Virginia, II. 





INDIANA 


Harry L. Moulder, Sr., was 
tlected president of the Arm- 
strong-Landon Co., Kokomo, suc- 
teding the late Hugh McKe 
landon. Thomas P. Moulder was 
‘lected vice-president and general 
manager, Robert F. Scott, vice- 
president, Edward E. Penn, treas- 
wer and Harry L. Moulder, Jr., 
ecretary. 













KANSAS 
J. W. Arnold has sold his 
iiterest in the Arnold & Spang- 
tt Hardware store, Newton, 
Kan, to C. C. and Guy Spangler. 
Mr. Arnold was manager of the 


Houston, 
corporated by Jack E. Ray, Leon 
Deutser and Samuel Williamson. 


Tex., has changed its name from 
Rio Grande Hardware Co. 


Va., has opened its new sporting 
goods department. 


D. & F. Hardware, Halstead, 
Kan. was recently purchased by 
G. F. Woodworth and his son, 
Gilbert and Edwin Buller from 
E. R. Dettweiler and James G. 
Frazer. 


Lewerenz Hardware Co., Her- 
ington, Kan., recently completed 
an addition to its building and 


moved the maintenance shops 
in the new room. 
NEW YORK 
Jeffrey Hardware, Inc., has 


opened a store at 246 Genesee St., 
Utica, featuring builders’ hard- 
ware. 


NORTH CAROLINA 


Garner-Morgan Hardware Co.., 
Inc., Asheboro, N. C., has been 


incorporated by C. R. Garner, 
J. R. Morgan and A. A. Garner. 





TEXAS 
Seaney Hardware & Appliance 
Co., Silverton, Tex., has been 
incorporated by George W. 
Seaney, Sterling, W. Wanser and 
Agnes Seaney. 


Ideal Builders Hardware Co., 
Tex., has been in 





Kay-Dache, Inc., Harlingen, 





VIRGINIA 


Nelson Hardware Co., Roanoke, 





C. Talmadge Montague is 








‘ore. Guy Spangler is now] president of Montague Bros. 
tsident manager of the Newton | Inc., South, Hill, Va., which was 
‘tore, formed to handle hardware. 








AUGUST 28, 1947 










Introducing 


to the Hardware Trade 


METALITE 


PLASTIC METAL 


The Amazing NEW DISCOVERY 


everyone 


Fenders and Bodies 


Fixed Like New 
$1.98 1/2 Ib. 69¢ 6 
Metalite is foolproof. 


sticks to any metallic 
face, 


like glue to paper, 
can be filed down smooth, 
sanded to the same fi 
as the metal, and painted. 
You never know it's there. 


has been waiting for 


Fenders 


It 
sur- 


Rusted Out? 


Are there 


nish 





Has your car taken a beating? 


Friends will. marvel. Perfect rust spots, cracks, dents or holes in fenders 
for any household repair or on the body? You can patch them easily 
job. Just name it. Metalite —at home at low cost—this easy ‘'do-it- 
will do it. yourself’ way. 


USE METALITE PLASTIC METAL 


Dent 






Easy to Use 


Simple as eating pie 
Just apply cold, right 
out of can, with putty 
knife, knife blade 


or spatula. It dries 
to metallic hardness 


overnight — and 
there you are — Good 


AS NEW 


Repairs Cracked and Dented Fenders 
For 1001 Household Repair Jobs 








Our 


Nationally Advertised 

* Hardware & Farm Trade 
Papers 

¢ Farm Papers 

* Big City Newspapers 


¢ IN THE FALL—in National Magazines 


DISTRIBUTORS & BROKERS 
WANTED NOW! 


Write INTERNATIONAL METALITE COMPANY 


205 Marion Bidg. 


Cleveland, Ohio 


EXCLUSIVE DISTRIBUTORS TO THE FARM & 
HARDWARE MARKET 


Dealers & Jobbers 
SEND FOR FULL INFORMATION NOW 


International Metalite Co. 
205 Marion Bidg., Cleveland, Ohio 


Please let me have immediately the full profit story on amazing 


Metalite Plastic Metal at no obligation. 


NAME 


ADDRESS 


CITY 


RUSH! 


STATE 



























Successful Window Displays 


For Narrow Store Fronts 


A Case Study From the June 
Issue of Domestic Commerce 


HE problem was to stimulate 

sales by means of an effective 
window display. The solution was 
to eliminate window display backs, 
allowing visibility of the entire main 
floor sales area, where attractive in- 
terior displays were effectively pre- 
sented. Here’s what happened. 

This hardware firm is a partner- 
ship of two individuals who had a 
considerable background of good 
business experience, but none in 
hardware retailing. In 1943 they 
purchased a going hardware store 
which had been in business 35 years 
and is well located in a city of 45.- 
000. The natural trading area com- 
prises about 5000 square miles and 
contains a total population of 150.- 
000. The name of the old firm which 
had been in very good repute was 
retained, 

The partners investigated modern 
buying habits and the displays of 
other hardware stores, both local 
and in other areas. They decided 
to rejuvenate completely the in- 
terior and display facilities of their 
store. Present average annual sales 
are $150,000, with an employment 
of 10 people. 


The Major Goal 


The major goal was to eliminate 
the high window display backs and 
open the entire floor space, 28 by 
150 ft., to public view. Now the 
floor space is utilized right up to the 
windows. Not only has much addi- 
tional space been gained, but the 
expense of periodically decorating 
a front window area is eliminated. 
Counters and wall displays are well 
placed, so there is ample room for 
customers to shop. 

The counters are designed to per- 
mit frequent changes of merchan- 
dise for seasonal displays. A gen- 
eral merchandise-placement pattern 
is adhered to so that regular cus- 
tomers can find things easily. A 
liberal budget is provided for fre- 
quent background color changes of 
walls and general store decorating. 
A major accomplishment is that the 
set-up allows for as much self-ser- 
vice as possible. 

One policy is to keep cards and 
placards to an absolute minimum, 
letting the merchandise speak for 
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itself. All merchandise is plainly 
marked for price. Because of the 
design of counters and wall space, 
little is needed in the way of stand- 
ard props and extra standard dis- 
play equipment. These materials 
represent an investment of only 
$100. 

Except for seasonal items, it is 
the policy of this firm not to feature 
a particular item at any time; all are 
given equal stress in display. Sea- 
sonal items are featured as appro- 
priate. No assistance is received 
from manufacturers or wholesalers 
in making up displays, and little of 
their advertising is used. 


The management acknowledges 
lighting as a main factor in good 
display. The front of the store is 
well-lighted in the evening, and all 
parts of the store have sufficient 
lighting so that items can be seen 
from the street. This is an aid in 
suggestive selling in which the part- 
ners believe firmly. A light that il- 
luminates the entire floor is main- 
tained in the rear of the store 24 
hours a day. This serves a dual pur- 
pose—theft protection and good ad- 
vertising. Neon lights are used pre- 
dominantly. 

Builders’ hardware, which is 
usually sold to contractors, is amply 
displayed in cabinets in the balcony 
office, where the items can be ex- 
amined during the sales transaction. 
A neon light directs the public to an 
appliance section located in the base- 
ment. Usually, a few appliances are 
placed near the basement stairs as 
an incentive to visit this particuler 
department. 


Wrapping Counter Display Serves as Reminder 


‘% HE average wrapping counter in 
a hardware store experiences 
heavy traffic during most of the 
hours of the day and offers an oppor- 
tunity for excellent display as well as 
service, says Robert Buckmaster. 
owner of Buckmaster’s Hardware. 
Waterville, Minn. 

Mr. Buckmaster constructed a spe- 
cial, step-up display rack for the front 
cross section of his wrapping coun- 
ter, beginning at floor level and being 


as high as the counter top. As cus- 
tomers and salesmen walk down the 
aisle to the wrapping counter, this 
special display can’t be missed. The 
customer often stops, looks at the 
items and selects one or two. 

Mr. Buckmaster features oils. 
greases, oil cans and other allied 
items on this rack, as these are arti- 
cles the average farmer may forget 
to buy unless he sees them. He says 
the rack moves a lot of merchandise. 





Anyone visiting the wrapping counter is sure to see this display. 
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CHALLENGER! eat 





SELLS FAST 
STAYS SOLD 


Leader in the popular priced field. Designed and 
constructed with the ruggedness that characterizes 
the great family of Wilson Hack Saw Frames. Ac- 
commodates standard 10-inch blades. The heavy 
duty steel frame is of % x 3/16-inch stock, provid- 
ing 2%-inch clearance. Blade adjustable to four posi- 
tions. Solid knurled handle. Welded assembly. 
Attractive burnished nickel finish. 


TOP QUALITY — LOWEST COST 


The Wilson Challenger has the weight, the balance, 
the correctness of design to stand up and deliver 
years of satisfactory service. Its perfect balance as- 
sures fast and true cutting. Centered blade suspen- 
sion and quick, easy blade tension adjustment con- 
tribute to long blade life. 








plastic or what have you. 


SELLS ON SIGHT 


Carded for counter display and open 
bin selling. Priced for volume sales to 
@ broad market. Designed to 
provide years of heavy duty 
service. 
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: i evseyen ~ Sliding 
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i i depth. Se 
inch sit burnished nickel finish. 


to shipping ¢ose- Weight, per 


1 Va-inch roun 
Va-inch stee 

id Se-inch stee 
Solid indivi 
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NEW! WGroz UTILITY SAW 


| HANDIEST TOOL IN ANY TOOL KIT — CARDED FOR COUNTER SELLING 


An innovation in tool design — new — different — offering features Designed and built with the same care and precision that 
that every mechanic will spot on sight. As a handy cut-off tool for has won for all Wilson products an enviable reputation for 
working in the open or in cramped quarters, it has no equal. Its 6-inch 
metal cutting pin blade literally eats its way through metal, wood, 


channel 
% to 3- 
die. 
| knurled han 
dually carded, 36 











The SAW 






SALES 










Get this new CHALLENGER Hack Saw 
on your counters NOW — for 


EXTRA SALES / 
EXTRA PROFITS: 





















DESIGNED AND 
PRICED FOR 
TODAY'S SELLING 


The Wilson Challenger is built 
with the some core and preci- 
sion found in all Wilson Hock 
Sows. It is worthy of a ploce 
in any mechanic's tool kit, yet 
its low price ploces it before 
the great American household 
market where volume sales and 
fast turn-over build real profits 





















for the dealer. Packed two to 
@ box, 36 to master shipping 
carton, Weight, per doz. 13 Ibs. 
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LIST PRICE, EACH 


. Immediate 
Deliveries 


UNION 
MADE 










MECHANICS SWEAR BY IT! 
HOUSEHOLDERS GO FOR IT! 

















quality. Rugged, lifetime, all-nietal construction makes the 
Utility Saw a sales leader worthy of prominent counter 
space. It will pay off in volume sales and steady profits 
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ee UNION MADE 
WILSON “UTILITY” SAW BLADES 











Blades of Tungsten Alloy Steel, 6 inches LIST, GROSS 
by '4-inch with pin ends, 32 teeth to 
the inch. Made with flexible bock, hard- 
ened teeth. Wove set for fast, clean cut- $ 00 
ting. Packed 1 gross to box, 10 gross to 
shipping carton. Shipping weight, 20 Ibs 
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WILSON HARDWARE 
Manufacturers of Mechanics Tools and Kitchen Utensils THROUGH THE 


2325 So. Michigan Ave. e 
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FROM YOUR JOBBER FOR THE DEALER 
Kw WK WK 
Wintec ETHICALLY SOLD 









Chicago 16, Ill., U.S.A. JOBBER 
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Automatic laundry machine 
- a price increase of $10.00, or approx- 
imately four per cent for Bendix auto- 
matic washing machines went into effect 
Aug. 1, according to Bendix Home Ap- 
pliances, Inc., South Bend, Ind. The 
standard model now has a retail price 
of $239.50 and the deluxe model is 
$259.50. 
* * 

Brass and bronze ingots— 
Increases ranging from % cent to one 
cent a pound in the price of brass and 
bronze ingots have been announced by 
the Federated Metals Division, Amer- 
ican Smelting & Refining Co. The new 
listings reflected the recent advances 
in prices uf copper and brass scrap 
from which the ingots are fabricated. 
Trade sources reported a good demand 
for “non-ferrous” scrap metals. 

* bd we 

Cast iron pipe—A _ leading 
eastern producer has announced a $3.50 
per net ton increase on cast iron pipe. 
The new prices became effective with 
shipments of July 25. 

co co ue 

Industrial alcohol reduced 
— Effective August 1, United States 
Industrial Chemicals, Inc., reduced in- 
dustrial alcohol prices by about 10 per 
cent. Although grain prices continue 
high, availability of additional molasses 
will permit increased production from 
this cheaper raw material, the company 
said. The former base price in tank 
cars was 98 cents a gallon delivered 
east of the Rocky Mountains, and the 
new base is 87 cents, plus the cost of 
the denaturants used in the various 
formulas required by the industry. 

ae * * 

To hold glass prices—Belief 
that it can hold the price line on win- 
dow and plate glass as a curb to ris- 
ing building construction costs was ex- 
pressed by the Libbey-Owens-Ford Glass 
Co. as the outgrowth of a mutual pledge 
by management and labor calling for 
increased production. G. P. MacNichol, 
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Jr., vice president in charge of sales 
of the company, notified customers that 
the policy of guaranteeing glass prices 
on identified construction projects will 
continue, and will be extended to cover 
the company’s insulating window. Mr. 
MacNichol said the company’s belief 
that “we will be able to maintain our 
present basic price levels through in- 
creased productivity” is warranted by 
the union’s recognition “that full, un- 
interrupted production at low unit cost 
is necessary to take the pressure off 
prices, curb inflation and bring down 
the cost of living.” 


* + @ 


Some prices lowered — Lin- 
seed oil and rubber were lower in the 
latest index computations. One larger 
crusher of flaxseed reduced the price of 
linseed oil 0.4 cent a pound to 28 cents, 
basis, at cars, New York. 


* * * 


Brown and Sharpe prices up 
—A price increase of about 10 per cent 


? 


on its line of machinists’ hand tools 
was announced, August 1] by the 
Brown & Sharpe Mfg. Co., Providence, 


x | 


* * a 

Silver prices mounting In 
the mid-August week, several succes- 
sive advances on foreign silver had 
totaled 3 cents in three days, bringing 
the New York price to 64°%4 cents an 
ounce on August 12. This quotation 
compared with a high of 86% cents 















































established March 6, and a low of 59%4 
cents on June 20. 
a %K 
Aluminum building products 
Reynolds Metals Co. recently reduced 
prices an average of 20 per cent on 
aluminum shingles, siding, roofing and 
ceiling panels. R. S. Reynolds, presi- 
dent, said price cuts were made possi- 
ble because of increased production. In 
the last five months, he said, shipments 
of aluminum building products have 
increased an average of 12 per cent a 
month. A total of 154,912,751 Ibs. of 
aluminum building products was ship- 
ped in the last 18 months, enough sid- 
ing and roofing on 141,113 five-room 
houses, he added. 
* od * 

Nails and wire products— 
Details of the August 1 increases by 
American Steel and Wire Co. on major 
products are of interest, and are given 
here, for carloads, at Pittsburgh and 
Chicago basing points. 

Nails and Staples (except- 


galvanized) new base . $4.30 ewt. 
Nails and Staples (galva- 

nized) new base ........ 4.05 ewt. 
Barbed Wire—advanced .... = .35 cwt. 
Farm Fencing—advanced ... —_.35 ewt. 
Bale Ties—advanced ...... 25 cwt. 


All prices still are “subject to seller’s 
prices in effect at time of shipment.” 


x & 2 


Bolts, nuts and rivets—Lead- 
ing makers of bolts, nuts and rivets in- 
dicate that their prices will remain un- 
changed for the present, despite in- 
creased prices for steel. 

When revised price lists were issued 








ADVANCES 


Brass and bronze ingots. Two models automatic laundry machines. 
Cast iron pipe. One line machinists’ hand tools. Silver. 


DECLINES 


Industrial alcohol. Linseed oil. One line aluminum shingles, siding, roofing 
and ceiling panels. 


PRICES REAFFIRMED 
Window and plate glass. 
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110-FOOT SPACE 


@ Each HANDY PACK contains 100 beau- 
tiful Milapaco Lace Paper Place Mats or 
Doilies of a single design. The delicate 
design illustrated in full size on the outside 
of the carton, and the handy “use’’ ideas 
shown on the back, make Milapaco "Handy- 

Packs’”” powerful and steady ‘'self-sellers” 
and at a unit-of-sale-price many times that 
of other lace paper packaging. In a mass 
display on counter or rack, women stop to 
admire and buy “Handy- Pack.” Prove these 
traffic-stopping sales builders in your paper 


goods department. dy 
o Han 
ae For Future 
ree Deli very! 


LIFETIME 
USE! 
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Midcautce UNE PAPER CO. 


ESTABLISHED 1898 


1306 EAST MEINECKE AVENUE © MILWAUKEE 12, WISCONSIN 





Yes! Here's a standard stock item HEL P YO U SELL THIS 
that sells like hot-cakes! Sturdy, 


rustless aluminum; folds compactly 
for storage in six foot space... 


or 


opens to give your customer 160 
feet of drying space. Complete 


RETAILS AT 


$15.45 


MEDIUM SIZE, 


$12.95 
tails today. 
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with strong, sash-weight cord and 
steel ground box. Weight... a 
mere 12 pounds! Stock on hand 
permits immediate delivery for 
immediate orders. Write for de- 


Botco MANUFACTURING DIVISION 


THE BALTIMORE OCEAN TRANSPORT CO. 
618 GARRETT BUILDING © BALTIMORE 2, MARYLAND 







Branch Offices and Warehouses: 98 Bleecker St., New York 12, N. Y 
1018 Santa Fe Ave., Los Angeles 21, Calif. 
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THRIFTY FLOOR PROTECTION 


Cash in on Bird’s sales-stimulating Rubberlike Runner 
advertising in the Saturday Evening Post Stock up now 
on fast-moving Rubberlike Runner, the low-cost, long- 
life floor protection. In rolls 27” x 100’, 36” x 75’. Free 
sales aids to help you tie in on the year ‘round national 
advertising. For the name of your distributor, write 
Bird & Son, inc., 22 East St., East Walpole, Mass. 


BIRD RUBBERLIKE 


PATENTED NON-RUBBER 
CONSTRUCTION 








*Reg. U.S, Pau Ofe 
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FOR MORE TOOL 


DROP FORGE &TOOL 


CORPORATION 
UTICA 4,NEW YORK 
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REATED BY 


UTICA 





MILEAGE 








in June, it was pointed out, consumers 
were told that they would be firm 
through the third quarter of this year. 
However, officials said prices for the 
fourth quarter “would be subject to 


. ” 
review. 


Tin-plate unchanged — The 
general overhauling of steel products 
prices, resulting in increases on most 
lines averaging better than $5.00 per 
net ton, did not include tin mill prod- 
ucts. Tin plate is traditionally priced 
for the “season” (interpreted as a full 
year), and no change is contemplated 
at least until next January 1. 

Whether any upward revision will 
take place then is not yet decided or 
announced, although in at least one in- 
stance the higher costs of production 
are set forth as presenting a serious 
problem. 


Steel industry discounts rise 
—- The steel industry “discounted” any 
inflationary effect of the latest price 
increases in its products. Only negligi- 
ble amounts will be added to the cost 
of producing major consumer items, 
such as automobiles, refrigerators and 
small homes, the American Iron & Steel 
Institute said. The increases, which 
average less than one-third of a cent 
per pound in steel costs, “will add only 
$11.00 to the total cost of all the steel 


used in a typical automobile, the insti- 
tute stated. For other items, the insti- 
tute estimated the price increases would 
jump production costs of a refrigerator 
only 65 cents, of a medium-sized trac- 
tor about $5.00, and of a five to six- 
room house about $25.00. The new 
prices still leave the steel industry the 
loser when compared with production 
cost increases, which the institute esti- 
mated at nearly $10.00 a ton since Jan. 
1, against the price increases that aver- 
age less than $6.00 a ton. “The increas¢ 
in steel prices since 1939 is only about 
half as much as the increase in com- 
modity prices generally, and is less 
than half as much as the increase in 
weekly earnings of steel wage earn- 


b 4 ” 
Go 
ings. 


aE a * 

Scrap price break—For thx 
first time in almost 3 months the price 
of heavy melting steel scrap broke in 
the nation’s three major markets, Pitts- 
burgh, Philadelphia and Chicago, The 
Iron Age said. Declines were not large, 
but the apparent end of a rising trend 
led steelmakers to breathe a sigh of 
relief. Except for a break extending 
from the middle of March to late May. 
this was the first time since the end 
of OPA that zooming scrap prices have 
been definitely turned downward. 

Present steel prices are not on a firm 
foundation, according to The Iron Age, 
national metalworking weekly. They 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 23 CITIES IN THE UNITED STATES 





May, 1947, Comparisons 


May, 1947 


compared with 





Percent Change 
5 Mos., 1947 


compared with 


May, 1947 


compared with 


Cities May, 1946 5 Mos., 1946 April, 1947 

California—Los Angeles ......... +22 +26 +9 
fete Sia acah, us Seah a:s Geis 0 —16 + 7 
NN SE Pre 8 —17 + 2 
Sl, PRIMO so 5.Gi esa Siteedex +5 +21 +5 
Colorado—Denver ......scccsece +21 +11 +18 
PIGINGIS—CHICARO < ci.ccosccccecees +16 +12 +15 
Indiana—Indianapolis ........... +54 +24 +21 
Maryland—Baltimore ............ 0 2 +25 
Massachusetts—Boston ........ - 6 +13 + 8 
Michigan—Detroit ..............- +16 +9 +26 
Missouri—St. Louis ............. +16 +11 +16 
New Jersey—Paterson ..........+ + 3 + 8 +10 
New York—Buffalo .............. —10 —§ +25 
NG ous peace weaants +9 +24 +12 
IID. © 5 a cleiens Sap se wenee~s +10 — | +14 
MINI Sa vcs si 0ceee neared +22 +12 +13 
UNE © = 5 xsin Sees ele eolewewe +38 +21 + 14 

0 Se re ee ee ee eee +38 +31 +25 
Oregon—Portland ............-+> 7 +2] + 2 
Pennsylvania—Philadelphia ...... 2 + 8 +20 
a Se ee eee ] 10 +13 
Washington—Seattle ............ 34 +22 + 6 
1 +46 +12 


Wisconsin—Milwaukee *..:....... 











Compiled by Bureau of the Census, U. S. Department of Commerce. 
Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas, because appropriations available for the next fiscal 


year are not sufficient to develop and maintain valid data on a state-by-state basis. 
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are geared to current high output and 
current wage levels the weekly states, 
but they could not long have withstood 
scrap prices well over $40. Steelmakers 
see no signs of a serious drop in the 
operating rate for the balance of this 
year; authoritative sources say that steel 
labor rates are frozen at their present 
levels for some time to come and can 
only go up if they move at all. Hence 
the indication that scrap prices may be 
leveling off is good news to an indus- 
try whose third quarter profits would 
have been seriously threatened if the 
recent scrap price spiral had not been 
interrupted. 

The decline in the price of heavy 
melting steel at Pittsburgh averaged 
$1.25; at Chicago, $1.50; and at Phila- 
delphia, $1. This sent The Iron Age 
steel scrap composite, which is the av- 
erage of heavy melting steel delivered 
prices at those centers, down $1.25 for 
the week to $40.42. The steel scrap 
market has not as yet been fully tested 
because most of the largest buyers had 
not come into the market early this 
week. But the prospects of cutting scrap 
prices down somewhat from the fantas- 
tic levels they reached in recent weeks 
gives steel producers hope that present 
steel price levels can be maintained. 

* * & 

Building machinery higher— 
The U. S. Labor Department reported 
that prices for construction machinery 
rose another 3 per cent in the three- 
month period from April to June, 1947.- 
It said that the total rise for the first 
half of the year was 6 per cent and 
that June prices were 12 per cent high- 
er than in June, 1946. Prices were 37 
per cent above Aug., 1939. 

oe * me 

Lumber prices recover—Re- 
cent rising quotations on southern pine 
have taken a good deal of the spring 
“sag” out of lumber prices. Southern 
pine was quoted at $58.00 to $66.00 a 
1,000 feet, well above the year’s low 
of $50.00, although still far from the 
year’s high of $70.00. Lumbermen said 
firming prices, after the tumble from 
the peak levels in the spring, were in 
part seasonal, as construction picked 
up in favorable building weather. Other 
price-strengthening factors were: Repair 
and maintenance work on homes and 
buildings, long neglected. A vacation 
shutdown in many West Coast mills, 
cutting available supplies and inventor- 
es. Export quotas stepped up by the 
government for the third quarter. One 
southern lumber company was reported 
to have received a $300,000 order for 
5,000,000 board feet of crating mate- 
tial from a metal producing and manu- 
facturing company, one of the largest 
single private lumber purchases. Doug- 
las fir prices have also firmed in the 
northwest. 
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(Wilton Vises are easier fo sell 
eat. 






















Wilton Vises sell fast and build profits for three 
reasons. 1. Modern Wilton design has eye appeal—sells on 
sight. 2. Wilton Precision Vises and new Torco Utility Vises 
ore now nationally advertised. 3. Prices have not been 
increased. Wilton Vises still sell at the old OPA ceiling. 


WILTON PRECISION VISE Completely enclosed, keeps out 
chips and dust. Ruggedly built. Spindle and unbreakable nut 
are grease packed. Precision milled jaws—replaceable. No 

wobbling— front moves on broached keyway. Only vise 

guaranteed for five years. Size 2” to 6” inclusive. 


TORCO UTILITY VISE No dead motion or wobble 
because of precisely threaded spindle. With or without 
pipe jaws and swivel base. Accurately lathe 
@ turned, milled and broached. Sizes 31/2” 
S to 4”. As low as $7.20 list 
for 32” size. 
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Wilton Tool Mfg. Co. 
936-C Wrightwood Ave., Chicago 14 
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Built by Wilton—They Must Be Good 
























Give This Hard Working Salesman 
A Place Out Front «!-+ics 


play box of 1 
He'll do a swell job of profit-boosting for dozen 2 oz. or 4 
you — hand in hand with steady National oz. tubes in in- : 
Advertising which continues to build a ready dividual 7 5pEED 
acceptance for am CF rity 


The Universal Liquid Cement for countless 
Household and Industrial uses 






2 








Ready to Use — Sticks Fast — Holds Fast 
Waterproof — Mends Everything 


2 oz. tubes, 25¢. 4 oz. tubes, 50¢. 
Also pints, quarts and gallons. 





THE QUID WATERPROOS 








NAOT TO use THAT FIKES 





FREE: Full size somple on mare, Send your nome 
and name of your wh A postcard will do. 














Ask about our New Item — 


AMBROID ROD & FLY TYING CEMENT. 1 oz. 
bottle, retails, 25¢. Buyers: Write for sample. 


AMBROID CO. 














Est 1910 
305 Franklin Street 
Boston IO, Mass. 
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@ Retails at less than 50¢ 
@ Quick sales to women 


All-welded construction 


@ Green enamel finish ( 
@ Red, wood handles ( 


Another Cox development 


Dandy Profits 


Write direct to Cox 


for bulletin A8&2 
Cox METAL PRODUCTS CO. | 


2014 W. Hopkins St., Milwaukee 10, Wis. 


) 
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Any Uneven Surface 


can be measured accurately by 
this gauge. 


MOULDINGS ¢ STAIR TREADS 
FURNITURE © CONTOURS 
METAL CORNICES « ETC., ETC. 


The Stockton Profile Gauge 


is a tool which every 
carpenter, machinist, 
die maker or linoleum 
layer should have in his 
kit. 





Cannot get out of 
order and is not af- 
fected by vibration or 
inindhinitione changes. As easy to use as 
a foot rule. 





25 DIFFERENT NUMBERS IN STOCK 
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140 


Multiple pricing — “For the 
first time in a good many years major 
firms in the steel industry this (first 
August) week, were operating on a 
multiple price basis for such products 
as semi-finished steel, galvanized sheets, 
enameling sheets and long ternes,” Jron 
Age said. 

x * * 

Washing machine sales— 
January through June sales of standard- 
size washing machines totaled 1,754,639, 
or 112 per cent greater than during the 
first half of 1946. June sales totaled 
314,705 units, against the industry’s all- 
time high of 320,969 units in April. 

Maytag sales—The Maytag Co., New- 
ton, Iowa, broke all existing sales rec- 
ords, both in units and dollars, during 
the first six months of 1947, Fred May- 
tag Il, president, announced recently. 
Dollar volume for the half year exceed- 
ed $25,000,000, more than double the 
sales for the first half of 1946. Bulk of 
sales consisted of new washing ma- 
chines, now being produced at the 
greatest rate in the country’s history. 
Record sales totals were also made in 
washer repair parts, gas ranges, home 
freezers and ironers. 

* * * 

July building upturn—New 
construction put in place in July scored 
a more than seasonal gain of almost 9 
per cent above June, the Department of 


Commerce reports. The July value was 


estimated at $1,139,000,000 against 
$982,000,000 for July of last year. 
* * * 

The Federal Trade Commis- 
sion laid its heavy artillery on the steel 
industry this week and let fly with a 
mighty salvo on price conspiracy and 
multiple basing points. In Washington 
the roar was terrific. But at Pittsburgh, 
Chicago and intermediate points there 
were many dull thuds from shells that 
acute observers believe will prove duds. 
The attack was aimed at the multiple 
basing point system used in steel sell- 
ing since 1924, according to The Iron 
Age, national metalworking weekly. 
affiliated with Harpware AGE. The issue 
was a trifle beclouded by charges of 
combination, conspiracy and price fix- 
ing as the FTC took advantage of re- 
cent price increases and wide publicity 
on steel shortages. Some observers be- 
lieve arbitrary basing points and “phan- 
tom freight’ (charges for theoretical. 
though unused, haulage) may not with- 
stand the FTC attack. But the bul- 
wark of steel marketing, the multiple 
basing point system, will probably 
emerge bloody but unbowed. Those 
who have carefully watched the FTC 
pot shots in this 10-year old skirmish 
give at least three reasons why the 
multiple basing point system is ex- 
pected to survive: (1) No one has con- 
clusively proved that there is a better 
distribution method from the steel con- 
sumers viewpoint though it is not at its 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 25 CITIES IN THE UNITED STATES 
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June.1947 . 6Mos.. 1947 June, 1947 
: compared with compared with compared with 
Cities June, 1946 6 Mos., 1946 May, 1947 
California—Los Angeles ......... +1 +24 9 
ES SS a errr re re - —16 — 8 
SS OO EG NEES +19 +16 22 
EO Oe OO Ee 2 +16 —15 
Colevado—Denver | .5..66 508. .0dee + 3 +10 —14 
Illinois—Chicago ..............-- +12 +12 — 6 
Indiana—Indianapolis ............ +24 +24 9 
Maryland—Baltimore ............ 8 — 3 —l1 
Massachusetts—Boston ........... +13 +13 1 
Michigan—Detroit ............... + 4 + 8 12 
Missouri—St. Louis .............. -4 + 8 —17 
New Jersey—Paterson ........ - 3 + 6 —14 
New York—Buffalo ............. +14 l + 9 
NN TMI ace Shas viens wv erwcvereierer +16 +-23 — 2 
PON 5 co 5s sos rseseese ce 6 -2 11 
IE ia oat i ane eis beers 2 +8 - 8 
NIN oo wore: sisveiteaveiosiesd sitio + 3 +19 10 
Serer ee +40 +33 21 
EE ae ACRE +36 +41 9 
Oregon—Portland ............ + 8 +18 6 
Pennsylvania—Philadelphia ... +10 +9 15 
UE re aig nals Seed +5 7 6 
Washington—Seattle ............. +20 +21 —12 
Wisconsin—Milwaukee ........... +61 + 19 3 
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best when steel demand is abnormal; 
(2) the f.o.b. mill basis which FTC 
would substitute would seriously dislo- 
cate steel buying by favoring fabrica- 
tors located near the steelmaking cen- 
ters; (3) the latest Federal Court 
ruling (the cement industry case, Sept. 
20, 1946) was directed 
FTC and upheld the multiple basing 
point method of selling cement. The 










against the 








smoke screen of charges that the 
American Iron & Steel Institute and its 
members are involved in fixing prices 
and extra charges remain to be proved. 
What evidence can be uncovered in the 
face of the institute’s “hands-off-prices” 
At any rate 





policy is yet to be heard. 
the case will probably drag on for years 
and by that time the political com- 
plexion in Washington may have 
changed and the case dropped. That 
is, if a federal court doesn’t rule against 
the commission and lead it to drop th 
matter itself. 

* 


Xk * 








New post-war price peak - 
Higher prices for steel products and 






some building materials helped push 





the Bureau of Labor Statistics whole- 






sale price index up to a new postwar 
peak, in the August 2 week. At 151.3 
per cent of the 1926 average, the index 





was still short of the all-time record 
of 167 in May 1920. But it represented 
an increase of 21 per cent above the 







corresponding week a year ago, and 





37.1 per cent above the July, 1929, av- 


other than farm products and foods 
advanced 0.7 per cent. 

Substantially higher prices were regis- 
tered, of course, for steel products as 
leading producers announced increases 


to cover increased costs. Petroleum 






products also continued to rise. 





% * * 














June wholesale comparisons 
—The U. S. Census Bureau reported 
that June sales of merchant wholesalers 
were off 1 per cent from May, but were 












22 per cent above the June 1946 level. 
Dollar sales, all trades combined, were 
up 24 per cent in the first six months, 
compared with the January-June period 
last year. 

The first half of 1947, compared with 
the first half of 1946, showed the fol- 
lowing principal gains: electrical goods, 
110 per cent; lumber and building ma- 
terials, 58 per cent, and paints, 50 
per cent. Inventories, valued at cost, 
rose 64 per cent from the year-ago level. 
Since January the increase in inven- 
tories has for the most nart reflected 
price increases. 
* % 





* 








June retail rise—The Depart- 
ment of Commerce reports that June 
sales of while _ little 


retail stores, 
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* Circulators 
Gas Heaters 


63 years of Peerless research in the Science of Heating and its allied problems of Engineer- 
ing, Design, Styling and Finish has resulted in today’s outstanding quality heatjng equipment. 


The Peerless line is... made to sell... made to satisfy... made to last, 
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Canva-Lastic 
MAKES CANVAS LAST 
WATER-PROOFS 

Awnings 
Binder Canvas 
Tents 
Tarpaulins 
Canoes 
Automobile 
Tops 
Stack Covers, 














Covers, Work 
Jackets, Overalls, Rope, Porch and 
Yard Furniture, Venetian Blinds. 
STOPS MILDEW, WARPING AND 
CHECKING 


Helps keep canvas from shrinking 


Makes them Soft and Pliable 
DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 
Dipping. 
Dries in 2 to 3 hours 


Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 


Manufactured by 


NEATSLENE CO., OMAHA 8, NEBR. 


ROY W. SHEPARD, “SHEP” 





Fly Nets, Horse | 








The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 








changed from April and May, were 
about 13 per cent above June of last 
year. Taking a look at a longer per- 
iod, the report said: “As compared with 
the 25 per cent average gain in sales 
for the full year of 1946 over 1945, the 
average gain for the first half of 1947 
over the same period a year ago was 
only about 15 per cent.” June sales of 
non-durable goods were about 8 per 
cent above a year ago, but slightly be- 
low May. Durable goods sales in June 
were about one-third larger than in the 
preceding year and 3 ner cent above 
May of this 


added that on a daily average basis the 


year. The department 
value of deliveries from the nation’s 
factories rose 3 per cent in June from 
the May rate. Manufacturers’ inven- 
tories advanced another $300,000.000— 
entirely in the durable goods line—to 
a total of $22.709.000.000 at the end 
of June. 


* * & 
Some July reports — Sears. 
Roebuck and Co. sales during July 


soared to a new high showing a gain of 
21.2 per cent over the same period last 
year. Sears’ July sales totaled $147,- 
626,856. 

For the six-month period ended in 
July, Sears’ sales were $909,651,326, 
a new high mark. The gain in the half- 
year period was 24.9 per cent. 

Butler Brothers’ sales for the first 
seven months of the year were $73,380,- 
872, a decline of 14.69 per cent. 

For the week ended August 2, the 
Federal Reserve Board reported depart- 
ment store sales throughout the coun- 
try increased 1 per cent over a year 
ago, and for the latest four weeks the 
gain was 6 per cent compared with 
year-ago figures. 

* * * 


Aluminum “utility” sheet— 
Development of a new aluminum utility 
sheet “designed to replace steel for 
many uses” has been announced by H. 
J. Kaiser, auto manufacturer. 

Mr. Kaiser said the sheet would be 
“offered at a price approximately 15 
per cent below anything ever produced 
for sheet metal fabricators in the his- 
tory of the aluminum industry.” It will 
sell at the mill for 21 to 22.5 cents 
per pound in standard widths and 
gauges. 

* HE a 

Commodities at post-war 
high—The Labor Department reports 
that sharp price increases for soft coal 
and pig iron in the July 26 week sent 
average wholesale prices for some 900 
basic commodities up another 0.2 per 
cent to a new postwar high. It was 
the second straight week a new record 
had been set. The department’s Bur- 
eau of Labor Statistics said that aver- 











age wholesale prices for all commodities 
surveyed as of July 26 stood 50.6 per 
cent above the 1926 average, 21.4 per 
cent above a year ago, and 2 per cent 
higher than the last week in June. It 
said “increased costs of materials and 


wage advances granted earlier this 
spring” were responsible for the rise 
in iron and steel prices, and the 5.2 


per cent hike in wholesale rubber 
prices. BLS said average prices for all 
the non-food and non-agricultural com- 
modities were 23.1 per cent higher on 
July 26 than a year ago. 


* * x 


Department store sales—By 
Federal Reserve report, covering the 
July 26 week, sales of the nation’s de- 
partment stores advanced 4 per cent, 
and in the latest four weeks, gained 7 
per cent over vear-ago periods. 


s * * 


Business units at new high— 
The business “census” reached an all- 
time high of 3,700,000 firms in March, 
300,000 more than the prewar peak of 
Sept., 1941. 
slackening in the rate of new growth 


However, an appreciable 


is now apparent, a Commerce Depart- 
ment survey discloses. The annual rate 
of increase was 18 per cent for the first 
half of 1946, but only 9 per cent in 
the last six months. The declining rate 
was especially pronounced for contract 
construction, which had expanded rap- 
idly in early 1946, but the slowdown 
to some extent affected every industry 
group. Chief reason for the reduced 
rate of increase, according to the de- 
partment, has been the decline in the 
number of new businesses started from 
the record high of 188,000 in the first 
quarter of 1946 to 54,000 in the last 
quarter of the year. The number of 
liquidations was still low, however, in 
comparison with prewar experience. 


* * * 


How does quality compare? 

-In a recent survey conducted by the 
magazine “Purchasing,” a thousand pur- 
chasing executives in various industries 
throughout America were asked: “How 
does the present quality of the prin- 
cipal materials you buy compare with 
what you were getting before the war?” 
Forty-two per cent “The 
Only 6 per cent replied “Bet- 
ter.” The remaining 52 per cent find 


answered 


same.” 


their present materials poorer than pre- 
war. 

Reasons for the alleged inferiority 
of postwar materials are not difficult 
to find. High wage scales have priced 
some of the costlier materials out of 
the market. The dislocations of war 
have impeded the import of some need- 
ed raw materials. A peak consumer 
demand and low inventories have re- 
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sulted in quantity rather than quality 
in production goals up to now. 

But the tide is beginning to turn. 
Buyer resistance to inferior goods has 
appeared in many lines. To the ques- 
tion, “Are you paying more attention 
to inspection and testing of deliveries 
before acceptance?” 84 ner cent of 
the renlies were “Yes.” 

There is also a fair shift toward new 


materials. “Are you using to any sig- 
nificant extent materials developed 


since the beginning of the war?” the 
survey asks. Twenty-one ner cent of the 
respondents said “Yes.” Of these, 72 
per cent are using the new product be- 
cause of superiority, not just as a sub- 
stitute for an unavailable product. 

To the query, “Are improved mate- 
rials now available to you to produce 
a better product than vour prewar pro<- 
uct?” 35 per cent replied affirmatively. 

There have been many reports of a 
rising emphasis on quality in recent 
months. Although a full return to pre- 
war standards may not have been 
achieved, the trend definitely now is 
toward better merchandise. 

* * & 


In the first half-year—tIn the 
Department of Commerce latest survey 
of current business, it was shown that 
store sales of durable goods have taken 
a sharp rise from an annual rate of 
$11,000,000,000 in mid-1945 to a rate 
of about $23,000,000,000 in the first half 
of 1947. But these sales still were about 
30 per cent below the level indicated 
by their prewar relationship to the dis- 
posable income of individuals. 

Non-durable goods sales, partly as a 
consequence of the lack of stock, bet- 
tered their relationship, continuing 
“well above,” through the first half of 
1947. 

The largest deficiency in sales rela- 
tive to income appears in the sales re- 
ports of motor-vehicle dealers. On the 
other hand, sales at parts and accessor- 
ies stores exceeded the volume required 
to maintain their prewar sales-income 
relationship. 

Sales of stores handling household ap- 
pliances and radios, as well as hard- 
ware stores, exceeded the calculated po- 
tential volume for these groups in the 
first half of the current year. 

Building-material and house-furnish- 
ings stores will show a business deficit 
of about 10 per cent. In most of these 
groups, the problem of supply has not 
been entirely solved. 

* * * 


Looking four months ahead 
—From Washington, the Department of 
Agriculture said it expects prices and 
supplies of major farm and food prod- 
ucts to trend about as follows, in the 
next four months. 


AUGUST 28, 1947 





@ Suckll 






si anos } 





- ah pepsi ann “ apes aimee 
sion wasners CO) 
oC (10 th WAS .. 



















| 










a 







+ WRENCHES 3 
ee 524 eT od 


sees ee ane 


For $28.00 you get: 


1—5 shelf rack 
1—Socket set screw assortment — 330 
pieces 

8 sizes set screws 
4 sizes wrenches 

l1—Wrench assortment — 187 pieces 
8 sizes wrenches 

]—Lockwasher assortment—1318 pieces 
12 sizes lockwashers 

1—Cotter pin assortment — 1743 pieces 
16 sizes cotter pins 

i1—Wing nut assortment — 240 pieces 
9 sizes wing nuts 


ARMALOY 
SOCKET WRENCHES 


Armaloy Socket Wrenches are 


i ae! 


made of a selected grade Alloy Steel, heat | 


treated, gauged to closest tolerance and 
beautifully finished in Chrome Plate. 
Furnished in five sizes: 4", 3%", '/2", 34" and 
1" square drive with a complete assortment 
of drop-forged ratchets and driving units. 
Cataloged, Stocked and Sold singly or in sets 
by leading Industrial Distributors everywhere. 





ARMSTRONG BROS. TOOL CO. 
The Tool Holder People 
314 N. Francisco Ave. Chicago 12, U.S.A. 
Eastern Whee. @ Sales Office: 
199 Lafayette Street, N. Y. 12, N. Y. 
Pacifie Coast Whee. & Sales Office: 
1275 Mission Street, San Francisco, California 


REDUCING INVENTORIES? 


— that’s where we come in! 






and BEST of ALL you 


DON'T 
SACRIFICE VARIETY! 
GROUP ‘A'ASSORTMENT 


has been created for just this situation. 


Total Space 1 ft. 
Investment ©6999 20.00 
$39.68 





Shavore Gt and Scheu Co 


BOSTON 10, MASS. 











BUILDER'S HARDWARE 


SINCE 1849 


MADE RIGHT 





PRICED RIGHT 











— == 


S f : Padiock and Hardware Co. 
LANCASTER, PA. 


—_—_ 
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HERE AT LAST 


For Immediate Delivery 


ALUMINUM CAKE PAN 
AND MOULD 


Made of 24 Gauge Aluminum in decorative 
Scalloped Design. 
Size 10°' x 3/2"' with tube 41/2"' long. 
Capacity, 2 qt. 8.00 doz. 


Aluminum Cake Pan and Mould 
Scalloped Design—Less Tube 
Size 10" x 3'/2"'—Capacity 22 qts.—6.00 dz. 
Size 9°* x 2%''—Capacity 1/2 qts.—4.00 dz. 


ORDER TODAY 


LURIE HARDWARE CO. INC. 
552 W. Lake Street 
Chicago 6, Illinois 


WHOLESALE ONLY 








FULL 40% 
PROFIT 


Even on smallest assortments! 








Order from your jobber 


Meat and Livestock—A seasonal de- 
cline expected in fall, but the amount 
will be “only moderate” if consumer in- 
comes stay high. 

Feed Grains—The weather remains 
important to price prospects for corn 
and other feed grains. If favorable 
through the remainder of the growing 
season, prices probably will decline this 
fall and winter, but may average high- 
er than !ast year. 

Wheat—Prospects for a corn crop 
are tending to strengthen prices despite 
record wheat crop. 

Dairy Products—Further increases ex- 
pected during fall and winter, but 
they are unlikely to reach levels of a 
year ago after ceilings were removed. 

Eggs—A less-than-usual increase ex- 
pected this fall. 

Fats and Oils—Larger production 
forecast. 

Fruits and Vegetables—Growers’ fruit 
prices this summer expected to con- 
tinue below last year. Fruit produc- 
tion will be larger. 

A more rapid decline than usual is 
expected in prices of most commercial 
truck crops grown for the fresh mar- 
ket this summer. Potato prices will av- 
erage higher than last year for the next 
few months. 


* * * 


Sixty million at work—The 
U. S. Employment Service reports that 


60,000,000 persons were at work in 
June, but warns that employment will 
decrease when the agricultural season 
ends. R. C. Goodwin, USES director, 
said employment had increased 8,600,- 
000 from Sept., 1945, to June, 1947. 
There were 4,000,000 agricultural work- 
ers in June. “Total employment will de- 
cline this fall and winter, as agricul 
tural workers cease to work at the end 
of the crop season,” Mr. Goodwin said. 
Pa oa a 

Workers’ earnings at record 

-The Bureau of Labor Statistics esti- 
mates that the average earnings of fac- 
tory workers in June were $1.22 an 
hour and $48.91 a week—both new 
records. 

Hourly earnings in the first half of 
the year have increased slightly more 
than 5 per cent. In this period Iast 
year, the increase was 8 per cent, re- 
flecting the difference between the so- 
called “first round” of postwar wage 
increases and the “second round.” 

Weekly earnings have risen almost 4 
per cent in the first six months of 1947, 
despite a slight reduction in the work 
week since January. 

In the durable goods industries (steel. 
autos, etc.), the average hourly earn- 
ings rose to $1.294 and the average 
weekly earnings to $52.39. 

In the non-durable goods industries 
(food, textiles, chemicals), the average 


hourly earnings roes to $1.138 and the 











Landers, Frary & Clark, New Britain, Conn., has developed a “Point O' Sales" pro- 
motional program to center around seasonal promotional needs timed for the 
announcement of new merchandise to assist its dealers in meeting the transition 
from a sellers to a buyers market. Dealers participating in any one division of the 
major appliance promotion, which is designed for dealer identification of Universal's 
electric range and water heater division, home laundry and home cleaning equipment 
division, will be given a free bonus of an illuminated Drama-lite display with a full 
color product portrait, or a giant overall merchandise display 13!/2 ft. by 86 in. high, 
shown above, to display appliances in all three divisions. The program has been 
developed into a complete package of promotion aids with something new and 
striking for each month of the year. 
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Statistics esti- : fir — SPRAYERS with both the consumer and dealer is 
irnings of fac- j rf bound to tax our manufacturing facilities to the 
vere $1.22 an a: limit — in spite of the fact that they are the most 
ek—both new j ———— modern in the industry and streamlined for scien- 
é tific mass production. UNIVERSALS are better 
a j | buys. Hence you had better buy UNIVERSALS. 
re ave € But place your orders NOW and avoid lost sales 


is period last 


and disappointments by having them when you 
want them. If unobtainable from your jobber, 
write to us. 


per cent, re- 
‘tween the so- 


postwar wage 


I i" 
esas P The G-30 — handy and efficient. Built to the high 


risen almost 4 ; 
onths of 1947 standard of quality you would expect from America's most 


Sie ae ileal modern sprayer factory. One of a complete line of com- 





pressed air and hand sprayers, and dusters. 
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Fuller gives the tool business a “‘shot in the arm” with these 1941 


Prices on popular, unbreakable amber-handle screw drivers, chisels 


THE F. E. MYERS & BRO. CO, 
Dept. H-42, Ashland, Ohio 


awls, mallets—despite current high costs of materials and labor! 
" Sales" pro- 
med for the 
the transition 
vision of the Fuller Tools mean new business for everybody! 
of Universal's 
1g equipment 
y with a full 
y 86 in. high, 


1m has been FULLER TOOL COMPANY, INC. 


ing new and rot 
GARRISON AND FAILE STREETS, BRONX 59, NY 
More Myers Water Systems Are In Use Than Any Other Make 


ARE AGE 


Jobbers, get out your order pads dealers, check your stock and 


put these items in your “WANT BOOK’ these new prices on 


DEALERS: Write tor complete catalog and name of nearest jobber 
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DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron « Steel 





© Heat Treafed + 2 Sizes 
Durbin-Boomer F-1—2 swivels, 34, 1% or 14” chain 
Duroin-Boomer F-2—2 swivels, 1%, 4% or 54” chain 


Malleable Iron © Heat Treated * 5 Sizes 
MIDGET No. 1—1 swivel, 14’ chain 
DELTA No. 1—1 swivel, % or %" chain 
DIXIE No, 1—2 swivels, % or 4’ chain 
LONE STAR 1—2 swivels, %, % or % “chain 
LONE STAR 2—2 swivels, 4%, 4% or %” chain 






WIRE STRETCHERS 
Dy STEEL CONSTRUCTION 





No. 3—3 Pulleys, plain bearings, 34” rope 
No. 33—3 Pulleys, roller bearings, %’ rope 
No. 4—4 Pulleys, plain bearings, %” rope 
No. 44—4 Pulleys, roller bearings, 34" rope 
No. &&—4 Pulleys, roller bearings, 14” rope 


ALL-STEEL ROLLER BEARING HOISTS 








No. | Size | Cap. 


Yael Be Construction 
12 yy” | 2000 6 lbs. | Drop Forged Hook 


13 %’ 1000 | 2% lbs. | Malleable Hook 


Ship. Wt. 
Lbs. 





























Shipped with or without rope. 
Write for C 


catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Lovis 5, Mo. 


THE WONDER DRILL 




























For 

All angles 

Tight spots 

Around corners ome 
PROFIT MAPA 








JOIC performs and sells. It is the only 
turret-head hand drill on the market. 
Expertly designed and constructed, 
JOIC appeals to craftsmen and hobby- 
ists. Chuck capacity % inch drills. 


Ask your jobber or write: 
JO MANUFACTURING COMPANY 


8442 OTIS STREET e SOUTH ¢ 












average weekly earnings rose to $45.08. 

According to a B.L.S. table showin 
average weekly earnings, minus tax de- 
ductions and in terms of 1939 dollars, 
a worker earning $48.46, having a wife 
and two children, “took home” $47.00 
in June, and this $47.00 would buy 
$29.99 worth of goods in terms of 1939 
dollars (because a dollar would buy 
more in 1939 than it does now). 

In 1939, according to the B.L.S., av 
erage earnings for factory workers were 
$23.85 a week. 


* % id 


g 
5 


Farm income higher — Total 
farm income was 22 per cent higher 
in the first seven months of 1947 than 
in the corresponding period last year, 
the Bureau of Agricultural Economics 
reports. ‘gil 

Marketing receipts alone were 27 per 
cent higher, but government payments 
fell off. Total farm income through 
July was $14,700,000,000, the 


said. 


bureau 


Receipts from livestock and livestock 
products were up 30 per cent and prices 
f 


were up 32 per cent from 1946. Meat 
animal receipts were up 45 per cent; 
dairy products, 20 per cent, and poul- 
try and eggs, 10 per cent. 

Grain receipts were up 50 per cent, 
with grain prices 25 per cent higher 
' se « 

Air express — The increased 
use of air express by American busi- 
ness and industry in its efforts to sat- 
isfy current consumer demand is graph- 
ically reflected in half-year figures re- 
leased by the Air Express Division of 
Traffic vol- 


ume was the highest in the 20-year his 


Railway Express Agency. 


tory of the service, the agency said. Air 
express shipments handled in domestic 
airline service in the first six months 
of 1947 were up 26.5 per cent over the 
similar 1946 period, with a total of 
1,747,293 shipments handled for 25 
certificated airlines, compared with 1,- 
381,088 shipments a year ago. This six- 
month total, it was pointed out, ex- 
ceeded by more than 200,000 the num- 
ber of shipments for the entire year 


1943, 





Public Auction Idea 
Builds Town Traffic 


ERCHANTS of Cresco, Iowa, 

population 4,000, including 
Drollinger Hardware, Douglas Mar- 
shall-Wells Store and the Coast-to- 
Coast Hardware, realize that towns 
which serve the customer well will 
increase their traffic to the point 
where all stores will benefit. There- 
fore, on June 11th, the retail mer- 
chants, with the help of the Cham- 
ber of Commerce and the Cresco 
City Council, put on a public auc- 
tion of merchandise, and gave free 
coffee and doughnuts to all local 
citizens and rural folks attending. 

The event went over well and 
brought in hundreds of farm folks 
and also attracted many local resi- 
dents. Under the Public Auction 
Plan at Cresco, each participating 
merchant brought two or three spe- 
cial bargain items to the auction. 
This resulted in thousands of dol- 
lars worth of valuable merchandise 
offered for sale, with huge savings 
to those attending the auction. No 
more than five minutes was allotted 
to the selling of goods contributed 
by any one merchant. 

Goods that went on sale at the 
auction were ticketed and displayed 
in the windows of various stores the 
week prior to the sale. This fur- 
ther boosted interest in the event 
and helped to bring about a fine 
turnout. 

Termed the “Clean Sweep Sale,” 
the event may be put on several 





other times this year to show farm- 
ers and others that it pays to come 
to Cresco to buy. 





PUBLIC 


AUCTION! 
2 SALE 


STARTS AT 12:30 SHARP 


WEDNESDAY, 


JUNE If 


FREE COFFEE and DOUGHNUTS 11:30 to 12:30 


The Story About the Sale 


Always willing to co-operate, the Retail Merchaints of Cresco will join forces 
with the City Council and all civic groups in a city wide clean-up, starting first with 
their stocks of merchandise, hundreds of dollars worth — will be placed im parking 
lot on Market Street to be sold to the highest bidder. Every merchant im town will 
participate and only 5 minutes time will be allowed each store. It's going to be the 
fastest moving auction sale you have ever attended. You'll have to be on the alert 
to get your share of the bargains, because bids will be fast and furious. You may get 
an article on the first bid. Remember the date. It'll be fun! 


NO BID-INS ALLOWED 


Cresco Chamber of Commerce 


The Retail ‘Seles Casmeittee 


RAY FARNSWORTH, Ringmaster 
WAYNE SEARCY, Auctioneer | 
} 


























4. P. THOMSON, Clerk 











Here's a copy of the ad that told 
the story of the auction. It was 
two columns wide and 19/2 in. high. 
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Superior. 


Superiors 




























™ me S war 
SUPERIOR 


Superiors stop leaks...make 
old faucets better than new! 
Placed on display, they sell them- 
selves, and—your real profits 
come from steady, repeat sales. 
Once your customer buys a 
.-he'll be back for more. 


@ NEW TYPE FLOATING 
COMPRESSION SHUT-OFF 


SUPGINGR Vaive MFG. CO. 
3301 Mayflower Road * Cleveland, Ohio 








=| 


P @ P-3003 


fit 95% of all faucets 


. — we 


PROVIDE " 
@ NEW THREADS i 
@ NEW SEAT 
@ NEW STEM 


Write for Bulletin 3002 






Rin 
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BLOW TORCHES and FIRE POTS 


Into the making of C&L Blow Torches and 


Fire Pots goes over 50 years’ experience in build- 


long life. 
guarantee 


ing superior heat tools. Rugged construction assures 


Skilled workmanship and expert engineering 
the most-up-to-the-minute blow torches and 


fire pots money can buy. C&L will continue to bring you 
top quality heat tools second to none in dependability and 
smooth performance. At leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY « 
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FOR SAFETY’S SAKE—Say “TAYLOR” 


Pin Tumbler 
Cylinder Rim 


NIGHT LATCH 
hth af Thee Chuabell,, Fealiives : 


© Genuine Five Pin Tumbler Cylinder ¢ Full Size Case 
and Cylinder © Excellent for Replacement © Attractive 
Finish © Beautiful Package © Priced LOW for VOLUME 
Sales. 








No. 800C 


Your Hardware Wholesaler Has A Complete Line of 
Taylor-Made Quality Products — Padlocks, Night Latches, 
Inside Locksets and Key Blanks. 


TAYLOR LOCK COMPANY 


PHILADELPHIA 32, PENNA. 















MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
_ OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
M triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 


of our volume production and modern equipment. 
A beautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


PAINT CORPORATION 
CLEVELAND 6, OHIO 


























NEATER IN APPEARANCE 
EASIER TO HANDLE 


SUPERIOR IN SERVICE 





U. S. POULTRY NETTING 


STRAITLOK — HEXLO 


Awl 


INDIANA 


STCEL & WIRE CO. 


MUNCIE , INDIANA 














If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together — and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New Vork City 








American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Mar]- 
horough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 


Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
N. Y. 

Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southport, 


Conn., is secretary. 


Hardware Golf Association 21st 
annual tournament, Sept. 4-6, 1947, at 
French Lick Springs Hotel, French Lick, 
Ind. Registration through the secretary, 
Dietz Lusk, 621 E. 70th Terrace, Kan. 
sas City 5, Mo. Room reservations di- 
rectly with hotel. 


Illinois Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
Ill., managing director. 


Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery is convention head- 
quarters, exhibit held in Coliseum 
Building. Philip R. Jacobson, Mason 
City, Iowa, secretary. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1938, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 


secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-26, 1948, in Grand Rapids, 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers’ Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 


Coming Conventions and Events 
Corrected Each Issue According to Latest Data 





Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows: Oct. 
31, 1947, at the Netherland Plaza Hoiel, 
Cincinnati, Ohio: November (date to 
be announced) at Newark, N. J.: Jan. 
8, 1948, at the Edgewater Gulf Hotel. 
Biloxi, Miss.; Jan. 14, 1948, at the 
Copley-Plaza Hotel, Boston, Mass., and 
March 23, 1948, at the Palmer House. 


Chicago. 


Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th, Minneapolis 4, 


Minn., manager. 


Missouri Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel. 
St. Louis, Mo. Louis C. Kreh, 323-324 
Wainwright Building, St. Louis 1, Mo.., 


secretary. 


Montana Hardware and Implement 
Assn. annual convention and exhibit, 
Oct. 23-25, 1947 -at the Hotel Finlen, 
Butte. C. M. Wall, Helena, is secretary- 
treasurer and Norman O. Blevins is 
manager, with offices in Helena, Mont.: 
mail address, P. O. Box 216. 


National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 


managing director. 


National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag 


ing director. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Il]. A. W. Buddenbery 
is executive secretary of the association. 


(Continued on page 150) 


HARDWARE AGE 












































These ful 
5-pin tu 
deadlock 
Latches 
design an 
eliminate 
of stocki 
and left 






















































4865 








AUGUST 








butors’ Assn., 
, Pa., and the 
inery Distrib 
er Bldg., At- 
follows: Oct. 
| Plaza Hotel, 


per (date to 


, ee 3.t Jan. 
Gulf Hotel. 
1948, at the 


1, Mass., and 
ulmer House, 


Asso- 
and exhibit, 
Paul Audi- 
om 


nneapolis 4, 


dware 


Chris- 


are Associa- 
ind exhibit. 
erson Hotel. 


reh, 323-324 


ouis 1, Mo.. 


Implement 
ind exhibit, 
otel Finlen, 
is secretary- 
Blevins is 
ena, Mont.: 


Hardware 
nd Nation- 
)x position, 
mer House, 
oemer, 420 


ly. ie May AS 


how, Oct. 
entral Pal- 
Yeager, 331 
ity, manag 


show, Jan. 
nal Amphi- 
- sponsored 
| Manufac- 
lerchandise 
suddenbery: 
issociation. 


150) 


tE AGE 


SELECTIVE DISTRIBUTION © 


COMPLETE QUALITY LINE® 





3 KEYS TO PROFITABLE SALES 






1, FULL PROFITS— When you sell the 
Lowell line you make a substantial 
profit on each sprayer and duster 
you sell. There are no loss leaders 
or “cheap sprayers.” You get full 
profit on each one. 











2. SELECTIVE DISTRIBUTION — Your 
market is large and only highly 
ethical distributors are selected to 
sell the Lowell line. 


3. COMPLETE QUALITY LINE — T he 
Lowell line is complete and com- 
pact with a sprayer and duster for 
every use. This gives you fast turn- 
over on small inventory. Fast turn- 
over boosts profits quickly. 





















DEPT. 51, 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 


S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 


Write for full details today! 
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BUILDER SATISFACTION—" Hollgmade 

trademark means modern, streamlined design, utmost 
engineering skill in builders’ hardware, including 
latch and lock sets, cylinder sets, drawer knobs and 


plastic and metal pulls 


















Tubular 
Night 
Latches 







e hron 


No. 90 1/4 The “Akron” Knob 
is distinctively fashioned with 
Chrome, Satin Chrome, 
Polished Brass, Dull 

Brass or Dull Bronze | 













finish on Cast Brass 
French Shank with 
Wrought Brass Body. 
me 






















These fully reversible 
5-pin tumblet Tubular 
deadlocks and Night 
Latches of advanced 
design and construction 
eliminate the necessity { 


of stocking both right I yon 4 
PN 


and left hand latches. 
No. 3 Auxiliary Night Latch 


EXPOSITION BOULEVARD se 


Se Leute Y 


No. 77 1/4 The ‘‘St. Louis” is 
an all Brass Knob, with con- 
ventional shank, handsomely 
finished in Dull or Polished 
\ Brass, Dull Bronze, and Satin 
or Polished Chrome 










No. 95 1/4 The Santa Fe” 
Knob is handsomely finished 
in Dull or Polished Brass, 
Dull Bronze, and Satin or 
Polished Chrome. Has a 
Wrought Brass Body on 
Cast Brass French Shank. 






























HOLLYMADE HARDWARE 


Successors to 


PACIFIC PLASTIC & MANUFACTURING CO., 


MFG. CO. 






INC 












4865 LOS ANGELES 16, CALIFORNIA 
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“BIG 8" 


| ‘T| HARDWOOD 
POKER TABLES 
Stationary and Folding 

—with Chairs to Match 


i Matched Metal Bridge Sets—Wood and Metal Folding 
Seating Chairs, Upholstered Chairs. 


Prompt Shipments—Write for Literature and Prices. 


HARRY M. WOLFE, 666 Lake Shore Drive 
Chicago 11, Illinois 
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Templeton, Kenly & Co. 
Chicago (44) If. 
Better, Safer Jacks Since 1899 





























WE HAVE IN STOCK 
FOR IMMEDIATE DELIVERY 
COPPER TUBING—all sizes from !/g-340D 

WATER HEATERS, ASBESTOS WICKS 
BRASS FITTINGS—Flare Type 
BRASS FITTINGS—Compression Type 


COPPER COILS FOR OIL BURNERS 
RANGE OIL BURNERS 


AMERICAN MANUFACTURING CO. 


P, O. Box 2172 Hartford, Conn. 


































— DRAINS Cellars 
Washing 


Machines, Can 
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Mix Hot and 


National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948, at the Olympic Hotel, Seat- 
tle, Wash., Rivers Peterson, 333 No. 


Pennsylvania St., Indianapolis, Ind., 
managing director. 
National Wholesale Hardware 


Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd _ semi- 
annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel, Thomas 
A. Fernley, Jr., is executive secretary 
of the 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 


is secretary of the manufacturers’ asso- 


wholesalers’ association with 


ciation with headquarters at 342 Madi- 
son Ave., New York City. 


New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 508 Hills Building, 


Syracuse 2, N. Y., secretary 


North Dakota Retail Hardware As- 
sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 
Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine 21 Clifford 
Building, Grand Forks, N. D., secre- 
tary. 


Sherwood, 


Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948 
at Convention Hall, Philadelphia, Pa. 
W. Glenn Pearce, 400 N. Broad St., 


Philadelphia, Pa., is managing director. 


Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5, 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Muni- 
R. K. Thomas, 71] 
Oklahoma City 2, 


cipal Auditcrium. 
Wright Building, 
Okla., secretary. 


Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), a! the Andrew Jack- 
son Hotel, Nashville, Tenn. Morris 
Jones, 501 Republic Building, Louis- 
ville 2, Ky., secretary. 


Western Retail and 
Hardware Associatioa, annuol conven- 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas City, 
Mo. Hardware and farm equipme:t 
forums will be held Jan. 19 at 8:06 
p. m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., seere- 
tary-treasurer. 


Implement 


Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 

Upper Midwest Housefurnishings 
Show, Sept. 23-26, 1947, at the Min- 
neapolis Auditorium, Minneapolis, Minn. 


Norman F. Ludford is director. 








Cold Water | 
-| When 
RETAILS at $1.60 


‘rte for Circular! Mention You- Jobber! 


CENTRAL RUBBER PRODUCTS CO., Inc. 
821 Broadway @ New York 3, N.Y. 


Filling 






































78 types te cover all price ranges—all ports 
Hable. Complete tine of “AMERICAN” 





Eye-Catching Department Stimulates Paint Sales 


ALES of from $25 to $50 are not 
unusual in the paint department 
of Drollinger’s Hardware, Cresco. 
Iowa, where Lester Bareis and his 
staff do their utmost to help custom- 
ers with their painting problems. 
Town and farm people who go 
there for paint and varnish and ad- 


$ 


Z 





vice on how to handle such work, find 
a manager and staff who know their 
business and who are very glad to 
talk over any paint problem. 
Excellent display of paints, var- 
nishes and_ supplies, including 
brushes, helps the store to get much 
attention for this department. 





















Incandescent lamps—our own product at best 
factory discounts. 
JOBBERS—send for catalog and prices. 


THE SAVE LAMP CO.,Baltimore 11,MD_ 





SPARTER 


.... ANOTHER NAME FOR 
BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥. 
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SOLID 


BLACK ANI 
SCREENS. 


ALSO GRAT 













The merchandise is all here and the staff is also here to advise. 


HARDWARE AGE 





tlantic Sea- 
ation annual 
eb. 9-12, 1948 
ladelphia, Pa. 
Y. Broad St., 
aging director. 


nd Implement 
ntion and ex- 
klahoma City, 
ibit at Muni- 
Thomas, 71] 
oma City 2, 


ware Associa- 
Feb. 23, 24, 
Andrew Jack- 
enn. Morris 
ilding, Louis- 


lement and 
mual conven- 
)-22, 1948, at 
Kansas _ City, 
n equipment 
. 19 at 8:06 
322 Scarritt 
Mo., seere- 


‘dware Asso- 
and exhibit, 
yaukee Audi- 
H. A. Lewis, 
ary. 


furnishings 
at the Min- 


ANOTHER _littro - Coane FIRST 


RUST PROOF 


PERMANENT 
COLORS 


FITS ALL 
ROUND RIM 
TUBS 


RETAILS AT 


use A GLEAMING PLASTIC 


Over-The-Rim -Type 
BATH TUB SOAP DISH 


The new, efficient design of this Lustro- 
Ware bath tub soap dish appeals to 
women. Diagram suggests how ribs 
support soap for quick drying and easy 
removal, even with wet hands. Vents in 
bottom assure instant drainage and 
ventilation. Unlike metal, this all plastic 
dish will not rust, nor will it scratch tub 
enamel. And too, Lustro-Ware plastic al- 
ways sparkles like new, since the colors 
are a part of the material itself, and are 
not affected by alkali, alcohol, or acid. 
Available in attractive assorted colors. 
Order.today for immediate delivery. 


Pe ak 
ae M 


POPULAR /0¢ SOAP DISH 


This non-tipping plastic ledge soap dish 
outsells similar priced merchandise every 
time. A rigid, non-breakable soap dish de- 
signed for convenient use in window sills, 
sink tops, basin ledges, etc. Available in 
attractive assorted colors 


PESIS|SRED KRRSO MOVVED BX 


GAUELIGTOS 


PLASTIC PRODUCTS, INC. 
COLUMBUS, OHIO, U.S.A. 


Stock the complete line of Lustro-Ware Bathroom Fixtures for greater houseware’s sales 





apolis, Minn. Increase your sales h, with the, 


oe PROFITABLE LINE OF Prompt Shipments of 

















IRONING BOARD COVERS 


' Sales 
: r Elastic Ironing 
h work, find Board Covers 
_ know their ; 
Drawstring Iron- 
ery glad to ing Board 
em. Covers 
paints, var- Ironing Board 
including Cover and Pad 
fo get much Sets 
lent. 2 © «ina Ironing Board 
r _ Pads 


Also—Shoe Bags 
Laundry Bags. 


Clothes Pin Bags 
—Pastry Cloths. 


COMPLETE LINE Sleeve Board 

Coversand Pads 
Pastry Cloth & Jacket Set-—Washing Machine Covers 
Reversible Pad & Covers—Sewing Machine Covers— 
Home Mangle Covers—Basket Liners—Pot Holders 
FIBRE-GLASS unburnable Ironing Board Covers 


What are your requirements? 


SOLID POLISHED BRASS, PLATED AND 
BLACK AND BRASS ANDIRONS, FIRESETS, 
SCREENS. FIRELICHTERS, WOODHOLDERS, 














ALSO GRATE BASKETS AND LOC REST COVERS 





PF init SS 


ANAL Z, SEND FOR ILLUSTRATED CATALOGUE 


GIBRALTER HOUSEHOLD PRODUCTS CO., Inc. 


CHATTANOOGA IM ENT & MFG. CO. & 660 First Ave., New York 16, N. Y. 


CcCHATTANOGQ , TENN. 


Snatoblinhed. 189! 
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NEW LOW PRICES 


Layali 


Prices again reduced! There's extra profit in 
handling good merchandise at reasonable prices. 
Royalbilt fishing tackle will help increase your 
turnover. 


Lord Weldon Fly Reel 

Aluminum frame and spool; steel bearing center 
shaft, lapped ond ground for free, silent cast- 
ing. Line drying spool prevents rot. Holds 50 
yard line. Single action; less than 4 oz. Etched 


finish. Written guarantee. 
$2.00 





DIAMOND 


IAMALLOY 
TOOLS 





AMAZING No. 100. Individually boxed 
65 to a carton 
New Fly New Low List Price 
Rod Tips 


Pear shaped. 
100% stainless 
steel; bright 
finish. Best at any 
price. Sizes 4!/.. 


ete | Rod Mountings 

i i “ Precision quality line guides and tips of bright 
aan nickel to meet all requirements. BRACED TIPS 
NOW. ARE 100% Stainless Steel. Low prices. 
(Inenvelopesof!2) Fly Casting and Bait Rod 


Diamalloy Retail 30c each Priced for Volume sales. Heat treated steel. 


i i H Silk wrapped. Royalbilt guides and tip. 
Long Nose Side Cutting Plier scteil ccit Et. 














If your jobber cannot supply—write or wire 


ROYAL ENGINEERING CO. 


| 1333 Folsom Street San Francisco 3, Calif. 





Diamalloy 
Heavy Duty Diagonal Cutting Plier 


Complete your line with this 


FUEL OF A HUNDRED USES! 


Sales territories now open to distributors and 
dealers in many areas for Ford Heat-Packed 
Charcoal Briquets—the modernized wood char- 
coal in concentrated form, for more intense heat. 





Diamalloy 
End Cutting Nipper 


For unusually hard and exacting require- 
ments. Drop forged from special alloy 
steels, carefully heat-treated. Strong, 


Here’s why Ford Charcoal Briquets mean real 
profits for you: 


Big Market: Pic- 
nics * Barbecues ¢ 


Better Product: 


light and convenient to handle. 
stand severest strains. 


Write for Catalog! 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 


With- Cleaner, smoke- 


less, spark-free—Ford 
Charcoal Briquets burn 
far longer than ordinary 
charcoal! They give an 
even heat that lasts and 
lasts. And they're of uni- 
form size. Free from waste 
and fines. 


Pa Good Mark-Up: 
Profitable mark-up 
for distributor and dealer 
alike! 


Camping ¢ Hotels ¢ Res- 
taurants ¢ Clubs « Dining 
Cars @ Refrigerated Rail 
and Truck Lines ¢ Foun- 
dries ¢ Metal Refineries « 
Tinsmiths ¢ Packing 
Houses * ‘Tobacco Growers. 


Steady Sales: Not 

seasonal. Profits 
Winter and Summer—all 
year ‘round! 


Add Ford Charcoal Briquets to your line. Prices now 
reduced approximately 10%! Write, wire or phone: 


FORD MOTOR COMPANY 


Special Products Department 
DEARBORN, MICHIGAN 


HEAT-PACKED 
CHARCOAL BRIQUETS 


HARDWARE AGE 
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“TRIPLEX” SPRING BUTT-HINGES 


Streamlined "Triplex" double and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation in keeping with the 
most modern designs in builders 
hardware. They are as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- 
nental air fleets. 

Careful designing has created 

these proven features: 

@ Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 

@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 

@ No open joint where spring 
barrel continues as the web. 
This avoids exposing springs 
to moisture. 


Spring Hinges of Quality 


Double Acting 
Type BUT2001 


Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance. 





Chicago Sy Spring Hinge Co, 


CHICA U.S.A. NEW YORK 











SELL AT LEAST 2 ON EVERY JOB 














; LOUVERS 
,°" OLD AND NEW CONSTRUCTION 


In all installations they give 
ample ventilation to insulated 
attics. Lumite plastic screens, 
and no exposed metal eliminate 
rust and corrosion—keep walls 
free from streaks and stains. 
Quickly installed. Last the life 
of the average building. 


Over 30 types and sizes. 
Write for full details. 


A. D. HEMPHILL CO. 


118 Franklin Street Lake City, Minn. 
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beautiful 
Hammered SILVER-CRAY Finish 


These are truly America's finest cash and utility boxes 


made of heavy gauge steel for rugged service; made with 


| appealing hammered silver-gray finish—beauty which de- 


| lights the buyer. Baked-on finish for lasting life, good ap- 


pearance. Radius corners, counter-sunk handle, seamless 
construction. Every fine feature has been provided! Indi- 


vidually cartoned. 


GENEROUS CAPACITY 
The box comes in large size—!1!/ x 6x 434 — with tray 
(No. 1923 $3.70* list) or without tray—(No. 923 $2.30* 
list). This provides ample space for all average needs. 
Each box has flat lock—2 keys furnished. Your customers 
will want it! Sold by leading jobbers—or write us direct 
for full details. 


*Price slightly higher west of the Rockies. 
\ (Size 11% x 6 x 4%) 


No. 1923 
‘With Tray 


CAN COMPANY 
- CHICAGO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 


2415 West 19th Street 














DEALERS: SPECIAL MERCHANDISING ANNOUNCEMENT! QUEEF sc4'% 


— i Attaches to carpen- 
FREE Fer age | Sime SSS Ov Ove Oe Oe ACT NOW— Order SUPER SHINGLE N ters’ steel squares. 
2 may ete ene as only {| carton of 10 popu- nu GAGE NO. 59 3} 6 Helps lay = =— 
j i lar SUPER DRILL Now you can supply eriager anges, oh. 
ae ae po Nacggntd =) GRINDERS and get a tree shinglers, carpenters Fast sellers at 75¢ 
SUPER DRILL SAFE-T-PLANE. Total and home craftsmen. the pair! 
x retail value: $35.45. Costs Retails like hot cakes, - 


GRINDERS, right. ee aS : 
Offer made to intro- P z QW tae AY you only $19.75, delivered! 30¢ ea.! 


duce new and vast! mf, ~*~ 
2" ee A. D. McBURNEY 


939 W. 6th Street Los Ang2les 14, Calif. 











BRING HIGH QUALITY 
TO THE LOW PRICE FIELD 


.+-for fine quality 
LeBus Type ‘A’ Load Binders are drop 


= n 
pocket knives \ Se forged of alloy and carbon steels, fully heat- g There’ 
: \ treated, fully guaranteed and they have the de- Fa s eres 
pendable LeBus forged ‘‘ball-and-socket’’ tion from 
swivel that cannot bind or deform .. . yet, % . 
they retail at prices that will appeal to mail orde 
farmers, light industrial haulers and others who 2 stock and 
demand quality at low cost. Stock them for la Grip” 
additional sales . . . greater profits. Ps 
sold exclus 


in available ere Type There’s n¢ 
“@” and Type “L’’ Load - 
Binders for heavier ser- ; Rogers “C 
pag» co informa- market—k 
tion furnished upon re- , » 

quest. q That’s wh 





fees the elge / 

SOLD ONLY THROUGH RECOGNIZED c +h Ste 
JOBBERS AND DISTRIBUTORS seoceeamamanae a 
Ask yor 


CAMILLUS CUTLERY COMPANY, New York 17, N.Y. LEBUS ROTARY TOOL WORKS 


.++++Factory at Camillus, N. Y. 
Established 1876 actory at Camillus, P. O. BOX 2352 LONGVIEW, TEXAS 














AB OGREAT LINE! 


ELECTRIC RANGES - ELECTRIC WATER HEATERS - OIL RANGES + PORTABLE OVENS + OIL HEATERS + WICKS 


A. J. LINDEMANN & HOVERSON COMPANY 
MILWAUKEE 7, WISCONSIN 


* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
































CenezToo.s | GES 


Finest Precision-Made Carving Tools for. Four Popular Models Available 


Mode! Builders Pattern Makers fy nee, | MODEL is MODEL = MODEL 
Hobbyists Home Work Shops Ss] 420-a 520-8 524-8 sib 


1 / 3 Off Former Prices! 20 Warehouses to Serve You = Distributed Wholesale by 


STOVE DIVISION 


Southern Coal Company, Inc 
Inquiries Invited—Write 1 Ye « 
ee ee = America’s Largest Distributor of The Genuine Warm Morning Coal Heater 
GENIE INDUSTRIES ATLANTA © BIRMINGHAM * CHARLOTTE « CHICAGO + DALLAS « FT. SMITH 
KANSAS CITY « KNOXVILLE ¢ LOUISVILLE » NASHVILLE « NEW ORLEANS 


2600 W. OLIVE AVE., BURBANK, CALIF. OMAHA « ST. LOUIS 
GENERAL OFFICES: MEMPHIS |, TENNESSEE 


Liberal Discounts to Dealers 











Pi PE BINDER TWINE 


BALER TWINE 


ae. ee PLYMOUTH TYING TWINE 


rf 


, a 2 CZLEE Producla 
O 


a 


THE ROPE YOU CAN TRUST BECAUSE IT 1S MaIGQiaaa maa PLYMOUTH. MASS. 
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SUPER STAIR 

GAGE NO. 49 
ttaches to carpen- 
ers’ steel squares. 
elps lay out stair 
stringer angles, ete. 
ast sellers at 75¢ 








>VIEW, TEXAS 


ATERS + WICKS 


MODEL 
616 


lesale by 
) IN 
Ine. 

ig Coal Heater 


AS « FT. SMITH 
VEW ORLEANS 
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STAY AHEAD 
OF COMPETITION 


There’s no price competi- 
tion from chain stores and 
mail order houses when you 
stock and sell Rogers “Goril- 
la Grip” glue. Rogers glue is 
sold exclusively to independent hardware retailers. 
There’s no quality competition from other glues, either, because 
Rogers “Gorilla Grip” is the most powerful adhesive on the 
market— holding power of more than 3885 Ibs. per square inch! 
That’s why glue users everywhere ask for ROGERS. 


Stay FREE of competition— 
ek your Jobber for re TODAY 








the bedt LIQUID FISH GLUE 


GLOUCESTER, a 








that SELLS 
Padlocks ..... 


° 
Locks BOTH Sides Shackle 
 . Dealers! Beat price competition on a quality 
Z basis with the Popularly-Priced Chicago Pad- 
3 locks. Explain to your customers how ALL 
- Chicago Padlocks lock BOTH SIDES of Shackle. 
a7) . Sell ‘‘Double Security’ with Chicago Padlocks. 
asl IT PAYS! 
\ €—2 Double Bitted Keys with Each Lock. 
CHICAGO LOCK CO. 7 2rcttsiti"" 
. CHICAGO, iLt 
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LEG OF MUTTON 
GUN CASE 


Blocked laminated 

construction with beautiful brown plastic grained cover, scuff 
resistant and mildew proof. Top grain cordovan cowhide 
leather trimmings, completely waterproofed. Flannel lined. 
Reinforced cap, riveted and stitched for extra strength. 7" 


i leather cordovan sling. Adjustable partition with rod pocket, 


brass hardware, bag type solid leather handle. 


28"-30"-32" Sizes 
for 


No. 400—Double Barrel 


No. 400A—Pump and Automatic Guns 


Send for catalogue of complete line 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 


W. COLLINGSWOOD HEIGHTS, N. J. 


PACKED IN 
COLORFUL NEW 


50-foot rolls now packed 
inacolorful, self-service 
carton for counter 
display. 


STOVE PIPE WIRE 
IN UTILITY ROLL Zinc-coated to pre- 


vent rust. 18, 19, or 20 gauge galvanized steel. 
50-foot utility rolls. Specify PESCO — order 


from your jobber. 


PEKIN SPECIALTY COMPANY 


PEKIN, ILLINOIS 




















Classified Advertising Rates 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 




















Allow Seven Words for Keyed Address 
or Your Address 















*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





| Set solid, maximum, 50 words......-. $5.00 
i Each additional word......... -10 Cuts or special borders not allowed. 
| Positions Wanted ‘pistauurs Fon GORD ‘ishiAv ADs 
} (Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
ee Ne en reer ee $2.00 Advertising. 
Each additional word......... ‘05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





previous to date of publication. 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 





Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
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Classified Opportunities Dept. 


























| Help Wanted 


_JI| 


Help Wanted 


| ||Sales Representatives Wanted | 














SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who i» 
(1) experienced in sales operations 
through imdustrial supply outlets; 
(2) an able sales correspondent; (3) 
{ree to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
Salary open. Write fully about your 
background. Enclose photo. Inter 
view in New York, expenses paid. 










Address Box L-255, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 




















DO YOU KNOW THE PUMP BUSINESS? 
An alert, aggressive pump manufacturer produc- 
ing a wide line of deep and shallow well pumps— 
reciprocating and jet types—seeks a man who 
Knows the Business for an Immediate Key Posi- 
tion. We prefer a veteran but he must be well- 
grounded in all details of pump design, engineer- 
ing and sales and know the mechanics of installa- 
tion and operation. If he has had experience in 
the field and has rubbed elbows with dealers and 

' jobbers, so much the better. Considerable travel 
will be necessary. The man we seek is not 
interested in Just Any Job but wants an oppor- 
tunity. This should be it. Salary figure is open 
and subject to discussion. Integrity, intelligence, 
industry and intensity sum up the qualities we 



























seek. Rush full details about yourself if you are 
the man. Write Box L-408, care of HarDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 












Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc 
tion material wants man to advise cux- 
tomers on applications—not take orders— 
working in M and Indiana, with 
headquarters preferably in Detroit area. 
Salary to be commensurate with experi- 
ence. 

Requirements: Varied knowledge of metal- 
working production gained by plant work 
er selling; ability to travel extensivels 
away from home. Write in detail about 
background. Interview arranged at New 
York headquarters; expenses paid. 


. Address be L-264, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 



















Excellent Opportunities to experienced buyers in 
one or more of the following lines: Sporting Goods, 
Cutlery, Builders Hardware, Tools, Major Ap- 
pliances. Positions offer permanent connection, 
good pay, and opportunities for advancement. 
Confidential. Address Box L-416, care of Harp- 
WARE AGE, 100 East 42nd St., New York 17, N. Y. 


WANTED: BUYERS. WELL  ESTAB- 
LISHED AND RAPIDLY GROWING MID- 
WEST HARDWARE WHOLESALER offers 





[Sales Representatives Wanted | 





SIDE-LINE 
Territories. 


WE CAN USE 
Several Protected 


GLASSWARE. 
SALESMEN in 


North Broadway, St. Louis 7, Mo. 

SALESMEN NOW CALLING ON RETAIL 
HARDWARE STORES in South Atlantic States 
to carry side line of surplus tools and hardware. 
Our prices are low and you can easily increase 
your weekly income, as we pay 10% commission, 
Write giving territory covered. Address Box 
L-410, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. = 





WANTED, NOW CALLING 
ON Wardware, Houseware Dealers, Locksmiths 

and Lumber Yards. To carry side line of locks, 

| keys, locksmith supplies, builder’s hardware; 

| choice territories open. Liberal commission basis. 
Address Box L-412, care of Harpware Ace, 100 
East 42nd St., New York 17, N. ¥ 


SALESMEN 


ON Hard- 
3arber, 


SALESMEN WANTED TO CALL 
Restaurant, Office, 


ware Dealers, Surgica', 
snd Beauty Supply Houses with excellent line of 
Cutlery, specializing in shears, scissors, pocket 


and manicure im- 
Western, Southern 
Address Box L-405, 
New 


end hunting knives, flatware, 
plements. Commission basis. 
and Mid-Western Territory. 
100 East 42nd St., 





| eare of HarpWareE AGE, 
| York 17, N. Y. ' 
SAI ESMAN WANTED A FEW 


CHOICE TERRITORIES OPEN on nationally 
established line sold through hardware, paint, 
wallpaper, and Se to $1 variety stores. Commission 
hasis with weekly draw of $60 in home town and 
$85 while traveling. Average earnings $150 plus 
each week, and settlement made every four months. 
Full time men only wanted. Must own car, be 
willing to travel, service accounts alreadv estab- 
lished and open new accounts. Sales Manager 
will interview applicants in home town. Give full 


details your experience, territory you are now 
covering, and honafide earings past five years. 
Write, in confidence, to Sales Manager, 1832 


Juneway Terrace, Chicago 26, Illinois. 

SAT. ESMEN TO CALL on ESTABLISHED 
accounts with line of plumbing, heating and 
electrical specialties to retail hardware stores, 
mill supply and lumber dealers, etc. Many choice 
territories onen on exclusive basis. May he car- 
ried as sideline. Boston warehouse. Address 
Box 1-361. care of Harrware Ace, 100 Fast 
42nd St.. New York 17, N. Y 


SALFSMEN. ALL 
PRODUCERS. 5% 











AGGRESSIVE TERRI- 
TORIFS, GOOD 
MISSION, 
line Nationally Advertised 
rubber boots, overshoes. tennis, etc., and work 
gloves. Must have established following Hardware, 
Sporting Goods, Farm Supplies and Building 
Supply Dealers. Permissible as additional line. 
State qualifications, Address Box L-420, care of 
Harpware Ace, 100 East 42nd S®, New York 
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iy, m. ¥. 


Complete line of kitchen and table glassware. Com- 
mission. Prefer men now contacting Variety, | 
Hardware, Furniture and General Stores. Firm 
established 1902. Northwestern Bottle Co., 3132 


| WHITLOCK CORPORATION 





WHITLOCK 


has exceptional opportunities for salesmen who 
are seeking additional income, to represent us 
in their territory. The Whitlock Line consists of 





Builders’ Hardware, Padlocks, Auxiliary Locks, 
Cabinet Locks, Security Hardware, Door 
Closers, Key Blanks and Locksmith Equipment. 


If you are now calling on hardware stores, 
lumber dealers, locksmiths, etc. and your pres- 
|| ent line affords sufficient spare time to carry 
| | a fully protected profitable side line, then get 
| | in touch with us at once. There are still some 
attractive territories available! 





Please write in your own hand writing and give 
us complete information concerning your age, 
experience, territory covered, type of accounts 
now being sold, what other line you are now 
carrying and for whom you are now selling 
also include three business and character ref- 
erences and a recent photo of yourself. 


|! 17 Warren Street New York 7, N. Y. 











REPRESENTATIVE CALLING ON HARD. 
WARE STORES AND LUMBER YARDS in 


| Eastern Pennsylvania not including Philadelphia. 


| Prefer man carrying a line of Butts. 


| room Accessories and Fixtures. 


| 





COM- | 
ESTABLISHED JOBBER. Complete | 
Waterproof Footwear, | 





t Kew York 






We have a 


large list of customers to turn over. Address 
Skillman Hardware Mfg. Co., Trenton 4, N. J. 
“MANUFACTURERS REPRESENTATIVES 


ESTABLISHED NATION- 
MANUFACTURER of Bath- 
Is now readjusting 
representation, will create open- 
experienced stocking and non- 
who have good coverage 
areas. State full qualifications and all 
information. Address Box L-422, care 
Ace, 100 East 42nd St., New York 


WANTED, OLD 
ALLY KNOWN 


and 
many 
representatives 


territories 
ings for 
stocking 
in their 
pertinent 
of HARDWARE 
vy, m. ¥. 
SALES REPRESENTATIVES WANTED 
BY ESTABLISHED MANUFACTURER of 
Bath Sprays, Rubber Household Goods and Auto 
readjusting territories 


motive Rubber Goods. Are 

and representation. Will create openings for 
several experienced representatives who have a 
following with the jobbers and chains. State 


Superior House- 
Chicago, Il. 


lines now carried and territory. 
hold Mfg. Co., 740 W. Adams, 


~ SIDEL INE SALESMEN WANTED, SMALL 





TOWN COVERAGE: HARDWARE, HOUSE 
WARES, FURNITURE TRADE: liberal com 
mission; Drop-Leaf Tables, Record Cabinets, 
Dinette Sets, Chrome Tubular Chairs, Stools; 
Hampers, Ironing Boards; Laundry Accessories; 
Coffee Makers; Juicers; Aluminum Cookware; 
Electrical Home Appliances; Pressure Cookers; 
state present products and coverage. Address 
Box JI.-388. care of Harnware AcE, 100 East 
42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
re adjusting territories and representation, Will 
create openings for several experienced represen- 
tatives who have good following and understan 
builders hardware. State lines now carried, type 
of trade covered and territory. Address Box 

404. care of Harpw are Ace, 100 East 42nd St., 
17, N. 


HARDWARE AGE 





REPI 
TRIBU’ 
Rubber 
tionally 
and our 
432, Mil: 


SALE 
FOR Ol 
Made in 
Complim 
brush ho! 
Advise 1 
care of | 
York 17, 


PA 
EXPERI! 
FOLLO' 
MOST © 
TAILS. 
MISSIO 


MA 


Seve 


MANI 


MANUF, 


JOBBER 
Addre 
106 





HIGH | 
BOARD 
and Ha 
KANSAS 
for how 


























ture, Catalogs, 
> box number 
i by sufficient 


1ed every other 
close 15 days 
n. 


and replies to 


AGE 


ies Dept. 
rk 17, N. Y. 


ies Wanted | 


OCK 


»s for salesmen who 
me, to represent us 
ock Line consists of 
ks, Auxiliary Locks, 

Hardware, Door 
»cksmith Equipment. 























n hardware stores, 
etc. and your pres- 
pare time to carry 
side line, then get 
here are still some 
ple! 


id writing and give 
ncerning your age, 
i, type of accounts 
r line you are now 
yu are now selling 
and character ref- 
of yourself. 


PORATION 


w York 7, N. Y. 








LLING ON HARD.- 
[MBER YARDS in 
cluding Philadelphia. 
f Butts. We have a 
‘urn over. Address 
. Trenton 4, N. J. 


-PRESENTATIVES 
ISHED NATION- 
CTURER of Bath- 

Is now readjusting 
1, will create open- 
stocking and non- 
have good coverage 
ualifications and all 


sss Box L-422, care 
42nd St., New York 
MIVES WANTED 


NUFACTURER of 
old Goods and Auto 
-adjusting territories 
reate openings for 
atives who have a 
and chains. State 
y. Superior House- 
ns, Chicago, Ill. 


NANTED, SMALL 


DWARE, HOUSE 
ADE: liberal com- 
Record Cabinets, 
lar Chairs, Stools; 
aundry Accessories; 
uminum Cookware; 
Pressure Cookers; 
coverage. Address 
‘rE AcE, 100 East 
5 2 





VES WANTED— 
ONALLY KNOWN 
rs Hardware is now 
presentation, Will 
xperienced represen- 
ing and understand 
; now carried, type 
ory. Address Box 
100 East 42nd St., 


DWARE AGE 




















SALES 


REPRESENTATIVES 
WANTED 


AN OUTSTANDING PROPOSITION WILL 





BE GIVEN TO A "TOP SALES MAN- 
AGER" TO COVER THE UNITED STATES. 
ALSO TO A FEW "DISTRICT SALES 
MANAGERS" AND SEVERAL SALESMEN. 
OUR CONTACTS ARE MADE TO JOB- 
BERS, DEPARTMENT STORES, CHAINS 
AND SYNDICATES. STATE AGE, PAST 
EXPERIENCE, EARNINGS, ETC. 


Mil Replies Will Be 


ALBERT TAUB CO. 
CLEVELAND, OHIO 


Treated Confidentially. 











REPRESENTATIVES WANTED FOR DIS- 
TRIBUTION OF A COMPLETE LINE of 
Rubber Tire Wheels and Hand Trucks. Na- 
tionally known brand. Write for full information 








and our profitable sales proposition. P. O. Box 
432, Milwaukee, Wis., Dept. HA. 
SALES REPRESENTATIVES WANTED. 


FOR OUR LINE of Duraluminum Towel Bars. 
Made in six different models. Unique in design. 
Complimentary line of soap holder, glass and tooth 
brush holder, paper holder, etc. Shortly available. 
Advise territory covered. Address Box L-403, 
care of Harpware Ace, 100 East 42nd St., 
Tork 17, BR. Y. 


| REPRESENTATION NOW CALLING ON 

| HARDWARE,” paint and lumber yard trade to 
sell old established line of paint brushes. Com 

| missions are ten per cent. Send particulars to 
Box L-366, care of Harpwarez Acez, 100 E. 42nd 
St., New York 17, N. Y. 


EXPORT! DEVELOP HARDWARE DE- 
PARTMENT ESTABLISHED ORGANIZA- 
TION, men with good supply contacts, merchan- 
dising, foreign trade experience. Languages pre- 
ferred, not necessary. Excellent opportunity for 
rig rht man. State experience, references, age, 
salary. Address Box L-417, care of HarpWare 
AcE, 100 East 42nd St., New York 17, N. Y. 

MANUFACTURER’S AGENT WANTED 
TO CALL ON CHAIN STORE ACCOUNTS, 
Wholesale and Retail Hardware and Specialty 

| Outlets. Liberal commissions selling All Steel 
Christmas Tree Holders that retail for less than 


a do'lar. Our holder produced and successfully 
sold since 1938 is a definite money maker for 
salesman and outlet. Yarder Mfg. Co., Toledo 
12, Ohio. 
MANUFACTURER’S AGENTS TO COVER 
THE STATE OF NEW YORK, exc'uding Met- 
| ropolitan New York City; the State of Pennsyl- 


New 


vania excluding Pittsburgh and Metropolitan Phila 


delphia; the States of New Jersey, Delaware, 
Maryland, Virginia and West Virginia, Ken 
tucky, North and South Carolina; Michigan in- 
cluding Detreit City. Address Box L-407, care of 
Har-were Ace, 100 East 42nd St., New York 


7. ov. 








WHOLESALE HARDWARE HOUSE 
NEEDS SALESMEN 


t- call on Retail Hardware Stores in Central and 
Upper New York State, New England, Pennsylvania, 
Middle and Southwestern States. Other non-conflict 
ing lines may be carried along. Our salesmen receive 
full credit for orders received through our monthly 
mail order campaigns 
Address Box L-424, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 

FOLLOWING FOR COMPLETE BRANDED LINE. 

MOST TERRITORIES OPEN. WRITE FULC DE- 

TAILS. DRAWING AGAINST LIBERAL COM- 

MISSION. 

Address Bex L-319, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among jobbers, chains and retailers. 
Drawing against liberal commission. 


Address Box L-306, care of HARDWARE AGE 
100 East 42nd St., New York {7, N. Y. 














WANTED 
MANUFACTURERS AGENTS 
To Sell Quality Hardware 
Several Good Territories Now Open 
HIGRADE INDUSTRIES CO. 


Hamden 14, New Haven, Conn. 











MANUFACTURERS’ REPRESENTATIVES 
WANTED 
MANUFACTURER OF DUPLEX RECEPTACLES 
AND WIRING DEVICES HAS SEVERAL TERRI- 
TORIES AVAILABLE FOR MEN WITH FOLLOW- 
ING AMONG ELECTRICAL AND HARDWARE 

JOBBERS. 
Address Box L-413, 


care oe eo ° or 
100 East 42nd St., . 


New York 17, 








| 
| 
| 
| 








SALESMEN 


TO SELL MAJOR ITEM—BIG DOLLAR 
VOLUME—FOR NATIONALLY KNOWN 
MANUFACTURER—NOW BEING SOLD 
TO LEADING HARDWARE STORES, FUR- 
NITURE STORES, OFFICE EQUIPMENT 
STORES AND DEPARTMENT STORES. 
LIBERAL COMMISSION BASIS. IN RE- 
PLY GIVE REFERENCES AND LINES 
NOW CARRIED. SPECIFY THE TERRI- 
TORY YOU ARE NOW COVERING. 


Address Box 1-402, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















AUGUST 28, 





WANTED 
MANUFACTURERS AGENTS 


HIGH GRADE CHROMIUM KITCHEN CUP- 
BOARD HARDWARE Calling on Retail Lumber 
and Hardware Dealers. MINN., IOWA, MO., 
KANSAS, NEBR. State territory now covered, 
for how ‘long, and Lines now carried. 
Write Box 115, 
Grand Rapids, Michigan 











TOP FLIGHT SALESMEN 


Leading Manufacturer "Brand Name" Mops 
requires several men with Jobber and Chain 
Store following for all territories East of 
Illinois to Atlantic Seaboard. Some Estab- 
lished Accounts. Excellent Side Line. Full Pro- 
tection. Liberal Commission. State full par- 
ticulars. 


Address Box L-414, care HARDWARE AGE 
100 East 42nd St., 





New York 17, N. Y. 
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(Continued on page 158) 


| HlarpwarE AGE, 


(Sales Representatives Wanted] [Sales Representatives Wanted] [Sales Representakives Wanted 





MANUFACTURER of BUILDERS 
and CABINET HARDWARE 


Is regrouping his Sales Organization. Several 
choice territories will be open for representa- 
tives with first rate following among whole- 
salers, contract-hardware and large industrial 

accounts. 
Address Box L-411, 
100 East 42nd St., 


care HARDWARE AGE 
New York 17, N. Y. 








WANTED—SALESMEN 


ONE MAN IN EACH OF FOLLOWING STATES: 
GEORGIA, ALABAMA, FLORIDA, KENTUCKY, 
MISSISSIPPI. AND EASTERN NORTH CARO- 
LINA. HARDWARE, SPORTING GOODS, BICY- 
CLES AND PARTS. OUR SALESMEN HAVE COM- 
PLETE CHARGE IN THEIR TERRITORY, 100% 
PROTECTION. LIBERAL COMMISSION. 


FREELANDS, P. O. BOX 130, MONROE, 





N. C. 








EXPERIENCED BUILDERS 
HARDWARE MAN WANTED 


In Texas and vicinity, to represent manu- 
facturer of well constructed, popular priced 
' builders’ hardware. Must be well ac- 
| quainted with contract dealers and job- 
bers. Permanent position with salary plus 
commission for the right man. Please write 
in your own handwriting, giving us com- 
plete information concerning age, experi- 
previous employment ond present 





ence, 
occupation. 


Address Box L-418, 
100 East 42nd St., 


Accounts Wanted | 


ATTENTION 
MANUFACTURERS 

LIFORNIA & WESTERN STATES: REP- 
RESENTATIVE, DESIRES EXCLUSIVE LINES 
SELLING TO JOBBERS AND DEPARTMENT 
STORES. COMPLETE COVERAGE FOR QUALITY 
REPEAT ITEMS. 
AUGUST FORGET SALES COMPANY 
10789 BARLOW AVE. LYNWOOD, CALIFORNIA 


care of HARDWARE AGE 
New York 17, N. Y. 














~ 





















Want 
that need 
and thorough sales dis 


Robert Witt 


MANUFACTURERS. 


products with merit, 


ATTENTION 
representation of 
intelligent merchandising 
tribution, in Cleveland market. | 


rock, 8510 Linwood Ave., Cleveland 6, Ohio 
EXPERIENCED BUILDERS HARDWARE 
ag | WELL ESTABLISHED in Ohio, West 


, Kentucky and Indiana desires Major Builders 
p+ ws Prcn Items. Address Box L-400, care of 
100 East 42nd St., New York 


i7, N. Y. 


MANUFACTURERS AGENT WITH _ FOL- 
LOWING IN WASHINGTON AND OREGON 
contacting the Wholesale and Retail Trade, Chain 


and Department Stores, Drug Wholesale and 
Chain, Dry Gods Wholesale and Office Equip- 
ment Companies gives you reliable service and 
intensive coverage. Address Box [L-423, care of 
Harpware AGE, 100 East 42nd St., New York 


i, N. = 


MANUFACTURERS REPRESENTATIVE 


ORGANIZATION WITH OFFICES AT 
| SEATTLE AND PORTLAND DESIRES AD- 
| DITIONAL LINES. Established contacts with 
| jobbers of General and Builders Hardware and 
Large Dealer and Retail Outlets in the States of 
Washington, Oregon, Idaho and Montana and 
Alaska. Address Box L-406, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N., ' 






























Clansihied Opportumitien Section... 














| | — Accounts Wanted’ 


| 


Aecounts Wanted 


}||_ Bariness Oppovtunitier | 








SALES REPRESENTATIVE: 
| DAILY CONTACT 
HI SYNDICATES, AND 

i TRIBUTORS, wishes to 
manufacturer in Greater New 
other lines at present. Will 
cent of his time. Maintains 
References furnished. Address Box L-415, 
+d HARDWARE AGE, 

N, 


WHOLESALE DIS- 
represent a 
York. 
give 





WE ARE s ME 
ON A MAJOR LINE OR SEVERAL SHORT 
LINES for representation in the 
area of St. Louis, 
a few outstate accounts. 
or tool lines preferred for jobbers, 
and department stores. Commission basis only. 


Housewares, 


Established. Sales and service for 35 a3 
Registered Hardware Age Certified List, 
Meibaum & Co., 6954 Oleatha Ave., St. cade $ 


Mo. 








MANUFACTURERS’ REPRESENTATIVES 


Valuable Contacts 
Serving Wholesale Automotive, Hardware and 
Industrial Trade Middle West and Northwest 


Territories. 
en Inquiries Invited 


LOU A. DELANEY 
205 W. Wacker Drive, Chicago 6, 











MAKING - 
AMONG CHAIN STORE JOBBER AND RETAIL COVERAGE of Hard- 


reliable 

Carries no 
hundred per 
New York Office, 
care 
100 East 42nd St., New York 


concentrated | 
with the possible exception of | 
hardware | 
large retailers 


OREGON —~ WASHINGTON. COMPLETE 
Outlets. If 


Implement 
bill and ship. Com- 


ware, Farm-Home and 
des ired, can also warehouse, 
mission basis only. Exchange references. Cos- 
tello Brokerage, Room 235, Portland Merchan- 


dise Mart, 821 N. W. Flanders, Portland, Oregon. 





AUSTRALIA — AGGRESSIVE SELLING 
REPRESENTATION, PROVIDING COM- 
PLETE AUSTRALIAN COVERAGE is avail- 
able to American Hardware Manufacturers. 
References furnished. Address Box L-302, care 
of Harpwarez Acz, 100 East 42nd St., New 
| York 17, N. Y. 











ESTABLISHED 1920 


| Perkins Knows New England 
| 








HARDWARE-MILL 
ESTABLISHED PROMINENT 


SUPPLIES-PAINTS, 


SUCCESSFUL 


RETAIL AND WHOLESALE’ BUSINESS. 
Stock at inventory, Approximately $80,000 cash 
required. 1946 Gross $140,000. Hardware Building 
supply. Penna. Village, including beautiful 9 room 
home. Recent electrification of section offers un- 
| usual opportunity. Frice including real estate 
$37,000, terms. Herbert I. Cooper Agency, 51 W. 


3rd St., 


FOR SALE. RETAIL 
FURNISHING 


Williamsport, 


heating and plumbing. 


Estab 
area, 
= a 


, New 


HA 


tablished 20 Years Selling Price 


lished over forty 
Monthly volume 


care of HarpWware 
York 17, N. Y 


RDWARE 


STORE 


years. 


BUSINESS FOR SALE. 
for Stock Only, 


Penna. 


HARDWARE—HOME 


with Large 
Large 
$10,000. Address 
AGE, 


Es- 








Sew York - Philadelphia - Detroit - Cieveland - Louisville 
Comes SC Gee ¢ om. We will carry the 











| ATTENTION MANUFACTURERS 


Now is the time to reach the foreign markets. 
Our organization can give you complete dis- 
tribution in all major foreign markets. We 
can particularly serve manufacturers of hand 


tools, power tools and building hardware. 
Write for detailed information about our 
service. 


GENERAL FINANCE INTERNATIONAL 
184 W. Lake Street Shicago 1, Illinois 














MANUFACTURERS’ REPRESENTATIVE | 


Desires One Additional Major Line for Cali- 
fornia. Calling on wholesalers, department and 
hardware stores. Have warehouse space for 
local stocks. Commission basis. Only Major 
Lines considered. Bank and commercial ref- 
erences furnished. 


SALES ASSOCIATES 


420 Ord Street Los Angeles 12, California 




















Manufacturers’ Representatives 
and Merchandise Factors 














or you can bill direct. 
Write for farther information and references. 














Positions Wanted 





SALESMAN NOW EMPLOYED WISHES 
TO MAKE A CHANGE. Prefer to make a 
connection with a manufacturer selling to jobbers 


only. Familiar with all jobbing accounts in New 
York State and New England. Address Box 
L-409, care of Harnwarr Ace, 100 East 42nd 
St., New York 17, N. Y 


SALES MANAGER OR ASSISTANT—In- 
side; Outside Selling, ‘Catalogue and Pricing Ex- 
perience with hardware factory and _ wholesale 


trade. 15 years with one company. Desires loca- 
tion States south of Penn. Age 46, married. In- 
vestment optional. Address Box L-421, care of 
Harpware AcE, 100 East 42nd St., New York 
7, = & 

MERCHANDISE AND INVENTORY CON- | 
TROL SPECIALIST 34, COLLEGE GRADU- 
ATE. 7 years’ experience in operation, installa- 


tion and design of unit control inventory system, | 
mostly on hardware and allied items. Can locate 














FOR INTENSIVE 


SOUTHWEST COVERAGE 
We invite you to get in touch with us. 
HERBERT SIERK AND COMPANY 

2705 Canton St. Dallas, Texas 
An Institution Serving the Southwest Jobber 
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| four hundred thousand dollars. 


| of last. Principal stockholder wishes to retire 
due to health. Address Box L-398, care of 
Harpw ARE Ace, 100 East 42nd St., New York 
17, N. 


Covering Southwestern states selling to hard- | | anywhere in U. S. Address Box L-425, care of 
ware and grocery jobbers exclusively. Desire | HARDWARE Ace, 100 East 42nd St., New York 
additional hardware and specialty lines. &x- iy, ee. © 
perienced representation, aggaessive coverage. 
Will carry accounts or you can bill direct. 
Address—MARTIN-SMITH COMPANY | Business O povtunitier ] 
1725 Alamo Neti. Bidg., San Antonio, Texas | | P 
UNUSUAL OPPORTUNITY. SUCCESS.- 
FUL MANUFACTURING BUSINESS FOR 
SALE. Company has been in business seven | 


years and has established stocking jobber accounts 
all over the United States and Canada as well asa 
very lucrative export business. Products manu- 
factured consist largely of small tools sold to 
the Electrical, Hardware, Industrial, Mill Supply 
and Automotive Jobbers. Volume last year nearly 
This year ahead 





THE LASKIN CO. 


Manufacturers of Decalcomanias 


76 Court Street 


Brooklyn 2, N. Y. 


MAin 4-4028 


COVERING HARDWARE, HOUSEWARES, asking nothing for good will. Stock includes 
AUTOMOTIVE AND ELECTRICAL SUPPLY House Furnishings, Sporting Goods, Fishing 
JOBBERS, CHAINS & DEPT. STORES. Tackle, Marine Supplies. Five room apartment 
over store available for rent. 25 No. Main St., 
PERKINS SALES CO. Pleasantville, N. J. 5 Mi. from Atlantic City. 
610 NEWBURY ST. BOSTON 15, MASS. | Phone Pleasantville 1801. 
| 
. a 
| DECALS 
NATIONAL DISTRIBUTORS Shipped within 3 to 5 days. Oval Decal, Size 1% x4 
Established—Reliab! ive | inches, with Red and Black Border and Gold Back- 
ground, printed with your copy—$18.00 M, less each 
ANCO CORPORATION, Pittsburgh 22, Pa. additional M. Many others in stock. Send for free 
Brench Offices | samples and prices, or mail in YOUR DECAL for 
estimate. Accounts throughout U. S. and Canada 














ALL 


A 





METAL 6" 


ddress Box L-426, 


100 East 42nd Street, 





caro 





SELLING OUT 


MARKING OR SCRATCH 
GAUGES, NICKEL PLATED. SUGGESTED RE- 
TAIL PRICE $1.10. YOUR PROFIT 
GROSS LOTS ADDITIONAL 10%. 


100%. IN 


HARDWARE AGE 
New York 17, N. Y. 











Price 





The lease is 5 


HARDWARE AND FURNITURE 
STORE FOR SALE 


Only one in Colorado County Seat Town. 

Trade territory 50 mile radius. 

The gross for 1946—$135,000.00. 

The net profit for 1946—$25,000.00. 

1947 is running ahead of 1946. 

years at $200.00 per month with option. 

ey es brick 30 x 90’ with full basement. Whse. 
30 


5 


Fixtures include 1946 Dodge pickup and jeep 
500.00 plus inventory of stock approx 


d at Sil, 


6 


Call, wire, or write Gillespie or Tergerson with 


MENNINGER & CO., REALTOR 


2027 E. Colfax Ave., Denver, Colorado 
Phone EAst 7703 











76 B 


SPOT BARGAIN 
HORSESHOE NAILS 


KENNEDY, BUTCHER & CO., Inc 


EAVER ST. 


WHITEHALL 


NEW YORK 5, N. Y. 
3-9683 











HARDWARE AGE 


Volume in 
Location Central Illinois, 
warehousing 
Box 
100 East 42nd 







































































GLASS 
CUTTERS 



















































AUGUS 











—_ 4 Fast Selling Consumer Products Of Real Merit 


CONSUMERS TIGER GRIP LINOLEUM CEMENT CONSUMERS PATCHING PLASTER 
CRACK FILLER 
or Wood Putty. An Improved 








For cracks, holes, etc. Mixes 


Ideal for laying linoleum ood floor 
hit aot eys _— white in cold water. Knits to 











plastic material (dry) that or pasting linoleum on sink tops or drain old plaster immediately. 
does those "'fix it'' and “make boards. Spread thin coat on surface — sizing necessary. In I, 
it" jobs quickly and easily. : Vv, 5 Ib. cartons; 2, 5, 
: et ; it ele la weer and even use @ scrap of linoleum for spreader. '/2 paper bags: 50 ; = 
Se canis the dough into place pt., pint, quart, | and 5 gal. containers. 100 and 300 Ib. bbls. e 
I SUCCESSF In 5 oz. pkgs. Also | SE 
ALE BUSINESS. i om oar ae DAISY BRUSH CLEANER Ze 
nately $80,000 cash — ? Cleans and softens old paint brushes perfectly. Keeps new brushes Se 
_ Hardware Building : like new. 10¢ size—24 pkgs. in unit, 25¢ economy size. 2 doz. in we 
ing beautiful 9 room a TS = Peeters teces case. Wholesalers—send for our folder showing Products of Merit. oe 
f section offers un- \IGER GRI “Gye STOCKS CARRIED BY MANY WHOLESALE HARDWARE HOUSES ne 
c —y — —— ~ Az IN PRINCIPLE CITIES FOR YOUR CONVENIENCE a 
yper Agency, o . ~ A 
SESS 2 CONSUMERS GLUE COMPANY F3 
SINCE 1906 7 








RDWARE—HOME ST. LOUIS 18, MISSOURI 
1 Large Volume in 
ion Central Illinois, — 
Large warehousing 
)00. Address Box 


OSS | eee ram Repair METALS this ade way 








* / ra ~~ 
FOR SALE. Es. 7¢p Wonderful SWISS Plastic - Metal 


ice for Stock Only, Folks marvel when they see how easy it is 


iil. Stock includes Ny P ; to make quick, permanent repairs on metal 
g Goods, Fishing ; 4: — and wood. If your fenders are worn and 
ve room apartment Ji ye rusted, auto body dented and scarred, even 
25 No. Main St., Si i if furniture needs mending at home—use 
rom Atlantic City. N; LA Bhat, the quick, easy Swiss Plastic-Metal way for 
j a“ patching, and repairs. BIG JOBBER AND 

SEND FOR COMPLETE aid, i 8 a. tee 1 $1.50; 3 

INFORMATION yi at ll ctna alas 

: SWISS PLASTIC-FLO ENAMELS 
L. Xe In 20 popular colors—so easy to use —f 


N 
| Decal, Size 1% x 4 leaves no brush marks. Dries in 3 hours to 


er and Gold Back- ° +r P 
a GEPHART MFG. CO. | 592209 isin fod Ea 


tock. Send for free alcohol, oil, water and weather. Anyone 
YOUR DECAL for 1020 West Adams St., Chicago 7, Iil. can use it. Big Jobber and Dealer Discount. 
S. and Canada. F 2 bi RETAIL LIST: Vi, pts., 50c; Pints, $1.50 
Specialists in Steel Fishing Rods for 
SWISS LABORATORY 


wloomentes 4 BAIT CASTING « FLY FISHING » SALT WATER FISHING a i i als 


























THE LEADER SINCE 1872 








Oo U T ee” ) / a Red Devil Gloss Cutters and other glaziers’, 
.2 p } 5 painters’ tools and a —— to the 

tees | | CI ite ane I 

a Be ..aa RED DEVIL. TOOLS. Irvington 11, N.J.,U.S.A. 

RDWARE AGE ss a ne . 

ice | CUSTOM MADE 

















|_ WOOD, STEEL & ALUMINUM 
BLINDS 
-URNITURE | Made to measure 





up to your 

SALE requirements 
Town in 

ANY SIZE—ANY COLOR 
» © “— 
month with option. Sick - 
aewea Wise a 2 WEEE Seer ro ReTAi se 
y pA Excellent mark-up. - \ "ae wert 
ergerson with - A A sure profit maker “Apine> IMMEDIATE DELIVERY 


, REALTOR Send for Felder "'H"' — \ 
oe ak - Stober Manufacturing Co. PALMER te Shoe 


~ 991 Fuifoe St Brooklyn 16, N.Y 401 S. W. Ist AVE. © PORTLAND, OREGON @ DEPT.032 





em ur Hardware Manufacturer 
. CO., Inc. 1 \ Your "4 From Oue Source™ 
_———" “lj |) CABINET HARDWARE ~ BUILDERS HAROWARE ~ CABINET LOCKS - SCREWS AND BOLTS 


— NN NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 





WARE AGE AUGUST 28, 1947 












KEES HOOK CORN HUSKERS 





















































| The original! Favorite of thou- 
} sands of farmers wherever corn is 
| grown. Efficient, protective, and 


long- Wearing. | 





thumb hooks, 
hooks, pegs, 


4 A complete line... 
; palm hooks, wrist 
and wrist bands. 


% 





Order early from your wholesaler. The sup- 
ply may be limited by scarcity of leather. 


F. D. KEES MANUFACTURING CO. 


Makers of good husking goods since 1892 
Beatrice, Nebraska 





Box K-3 









NOW AVAILABLE! 


po L 


ROLLER DERBY SKATE CO. 
4533 Payne Ave., Cleveland 3 


New 1948 Catalog Is Ready 


FLIES — LURES — BAITS — LEADERS — HOOKS — 
| AND OTHER TACKLE 
SEND FOR YOUR COPY 


1948 will be a good year for the Dealer who is prepared for com- 
petitive selling. Quality and Dependability will count heavily. 
Bennett Millard has planned ahead to supply you with Flies and 
Tackle that will turn profitably. The new Catalog is full of such 
items. Check it carefully and place your orders early. } 














Bennett Millard also makes the famous 
John Alden Knight Line of Flies and Lures 


Bennett Millard Fishing Tackle, Inc. 


130 Washington Street BINGHAMTON 10, N. Y. 











MME Genuine DOMES SILENCE 
LIDE Sl LENTLY - SOFTLY- SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Silence 
Glide 


Name Oomes of 


on each genuine 


Silence 
Rubber Cushion Glides 


Domes of 


Tile, Marble 
Noiseless, 
chairs and all 


If he is not supplied write to 


Ask your Jobber. 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C. 
















Ondex Ne Adwertiven 





A 
Accmatool Co., Inc. 
Air Express Division 
Ambroid i ; 
American Chain & Cable Co. 

Inc. 

American Chain Division . 
American Mfg. Co., Inc. 
American Screw Products, Inc. 


American Steel & Wire Co. 


American 
Co. 
Animal Trap Co. of America 
Armstrong Bros. Tool Co. 

Arvey Corp. 


Atkins & Co., E. C. 


Baltimore Ocean Transport Co. 
Barrows Lock Works 
Bassick Co., The 


Bird & Son, Inc. 


Boston Woven Hose & Rubber Co. 


Chas. D. 
Mfg. Co. 


Briddell, Inc., 
Brown-McLaren 
Buffalo Bolt Co. 


c 


Camfield Mfg. Co. 
Camillus Cutlery Co. 


Telephone & Telegraph 


102 | 





Fulton Bag & Cotton Mills 


Duo Therm Div. 

122 Corp. 

85 Durbin-Durco 

139 

52 

52 E 

150 | Eagle Industries, Inc. 

‘11 | Empire Brush Works 

19 

97 | 

22 

143 4 

8 Ferguson, Inc., Harry 

113 Ferry Cap & Set Screw Co. 
‘gers Motor Co., Special 
| Div. 
| Fraim Lock Co., The E. T. 
| Fuller Tool Co. 


137 | 
bh) 

137 | . 
36 | Genie 
i123 | Gephart Mfg. Co. 


industries 


of Motor Wheel 


Prod. 


146 


31 
106 


152 
161 


103 


. 154 


132 | Gibraltar Household Products Co. 


115 | Gibson-Homans Co. 
| Gillette Safety Razor Co. 


| Goodell Corp., Zina 


| Great Neck Saw Mfgrs. Inc. 


Sreenlee Tool Co. 


24 Grimes Co., Bradley E. 
154 





159 
15! 
43 


16-17 
| Globe Sporting Goods Mfg. Co. 23 


Carborundum Co. 32-33 

Central Can Co., Inc. ‘ pa 

Central Rubber Products Co., Inc. 150 | H 
ee papeeneet whe. +51 | Hager & Sons Hinge Mfg. Co., C. 
Chicago Lock Ca. .......2sce0ee 155 | sneeepeernes Herdware Mig. Co. 
Chicago Spring Hinge Co. 153 | Hemphill Co., A. D. 
Chisholm-Ryder Co. 92 | Hill-Shaw Co. 

Clark Company, Robert H. 27 | Hodell Chain Co. 

Clayton & Lambert Mfg. Co. 147 | Hodgman Rubber Co. 
Clemson Brothers, Inc. 88 | Hudson Mfg. Co., H. D. 
Cleveland Chain & Mfg. Co. 8I 

Cleveland Quarries Co. 42 | 

Columbus Plastic Products, Inc. 151 | 

Congoleum-Nairn, Inc. 40 ! 


Congress Die Casting Division 
Consumers Glue Co. 

Corbin Cabinet Lock Co. 
Corbin, P. & F. 

Country Gentleman . 

Cox Metal Products Co. 
Crescent Tool Co. 


Cyclone Fence Division 


D 


Detroit Lubricator Co. 
Diamond Calk Horseshoe Co. 
Disston & Sons, Inc., Henry 
Domes of Silence 


Dow Chemical Co. 


. 162 | Indiana Steel & Wire Co. 
. 159 | International Metalite Co. 


25 
91 
105 
140 | J 
ad Jo Mfg. C 
19 | ° g. Co. 
| 
K 
| K-D Mfg. Co. 


14 Kay-Tite Co. 


. 152] Kees Mfg. Co., F. D. 


127 | Kennametal, Inc. 
160 | Klein & Sons, Mathias 
99 | Kraus Mfg. Co., Charles E. 


HARDWARE AGE 


140 
82 
89 

155 


149 
153 


93 
10! 
20 


148 
133 


146 


110 

44 
160 
162 
128 
162 














Ow 


Landers, | 
Lavelle R 
Lebus Rot 
Lindeman 
Locke Sto 
Lockwood 
Lowell M 


Lurie Har 


Mall Tool 
Manning, 
Marshallte 
Master Le 
McBurney, 
McGill M 


Millard Fi 
Bennett 


Miller, Inc 
Milwaukee 
Minute M: 


Moline Ir 


Munising 
Myers & & 


National 
Co. 


National 


National 


National 


National 
National § 
Neatslene 
Noblitt-Spc 
Norwich L 
Nourse Oj 


Pacific Pla 
Peerless In 
Peerless M 
Peerless Pu 
Pekin Spec 
Plastic Co 
Plymouth C 
Popular M 
Premax Pre 
Prentiss-Woa 


Quam-Nich 


Railway E 
Red Devil 
Reed & Py 
Reflecto 





Remington 


AUGU 











“eno, HANDLE-TIGHT CLAMP 


AVAILABLE NOW TO 





Motor Wheel 
30 
146 
nc. 31 
‘Ss. ; 106 
. eer 87 
screw Co. 24 

Special Prod. 
152 
e €. T. 16! 
145 
on Mills 103 
. 154 
. 159 
| Products Co. 15! 
43 
or Co. 16-17 
ods Mfg. Co. 23 
Pacmnngs 140 
ne. Me: .... & 
; 89 
y €. .. 155 


Mfg. Co.,C. 7 
e Mfg. Co. .. 149 
). ; . 153 

144 

save ae 

70. . 101 
i ee 20 


e Co. oc 
e Co. 133 


146 


110 

oie 44 

>. 160 
; 162 
ae 128 
arles E.. 162 


VARE AGE 








Landers, 


Lebus Rotary Tool 


Lindemann, A. J. & Hoverson Co. 


Locke Stove Co 
Lockwood Hdwe. 
Mfg. Co. 


Lowell 


Lurie Hardware Co., 


M 


Mall Tool Co. 


Frary & Clark 
Lavelle Rubber Co. 


Works 


Mfg. Co. 


Inc. 


Manning, Bowman & Co. 


Marshalltown Trowel 


Master Lock Co. 
McBurney, A. D. 
McGill Metal 


Bennett 


Miller, Inc., 


Minute Mop Co. 


Moline Iron Works 


Products 
Millard Fishing Tackle Co., 


Co. 


Robert E. 


Milwaukee Lace Paper Co. 


Co. 


28-29 
42 
154 
154 
38 
55 


144 


7 


149 





Riteheat Regulator 
Caloric Stove Works 


Rogers 


Co. 


Isinglass & Glue Co. 


Roller Derby Skate Co. 
Royal Engineering Co. 
Russell & Erwin Mfg. Co. 


Safe Padlock & Hardware Co. 


Sani-Wox Co. 
Save Lamp Co. 


| Schumacher Co., 


Sheffield Bronze Paint Corp. 


s 


F. E. 
47| Sharon Bolt & Screw Co. 


'54| Southern Coal Co. 


5| Spar-Tex Co., 


The 


154 Stanley Works, The 


142 | Steel Products Mfg. 


Inc., 


oy Superior Valve Mfg. 


160 
137 


161 | 
| 
119 | 


} 
Taylor 


Stober Mfg. Co. 


Swiss Laboratory 


Lock Co. 


| Telechron Inc. 


Templeton, 


Co 


Co. 


Kenly & Co. 


of 


Tennessee Valley Associated Mar- 


keters 


Tremco Mfg. Co. 


Is | Triplex Screw Co. 


121 | 
21 
159 


4s | 


142 
37 
100 
43 


149 
161 


141 | 


124 
155 


163 | 





| Tru-Test, 


United States Steel 
Universal Metal Products Co. 
Utica Drop Forge & Tool Corp 


Vaculator 


Vaughan & Bushnell Mfg. Co. 


Vichek Tool Co. 


U 


Ww 


| Walsh Laboratories, 


| Walton Products Co. 


154 


| Warp Brothers 


Munising Wood Products 
Myers & Bro. Co., F. E. 

N 
National Enameling & Stamping 

Co. ‘ 

National Hardware Show, Inc. 
National Ideal Co., The 
National Lock Co. 
National Mfg. Co. 
National Screw & Mfg. Co. 
Neatslene Co. 
Noblitt-Sparks Industries, Inc. 
Norwich Line Co., Inc. 
Nourse Oil Co. 

P 
Pacific Plastic & Mfg. Co., Inc. 
Peerless Industries 
Peerless Mfg. Corp., Inc. 
Peerless Pump Division 
Pekin Specialty Co. 
Plastic Co. of America 
Plymouth Cordage Co. 
Popular Mechanics Magazine 


Premax 


Prentiss-Wabers 


9 
Quam-Nichols Co. 


R 


Products Division 
Products Co. 


Railway Express Agency 


Red Devil Tools 


Reed & Prince Mfg. 
Reflecto Letters Co. 
Remington Arms Co., 


AUGUST 28, 





Co. 


Inc. 


1947 





18 
92 
107 


Washburn Co., 
| Weeks, 
Westinghouse Electric Corp. 


The 


Palmer D. 


Division of Oakes & Co. 


Corp. 


Inc. 


| Wilcox Crittenden & Co., 


| Wilson Hardware Mfg. Co. 
Wilton Tool Mfg. Co. 


. 131 


| 


Wolfe, 


Wirebound Box 
Association 


Harry M. 


| Wood Shovel & Too! Co. 
| Wooster Brush Co. 


| Wooster Rubber Co. 


85 | 
159 | 
8 
86 


Y 


77| Yale & Towne Mfg. Co. 


19 
145 


132 
] 


Manufacturers 


MINUTE MOP USERS! 


Simple, ingenious Device! 
Quickly Attached by Anyone! Allows Rougher Usage! 


Safety-Tight for More Efficient ay Feature the New 
Minute Mop HANDLE-TIGHT CLAMP. A real sales getter, 
CLAMP @ Profit-builder that fits any MINUTE MOP you have im 
ALONE %tock. Locks the DuPont Cellulose Sponge Mop-head securely 
Retail to handle. Gives mop an amazing efficiency. No need to 
and List return your stock of mops for this improvement. Simply 
Price order HANDLE-TIGHT CLAMPS today from your jobber 
206 —for IMMEDIATE DELIVERY. 
APIECE 


Packed | dez. Clamps to a box; 6 Boxes In a Shipping Carten 


MINUTE MOP (0. 13 ©. 23rd.St. 


























CHICAGO 16 ILL. 



























EERLEs 


*aYDROMIsi 


LAWN - dob had 








LAWN 
SPRINKLER 


IT REVOLVES 
Metal 
Spike ¢ Sprinkles 
30 ft. radius e 
Hooks-up in series 


Peerless INDUSTRIES 


5141 MILITARY DETROIT 10, MICHIGAN 


Base with 




















| gpensew FR AIM Qeessee 


CHROME—SAME PRICE 


ee A 


Suggested Retail Price 
$1.00 


1625—1! 5/16 
1626—1 9/16" 1.00 
1627—1 7/8" 1.25 
Chrome plated die-cast case. 
All brass unit cylinder pin- 


tumbler construction. 
Two brass keys fluted and 
milled. Unlimited key changes 


"QUALITY TYPES ONLY"’ 
ASK YOUR JOBBER 


E. T. FRAIM LOCK co. 


Producers of Quality Night Latches for 68 Years. 


Mn eo PENNSYLVANIA 
=) SS 





Padiecks and 


SS) 98) 9) 






See 





Tru-Test has an assured buying markec of over 
fifty wholesale hardware dieetbutors serving 
thousands of retail hardware dealers. . . plus 
complete promotion to insure you continuous 
volume sales. 


TRU-TEST 





division of 
OAKES & COMPANY 
650 South Clark Street * Chicago 5, Illinois 














161 


























THEY SELL AND SATISFY— 
PAY GOOD PROFITS 
MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 
Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 

4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 


FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAIN! 


Order from your Jobber. Write direct to us for new Catalog Sheet 
illustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street . Dept. 65 Woodstock, Ill. 








WALTON TOOL BOXES 

















CONGRESS DRIVES 


PRICE APPEAL 


and 


EYE APPEAL 


Pre-War Prices! Highest 
quality and low prices enable 
you to offer your customers the 
biggest pulley values on the 
market. 


Eye Appeal! Every Congress 
Pulley is individually packaged 
in handsome 3-color box. Pul- 
leys reach your customers in 
top condition, dust-free and 


You get this handsome 3-color clean. 


display in our special assort- 
ment of 50 pulleys, in 27 dif- 
ferent sizes, for $15.00. This lot 
retails for $26.40. Special in- push Congress, 

ventory card keeps stock up— big value, nationally 
investment down. advertised Pulleys. 


You Make More 
Money when you 


ASK YOUR JOBBER 


or Write for Information 





CONGRESS °*::::0° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 





ae S. 8th ST. 










« 
¢ 






FRADE MARK } 
REO, U.S. / 
Pat.orr, | 







/ Kennadrills have cutting tips of Kenna- 
/ metal cemented carbide—the metal that 
is far harder and more durable than tool 
steel. No starting punch needed—Kenna- 
metal tip takes hold readily, drills fast, 
retains sharp edge under heat and abra- 
sion of cutting. Design assures clean, 
accurate drilling in all types of masonry. 
Can be used in any rotary electric drill. Avail: 
able in sizes for, drilling pplesy’ ws "ie "i 
Me BB A ’ 8» es 





















as 114 





























# Distributors Wanted 
} j 
KENNAMETAL Dic., LaTRoBE, Pa. 


KENNADRILLS 


BRILL MASONRY FASTER, ar, oe 


‘Machines for Cutting 
Crimping 
and 














Beading 


STOVE PIPE 
; FURNACE PIPE 
FLAT SHEET METAL 








FOR EASIER, FASTER WORK 
DEALERS! 


HIGH 
QUALITY PRODUCTS LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. CO. 


LOUISVILLE 2, KY. 











HARDWARE AGE 














Fy _—_ FH > ee Fe ole 


-; 


i 





















of Kenna- 
metal that 
> than tool 
i—Kenna- 
drills fast, 
and abra- 
res clean, 
f masonry. 
drill. Avail- 


ise "yipet 
LG, AH 


OBE, PA. 


LS 


EASIER 





E AGE 








Pegi aa 
Gau0ntN” 


MACHINE BOLTS | 
Te eccaiaall 


“National’s” New Packages, with new 
easy-to-read Labels, make it easier to 
handle and sell these Quality Bolts 


Keeping pace with the high quality of “National” 
Carriage and Machine Bolts, these attractive new 
packages are designed to make your selling easier. 
These packages speak quality. Your stock han- 
dling problems are simplified because the new 
labels are so easy to read. The color of the label 
quickly tells you what kind of bolts are inside 
the box. And the nuts are packed in separate 
inner boxes—for easier handling. 

“National” bolts are well made. Threads are 
smooth, strong and uniform. The square nuts are 
clean, fit freely. Carriage and Machine Bolts are 
furnished in both rolled thread and cut thread 
standards. Lag Bolts have sharp gimlet points, 
and clean sharp threads. 

The “National” name on the fasteners you sell 
guarantees that your customers always receive 
the highest quality—which adds up to more 
dollars in your pocket. Leading distributors sell 
“National”—the most complete line of fasteners 
made by one manufacturer. 





ASIER! 


Make your STOCK HANDLIN 


r 
~ 
eae, 













COLOR SCHEME 
on Bolt Labels 


Black = Cut Thread 


j 
CARRIAGE BOLTS) Cee po ag 


j Red = Cut Thread 
MACHINE BOLTS ) piv. — Rolled Thread 


LAG BOLTS Orange 



























(ARP 
penal STPPLEMENTD’ 


” aor IN HEAT—KEEP OUT COLD—BETTER THAN GLASS—Cut with Shears and Tack on 
It Pays to Handle 
Warp’s Complete Line 


Warp’s Window 


om" 50) 
Poultry House 0 


Windows 
Porch Enclosures MAR K- U P 
Storm Windows To Dealers | 
Storm Doors onaliof | 
Barn Windows WARP’S | 
a rat PRODUCTS 


Windows . 
Hotbeds (Prices shown 
are Retail) 


ens | FP OF Aas! Cold Frames SUBJECT To cuanel 


aad WARP: XT BY Replacing Broken 


7 


! Wa Uhife: “Oz DEGL: YS GH, “s. . *SUPPLEMENT D—Helps Turn Food Into 


, Life and Energy Quicker—at L Cost. 
i NS pace ZLZITL ; y, a ; =f A gy ess Los 


om a = = : 
A tough galvanized, fine wire base—4-inch mesh. Every joint BE L E X = Oo . G L A S S 


and wire imbedded in a cushion plastic for double reinforce- I: 
$ a Transparent Plastic applied on both sides, fusing every- reeanas c « bgp meal 
\ thing into one solid weatherproof sheet. Highest Ultra-Violet ; shrunk threads per squz — inch, 


ee ee and most transparent, flexible window material Impregnated with extra high / 

on the arket 

: oe melting point Composition that 
will not run, discolor or melt 
in a window. Extra Heavy. 


IN ONE MONTH’S FUEL BILL! Becta Barbie Covrantat 
— — * by s Window raga was made on a oa asec 16-room brick Uiire:Violet Raye from the sua. 
10me, heate y gas, in winter weather averaging 29°F. Inside temperature thermo- a 
statically controlled at 72°F. day and night. For one month, without storm windows, OO CLASS. 7 
gas used cost $31.50. But the next month, with storm windows of Warp’s Material, the SLLA-O- 
gas used cost ONLY $19.50! A cash saving of $12! This 38% saving would have been 
EVEN MORE if test had been made on a poorly insulated house with no weatherstripping Pp L A Ss T | G L A S S 


around doors and windows. 
Warp’s new all-plastic window 
material—yet thoroughly tested in 


 —_—— ao oo CL 

— > actual use. Tough plastic cords, 

comments “4 perfectly laminated between two 

: sheets of clear waterproof plastic. 

LINE OF - m Strong, durable, weatherproof, 

Warp’ $s WINDOW MATERIALS a ‘ a4 6«€Cverry transparent. Siays taut on 
WG t a windows; elasticity of plastic 

= 7; ii . cords increases resistance toabuse. 

Supplies Sunshine Le D. 


TRIPLE YOUR SALES N ye. toe Bi pi acid 


ith this Attractive Counter Display and 4 Ze - 
sg af or a < Fal: LZzS ACLASS: 
Very saticeeenate Made on % 


a ance Gare 
R E 3 D ! “= miata 
pa 
’ inch mesh, strong, green Cord 


(ALL PACKED IN ONE CARTON) am a ZZ, | eer sonar ae 












re oe Your waterproof Plastic to make a 
moistureproof seal —and to add 










you GET Width per roll For Profit 

ALL THIS 25 Sq. Yds. Flex-O-Glass 36’ 225 Sic Sq. Yd. $4.25 greater strength. Transparent 

jen § 25 Sq. Yds. Glass-O-Net 36’ 225 66c Sq. Yd. 5.50 4 ne ae ae snainpone 
25 Sq. Yds. Wyr-O-Glass 36'’ 225 87cSq. Yd. 7.25 . f solid weatherproof sheet. Extra 

ot 25 Lin. Ft. Screen-Glass 36” 75 15cSq.Ft. 3.75 A a mod A tales 











SCREEN- GLASS 


tremely Durable for! 
Galvanized Vv 


Warp’s Window Materials are Distributed by Reliable F YA ice. ae 
Jobbers Everywhere (Not sold by Mail Order Houses) of exceptionally 


proof, unbreakable: and it. 
As flexible as window screen. 


e WARES ; Ss 
SCREEN MELTS 





on all of 
WARP’S 
RODUCTS 


Prices shown 
are Retail) 
BJECT TO CHANGE 


s Turn Food Into 
er—at Less Cost. 


>. 4 strong, pre- 
eads per square inch, 
ed with extra high / 
»int Composition that 
un, discolor or melt 
dow. Extra Heavy. 
rable. Guaranteed 2 
s lots of healthful 


ew all-plastic window 
yet thoroughly tested in 
Tough plastic cords, 
laminated between two 
lear waterproof plastic. 
urable, weatherproof, 
rent. Siays taut on 

ty of plastic 

ases resistance toabuse. 
unshine Senses D. 


arent. Made on 4 
strong, green Cord 
y Cord soaked in 
Plastic to make a 
of seal —z and to add 
ngth. Transparent 
aoptee on both 

- ngintoone 
zproct sheet. Extra 
fiolet trz ansmission. — 





